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“auc means better ‘sic ht’! 


Model VL-440 


Employees see more... 
do more with LEADER 


fine fluorescent fixtures 


. ‘ Large amounts of light without confusing shadows or 
The “Officer” —Leader’s finest fluorescent fixture for glare that interferes with sight help everyone get more done, 
all commercial interiors where beauty of appearance . 
is as necessary as lighting . Available for every day, in a well-planned, modern business. Office workers 
2, 3, or 4 40-watt lamps (VL-240, VL-340, Vi-440) vite petits 
also for in from 48” (VL-448) and plant personnel alike benefit from the right kind of light 
to - _ 
BP 5 ] at the right place, at the right time and production 
- is stepped up all along the line. 
Leader fluorescent fixtures, always a step ahead in design 
and engineering, offer you the widest possible selection of fine 
. for the right kind of installation 


luminaires to choose from . 
in any situation. Leader quality is your assurance 
To get 


of satisfactory performance. 
acquainted with the Leader line, 


write for catalog, today! 


| Yj’ 


Anica. Mol Le 
LEADER ELECTRIC COMPANY « 3500 N. Kedzie Avenue « Chicago 18, Ill 
Leader Electric—Western: 800 One Hundredth Avenue * Oakland 3, California 
Campbell-Leader, Ltd: Brantford, Ontario, Canada 





Sold and installed by the 


better electrical dealers 
and contractors 








as easy as putting a 
blade in your safety razor! 


W....... you have an electric current 

“blow”, you restore your “ECONOMY DE-LAY” 
Renewable Fuse to its original efficiency by 
inserting an “ECONOMY DE-LAY" Renewal Link, 
in the same cartridge. 


This replacement is quick, easy and econ- 
omical. Takes only a few minutes. Costs 
only a few cents. In addition you have 
time-tested fuse protection, the result of 
“know how” that goes back to 1911. 


Conserve Pre yous Brass and Co pert 
/ : ; 


Your Electrical Wholesaler has "ECONOMY 
DE-LAY” Renewable Fuses and Renewal 
Links in stock. 


Ask for the ECONOMY Catalog and Price List. 


ELECTRICAL WHOLESALERS—Make sure you 
- have adequate stocks of "ECONOMY DE-LAY” Renew- 
af wed S able Fuses and Renewal Links in all standard sizes. 


- 
. ory cio. 
io os) 


..» for fuse economy 

—use ECONOMY 

RENEWABLE 

CARTRIDGE FUSES! ee ee 


ECONOMY FUSE AND MFG. CO, 2717 GREENVIEW AVE. CHICAGO 14, ILLINOIS 


5495EW REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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@ 
MECHANICAL 
PROTECTION 


Crouse-Hinds sturdy cast Feraloy 
CONDULETS and rigid conduit 
provide the best possible protec- 
tion against accidental damage to 
electrical wiring and equipment 
... prevent costly shutdowns. 


*CONDULET is a coined word registered in the U.S. Patent Oftice. 
It designates a product made only by the Crouse-Hinds Company. 








CONDULETS - TRAFFIC SIGNALS 
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MAXIMUM PROTECTION 
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Other definite advantages 


i ECONOMY. The installed cost of Crouse- ditions. CONDULETS with detachable hub plates 
Hinds CONDULETS and rigid conduit compares favor- can be used to make it easy to change circuits or add 
ably with other wiring methods. The added ad- new ones. 
vantages make it the really economical method that UNIVERSAL APPLICATION. You 
pays dividends over the yours, @.! install galvanized CONDULETS and galvanized 

) SAFETY. Ground continuity is of vital im- rigid conduit under all atmospheric conditions and 
portance. CONDULETS with taper threaded hubs in all occupancies. 
and rigid conduit with tapered threads make a secure & SECURE ATTACHMENT of devices. 
joint that provides a reliable and permanent low The mounting holes in CONDULETS are drilled and 
resistance path to ground. This safety feature assures tapped in the cast metal body ... no weak mounting 
maximum protection against personal injury and fire. ears to twist off. 


® CORROSION RESISTING. Cast e QUALITY. The trademark CONDULET stands 
Feraloy COND = give the best oe wher- for the highest quality, reliability, and long life. 
SS a ES Speapers ase , J VARIETY. More than 15,000 items are listed 
i in the CONDULET Catalog, including a complete 
& FLEXIBILITY. A modern CONDULET in- explosion-proof and dust-tight line for use in hazard- 
stallation provides for growth and changing con- ous locations. 


On YOUR next electrical layout, plan to get all the benefits of sturdy cast Feraloy CONDULETS and rigid 
conduit .. . the universal wiring meth 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


— Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Ho 

s — Milwaukee — Minneapolis — New York — Philadelphia — rae Dur mall Portland, Ore. 

Washington. Resident Representatives Albany — Atlanta — Balm — Charl jew 
CROUSE HINDS COMPANY OF CANADA LTD S TORONTC ). ONT 





AIRPORT LIGHTING FLOODLIGHTS 
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PARALLEL MAINS 


Available with three, 


3 


wire, 30 or 60 ampere 
pullouts with 4, 6 and 8 
oom fuse branches 


SERIES MAINS 
100 ampere pullout con- 
trols two, 3 wire, 30 oF 
60 ampere pullouts with 
8, 10, oF 12 plug fuse 
pranches 


ALL HAVE THESE 


DESIGN LEADERSHIP 


FEATURES: 


Generous Wiring Space- 
maintain. 
Solderless Conn 
faster wiring. 
Dead- -Front 
exposed. 
Ample Knockouts- 
convenient wire pullin 


Raintight En 
new Inter changeable 


Construction. 


Designed 


Hubs. 


SQUARE 


ectors on all terminals. 


closures available w} 


Simple to install and 


Easier, 


No live parts are 


and located for 


g and‘ 'ganging- 


ith Square D's 





peTRO! . 
‘ 


t. COMPANY CANADA iTo.,T 


pa ad RE 
HSMM See Se 
= 


Adds to Square D’s 

extensive line of fusible 
service entrance equipment 
designed to meet 

the increasing 


of modern "electrical living” 


1 to 12 circuits for 
Water Heaters 


ORONTO * » SQUARE D de | 


oo 
bet 
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CHANGE OF ADDRESS 


Please change the address of my Electrical Wholesaling 


- ; John Cc 
Montgomery, Senior Vice-President. Publications Division: “Ralph B. Sm ith, eaitoria mw subscription. 
rector; Nelson Bond, Vice-President and Director of Advertising; J. E jackburn, Jr., 
Vies- President and Director of Circulation. 





: Address cor di to Electrical Whol Service, 330 
W. 42nd St., New York 18, N. Y. Allow at least ten days for change of address 
Please indicate position and compuny connection on all subseription orders. 
Single copies 35c.; 70c. a copy for special issues. ry rates—United States and 
$3.00 for one year; $4.00 for two years; years. Canads $5.00 Old Address 
; $8.00 for two years; $10.00 for three years. » . 


Neme ... 


New Company Connection . 


+ Cleveland 16; Detroit 26; St. Louts {; “Boston 16; 4, 
., Dallas 1, Temas. New Title or Position 
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NPA Regulations give 
priority ratings to a 
great variety of 
motor-driven products 


for business and. 





AVAILABLE! 


Gas Pump 





Belted Fan 


If the lines you handle include electric motor- 
ized equipment, you can obtain more motors 
or motor-driven products by concentrating on 
priority orders, and then passing these priorities 
back to your suppliers. It will help you get the 
necessary equipment faster to meet your indus- 
trial and business customers’ needs for main- 
tenance, repair, or operating supplies. 

General Electric can supply the standard 
F-hp motors shown above, for such priority 
requirements faster than you might think. 
And user-preference for G-E motors helps you 
compete more successfully for priority orders. 


General Purpose 


Unit-Bearing Fan 





Barring unforeseen emergencies or new 
rulings subsequent to the writing of this 
message, General Electric has facilities to 
handle priority motor requirements with prac- 
tically pre-Korea speed. What’s more, General 
Electric application engineers stand ready 
to help equipment manufacturers design or 
re-design products so that standard motors 
can be used to the greatest advantage. 

Be sure that your suppliers know that G-E 
standard fractional-horsepower motors are 
quickly available for priority requirements. 
General Electric Company, Schenectady 5, N. Y. 


General Electric Company, Sec. A700-116 
Schenectady 5, N. Y. 


TIMELY 
HELPFUL BULLETINS 
These recent bulletins 


have been specially pre- 
pared to help you make 


Please send me the following publications on G-E fractional-hp motors: 
(CD GEA-3989—description of all G-E Factory Service Plans 

(1D GEA-5566—detailed explanation of how to use the G-E Motor Exchange Plan 

( GEA-5174—description of standard G-E fracti 





Ih 
Pp motors 





NAME 
better use of G-E motors - 


and services. Send for 


them today. ADDRESS 


GENERAL @@ ELECTRIC 
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- PRODUCTS ..-- that are 
helping Industry meet 


today’s Production goals: 


® Production demands that are almost fantastic 

are being made on American Industry today. To meet the staggering quotas that have been set 
for it, Industry must rise to new peaks of production efficiency. 

Electrical products bearing the @ trade-mark are playing a vital role in this new era of 

greater productivity. All along the production line — from power source to machines — @® prod- 


ucts are serving the power and light distribution needs of Industry . . . and serving it well. 


Heading the list is the famed @ SWITCH- 
BOARD — the result of more than 60 years 
of electrical manufacturing experience. A rec- 
ord of quality workmanship and design that 
reflects itself in such features as safety, service 
and performance these modern, efficient 
power centers are built in three types — the 
@ SHUTLBRAK, @ KLAMPSWITCHFUZ 
and @ CIRCUIT BREAKER. 


Built from standard pre-assembled units to 
meet exact specifications — these sturdy 
switchboards provide all the advantages of 
“tailor-made” assemblies, while retaining the @® Shutlbrak 
savings of standardized equipment. 


€® Feeder Panelboard 


@® Power Plugin Busduct 


Another @ Product that is 
bridging the power gap from 
power source to machines is the 
FEEDER @ BUSDUCT, the modern, efficient and economical method of dis- @ FEEDER PANELBOARD. 
tributing heavy current. To give even greater flexibility to industry's electrical This compact, panelboard is 
unexcelled for the distribution 


From sub-station to switchboard to machines, power is being distributed by 


distribution system, Feeder @ Busduct, has been designed to team up with @ 

of current through assemblies 

listrit B i ' f f th of standardized switching units, 
istribution. By providing convenie - very . ; 

dist c yp ding convenient plug-in outlets every foot of the way, either pull-out or hinged pull- 


POWER PLUGIN, (Plugin Busduct), the efficient compact system of power 


@® Power Plugin affords a ready power source for new or present equipment out types, operating switch or 
anywhere along the production line. circuit breaker types. 
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@® Quicklag - @ LNTIP 


A variety of dependable panelboards for matic, fuse-less circuit protection ... @ 
light distribution is also manufactured by COLUMN TYPE to mount between the 
@. These include the @ LNT1P type with flanges of “H” columns and save space on 
tumbler switch and plug fuse branches and the job .. . and @ DUSTITE for sealing out 
“sequence bussing’’ for better balance of the hazards of carbon black, coal or coke 
load ... @ THERMAG or @ QUICKLAG dust, grain dust and other hazardous dust 
or AB CIRCUIT BREAKER types for auto- conditions. 


j 
| 


@ Column Type 


At the end of the power line, @@ SHUTLBRAK SWITCHES have 
proven ideal as individual operating switches for motor dis- 
connect. They are front operated, horsepower rated industrial 
switches with quick made and break operation and interlocking 
fuse doors that permit access to fuse compartment only when 
switch is “Off. (A special release is provided for authorized 


persons.) 


@® Dustite @® Shutibrak Switch 


Se all along the production line, (A products are serving definite needs 
Should your customer have a power and light control problem, the chances are that @ can 
provide products that will help you solve it. A coast-to-coast organization of Sales Engi- 
neers will gladly furnish latest engineering data on @ Products or render a complete 
survey and report on specific electrical problems . . . all without obligation, of course. 
Contact your nearest @ Representative (he’s listed in Sweet's) . . . or, if you prefer, write 
direct to Headquarter’s Office for information on (& PRODUCTS. 


Frank e€dam Glectric Co. 


P. O. BOX 357 ST. LOUIS 3, MO. 


Meberi af BUSDUCT « PANELBOARDS « SWITCHBOARDS «+ SERVICE 
EQUIPMENT + SAFETY) SWITCHES * LOAD CENTERS +\ QUIKHETER 
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You can’t buy 


Better Fittings 


or ones that 
cost less 
fo use 


Quicker to use and neater in appearance, Briegel All-Steel 
Indenter Fittings not only make stronger connections but also 
make each job more profitable to the contractor and satisfactory 
to his customers. 


Two Easy Squeezes and they’re set to stay. It is only natural that 
the Briegel All-Steel Indenter Fittings are the most widely used 
E.M.T. connectors and couplings. Contractors the world over 
recognize their cost cutting qualities and the fact that they make 
each wiring job neater, stronger and better. 


All B-M Fittings Carry the 
Underwriters Seal of Approval 


nL 


GALVA, * ILLINOIS 


\ 





O 


Cross Section 
Showing 
indentetiens. 





DISTRIBUTED BY 


The M. 8B. Austin Co., Northbrook, Hil.; 
Clayton Mark & Co., Evanston, Ill.; Clifton 
Conduit Co., Jersey City, N. J.; General 
Electric Co., Bridgeport, Conn.; The Steelduct 
Co., Youngstown, Ohio; Enameled Metals, 
Pittsburgh, Penn.; Kondy Mfg. Co., Ltd., 
Preston, Ont.; Wagner Malleable Products 
Co., Decatur, Ill. 
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INSERT cable in SNAPX connector. 


COMPRESS spring clip that holds 
cable. 


SNAP IN to box knockout and the 
cable is set — the job done! 


 & @— 


SnapX Fitti fee 2-08 12 and 3-12, 2-14 and 3-14 
armored, 3-14 non-metailic cable 
carry the on te aa of approval. 
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PAT APPLO. FOR 


The Entirely New Connectors For 
Armored and Non-Metallic Cable 
That You Just Snap Into Place! 


SNAPX is the new cable connector that is installed without 
tools. There are no nuts or screws to tighten. Just compress, 
snap it in place and it’s set. 


To try it is to buy it. See how easy SNAPX is to use! Write 
today for your free sample, giving the mame and address of 
your electrical wholesaler. 








nICUEL 


GALVA,'®, ILLINOIS, 





Underwriters approved as Type USE-—Style RR 
for 600 Volts. First to be approved by Civil 
Aeronautics Administration as Type A insula- 
tion for airport wiring under Specification L-824. 


DIRECT EARTH 
BURIAL 


OVERHEAD 


IN CONDUIT 
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APPROVED ror DIRECT EARTH BURIAL 


F Ro Marine - RoPrene 


TYPE USE, STYLE RR 


ALL-PURPOSE POWER CABLE 


RoBarn—For Farm and General Purpose Wiring 


© Underwriters approved as Non-Metallic 
Sheathed Cable, Ro-Barn is the safe barn wiring 
material. Neoprene insulated and sheathed, it 
will not mold, rot, or oxidize. It is completely 
resistant to chemical fumes and is unaffected 
by the extreme temperatures and humidity of 
livestock buildings . . . Developed primarily 
for the farm, RoBarn is ideally suited to any 
general purpose wiring where comparable 
hazards exist. Write for descriptive folder. 


Rome Keeps Your Customers Sold 
by Aggressive National Advertising 


Special Wholesalers Packaged Weatherproof Wire 


Here is a special 500 
foot carton package 
of Weatherproof for 
handy contractor use. 
Originated by Rome 
for small outdoor jobs, 
this convenient pack- 
age eliminates waste and cuts costs. Available 
in sizes 4 to 14 AWG, soft and medium hard. 


SAVES LEAD...COSTS LESS... 
EASIER TO HANDLE 


RoMarine-RoPrene is the modern all-purpose power distri- 
bution cable. 

Versatile in application, RoMarine-RoPrene is one cable 
suitable for direct earth burial, installation in air, in con- 
duit, or for circuits combining all three. The RoMarine 
insulation affords resistance to heat and moisture. The 
RoPrene (Neoprene) sheath is highly resistant to oils, 
acids, alkalies, corrosive fumes, flame and abrasion. It is 
unaffected by electrolysis, weather hazards or extreme 
temperature change. Its fast growing popularity proves 
its dependability. 

Having a non-metallic sheath, RoMarine-RoPrene saves 
critically short lead . . . costs less than lead sheath cable 

. is lighter . . . easier to handle, tap and splice. 

For secondary network circuits, farm electrification, air- 
ports, industrial and commercial modernization, as well 
as residential services, you can recommend RoMarine- 
RoPrene with confidence that it is the right cable and the 
best cable for the job. 

Descriptive Bulletin RR-1 will be mailed upon request. 


IT COSTS LESS TO BUY THE BEST 


ROME CABLE CORP., Dept., EWh-5, Rome, N. Y. 
Please send Bulletin RR-1. 


Name 
Company 
Address 
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neral Line is 


it includes everything you need 


i a, 
All Types of Enclosed 


Extensive Line of Branch- Safety Switches 


Circuit and Residence 
Panels 


A Complete Line of 
Weatherproof and Raintight 
Service Equipment and 
Safety Switches 





General Switch Corp. 
4 


One of the Leading Manufacturers of 


ERVICE ENTRANCE EQUIPMENT 
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the Complete Line... 


in PULLOUT-TYPE SERVICE ENTRANCE EQUIPMENT 





SINGLE PULLOUT 


60 Amp. main lugs, 3 wires, 125-250V 
One 30 or 60 Amp 2-pole main pullout switch controls up 
to 12 plug fuse branch lighting circuits and 60 Amp sub feed 
lugs. May be wired through sub feed lugs, leaving pullout 
switch available for range or other circuit. 


Available in Weatherproof and Raintight Enclosures for Outdoor Service 


DOUBLE PULLOUT (“Main and Range”) 

In Series (60 Amp main lugs, 3 wires, 125-250V) 
Main 60 “5 ullout switch controls all circuits. Second 
pullout switc {So Amp) controls range. Available with up 
to 12 plug fuse branch lighting circuits and 60 Amp sub feed 
lugs. Fuseless main pullout or fuseless front-operated toggle 
main switch also available. 

In Parallel (100 Amp main lugs, 3 wires, 125-250V) 
Main 60 Amp pullout controls lighting circuits only. Second 
pullout (60 Amp) controls range independently. Available 
with up to 12 plug fuse branch lighting circuits and 60 Amp 
sub feed lugs. 


Available in Weatherproof and Raintight Enclosures for Outdoor Service 
TRIPLE PULLOUT (Main, Range and Independent Water Heater) 


Independent “water heater” pullout switch (30 or 60 re 
separated by removable barrier for separate or “off peak” 
metering. 
In Series (60 Amp main lugs, 3 wires, 125-250V) 
Main 60 Amp pullout controls up to 12 lighting circuits and 
range through second 60 Amp pullout. 
In Parallel (100 Amp main lugs, 3 wires, 125-250V) 
Main 60 Amp pullout controls up to 12 lighting circuits only. 
Second 60 Amp pullout controls range independently. 
Both have 60 Amp sub feed lugs. 


Available in Weatherproof and Raintight Enclosures for Outdoor Service 
QUADRUPLE PULLOUT (Main, Range, Water Heater, Clothes Dryer) 


All Pullouts Connected in Parallel (100 Amp main lugs, 
3 wires, 125-250V) 
Main pullout controls 8 branch lighting circuits. 


MULTIPLE GANG TROUGHS 


Up to 8, 30 or 60 Amp, 125-250V, 2-pole pullout switches 
in one trough. 


Available in Weatherproof and Raintight Enclosures for Outdoor Service 


NEW CATALOG—W rite 
Sor your free copy today. 


You will learn more about the 


ee “Gpneral line when you visit the . 

rm e ae | s NAED CONVENTION - 
at Atlantic City, May 21-25 3 

Switch Corp. Be sure to stop at Conference Booth 131, at the ‘ 


Ambassador Hotel and our suite at the Ritz Carlton. Pd 


45 Roebling Street Brooklyn 11, N. Y. : ? 
\ \ 
2 ae ad .? 
— 
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has proved 
the PENN-TAP’S 


Unequalled Strength 


No other fitting of this type has matched the Penn-Tap 
in tensile strength, in numerous tests to destruction. The 
reason is obvious: 

The Penn-Tap is more sturdily constructed . . . exceptionally tough 
silicon bronze alloy and more of it (at no added cost). 
For taps, service entrance connections, dead ends . . . indoor or out. 
Quickly installed with ordinary wrench. 
ONE PIECE—no loose parts ... swivels on one locked bolt. Holds tight 
permanently. 7 sizes, for cables 10 Str. to 1,000 MCM. 
catlit c iE ES ATT IVES EAS I AD" 52 CMS Sh 





| Only one other Split Bolt Connector can take 


as high clamping pressures as PENN-UNION 


Hundreds of competitive torque tests, of Penn-Union Split Bolt Connectors 
against other fittings of this type, have shown: 





The Penn-Union Connector is definitely stronger than all others except one, 
which closely follows Penn-Union design and is nearly equal. 

Excepting this one similar fitting, the Penn-Union Connector withstands 
clamping pressures 15% to 55% higher. 


MAKE THESE TESTS YOURSELF. We will gladly furnish sample Penn-Union 
Connectors for tests against any other make. Just tell us the sizes. 


Ss aga Te RR > gC RR NRA OREN REMOTE thc 


Sold by Leading Wholesalers. 
PENN-UNION ELECTRIC CORPORATION « ERIE, PA. 


Canada: Dominion Cutout Company, Lid., 250 Richmond Street, West, Toronto 
the Complete LINE of CONDUCTOR FITTINGS 


PENN-UNION 
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Audible “humming” from a fluorescent ballast is highly annoying . . . yet some 
people believe this noise is an unavoidable part of fluorescent lighting. 


This is not true. Seldom do you hear a CERTIFIED BALLAST that is properly 


installed in a fixture. It operates efficiently and quietly. 
Freedom from noise is but one advantage of CERTIFIED BALLASTS. You also get... 


@ Maximum light output (poor ballasts may reduce light by 20%) 
@ Full lamp life (poor ballasts may shorten lamp life by ¥) 
@ Long, trouble-free, dependable service. 


CERTIFIED BALLASTS are made to exacting specifications, then tested and checked 
by Electrical Testing Laboratories, Inc. 


@ Complete information on the types of CERTIFIED 
BALLASTS available from each participating man- 
ufacturer may be obtained from Electrical Testing 
Laboratories, Inc., East End Avenue at 79th Street, 
New York, New York. 


# @ 





Participation in the CERTIFIED BALLAST program is 
CERTIFIED _—_ open to any manufacturer who complies with the require- 
oe ments of CERTIFIED BALLAST MANUFACTURERS. 


FATIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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FOR LEADERSHIP 


In the future, as in the past, 

you can look to Western Insulated 
Wire Co. to develop and 
manufacture Bronco portable 
cords and cables that are... - 


SOLD 

NATIONALLY 

BY ELECTRICAL 
TOUGHER WHOLESALE 


MORE FLEXIBLE DISTRIBUTORS 
LONGER LASTING 
MORE CONVENIENT TO USE 


WESTERN INSULATED WIRE CO. 
2425 East 30th Street - Los Angeles 58, California 


SPECIALISTS in the design and manufacture of portable electrical 
cords and cables. \ 
PIONEERS in the manufacture or standardized Neoprene-jacketed 


cords and cables. 
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why there can be 


NO OTHER ANSWER IN 
SAFETY SWITCH SELECTION 


Engineering research authenticated by outstanding au- 
thorities has conclusively established ‘‘internal heating”’ 
to be the principal cause of safety switch failures. This 
“internal heating’’ literally bakes the life right out of 
safety switch parts, causing insulating materials to dis- 
integrate and metal parts to distort and corrode. The 
safety switch then either becomes inoperative or it 
“burns up” through inability to carry the load. 

In properly constructed safety switches, fuses are al- 
most entirely responsible for this destructive “internal 
heating.” This is not a criticism of fuses for any fuse 
operating up to its rated load must be near its melting 
point if it is to perform properly when an overload 


pg tea, ans, 


Visit our booth, 

National Association of 
Electrical Distributors, 
May 21-25, Atlantic City 
—Booth No. 107A. 
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occurs. And any metal operating near its melting point 
must be hot . . . and fuse links are hot . . . with tempera- 
tures running as high as 700 degrees Fahrenheit. 

Since you cannot vent trapped heated air through a 
safety switch enclosure and still keep a safety switch 
safe, the only escape from the ravages of “‘internal heat- 
ing’’ must come through the selection of materials for 
the internal safety switch structure and the design of 
that structure to withstand successfully the unavoidable 
heat conditions met in safety switch service. 

Cutler-Hammer Safety Switches were completely rede- 
signed in this way ten years ago to beat “‘internal heating”’ 
when engineering research clearly indicated the need for 
such safety switches. Nine years of experience shows the 
Cutler-Hammer claim of better safety switch perform- 
ance far more than a mere promise; it is a proven fact 
that demonstrates why there can be no other answer in 
safety switch selection. CUTLER-HAMMER, Inc., 
1327 St. Paul Ave., Milwaukee 1, Wisconsin. 


SAFETY SWITCHES 
hh = 
Ss 





MODERN FACILITIES 


EXPERIENCE ssf ) nonce nerHoos 


MODERN THINKING 


Triangle’s two plants—one 
moking wire and cable 
in New Brunswick, New 
Jersey, the other making 
conduit in Moundsville, 
West Virginia, have kept 
pace through the years 
with every advancement 
and are completely mod- 
ern in machinery and 
equipment. 


When it comes to wire, cable or conduit, you want assurance 
that it’s right — right in quality, right in performance. Triangle 
products are right! Triangle’s long experience coupled with 
modern machinery, modern methods and modern thinking 
means “it Must Be Right!” 


Triangle products are built to the highest possible specifications 
under the supervision of craftsmen who take pride in surpassing 
accepted standards. 


Experience plus modern facilities, modern methods, modern 
thinking — that’s why Triangle can say with confidence — 
MUST BE RIGHT!” That's why you can specify Triangle and know 
that “IT IS RIGHT!” 


THIS MAN WANTS TO HELP YOU! 


He is your Triangle Distributor. In the some way 
Triangle offers quality products, your Triangle 
Distributor offers unexcelled service. See your 
Triangle Distributor first. In the !ong run you'll 
save and get it faster, from a Triangle Distributor. 


CONDUIT & CABLE CO., IN 


NEW BRUNSWICK 
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due to improved 
more economical production methods 


and rapidly increasing volume: 
Prices rocduced 
for high-quality lighting 

with 


GUTH SEELUX 


@ 3 ring, open-bottom, for silver bowl lamps 


HEATPROOF ALZAK** FINISH 
@ finest indirect lighting is not discolored or affected by lomp 


@ lifetime beauty, efficiency oe 


i intenance 
@ practically no main i 
tstanding example of functional simplicity and beauty DUSTLESS OPEN BOTTOM 
@ an outs minimizes cleaning — dirt falls through 


SILVERBOWL LAMP 

provides built-in reflector. Peok effici 
ency is automatically restored; when 
lomp is replaced, you have o new 
reflector. 


Send for our Bulletin 864-G 
with full details on the SEELUX, 
SEELUX Plus and other fine 
GUTH Incandescent Indirects. 
*® ond Patents Pending 


**® ond Patented, Aluminum Co. of 
America 


IGHTING 


THE EDWIN F. GUTH COMPANY / ST.LOUIS 3, MISSOURI 


Lpaadlie Sun Lightrg Fimce ige02 
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DRAG IT OVER ROCK Many Amerclad Cables are 


built especially for service like this, and they're a wonderful in- 
vestment in safety and trouble-free operation. Cables can be fur- 
nished with that famous American Steel & Wire Company devel- 
opment—PS Shielding, a conducting rubber tape that eliminates 
many of the disadvantages of metallic shieldin . « prevents 
corona discharge . . . provides a fool-proof ground circuit. 


IT Pit mining often means that Amerclad 
must be submerged in standing pools of water besides being 
dragged over sharp rock. The tough Amerprene jacket is just 
the thing for duty like this: it’s practically impervious to 
moisture, earth acids and alkalies. PS Shielding gives extra 
protection—it clings tightly to the insulation and eliminates 
the gaps that cause corona discharge. 


PotEEL 4 
USE IT ON THE RAILROAD... Amerciad 


Railway Utility Cable does not need a canvas stocking. The 
flexible compound-strand-conductor is made from well-tinned 
and annealed copper wires—covered with a separator of paper 
or cotton for easy stripping. Oil-resistant Amerprene jacket 
means extra years of service—for generator leads, car-lighting 
service, train line connectors and battery jumpers. 


eeee AND IN MINES Amerclad Cables and Cords 


are available for just about every mining need . . . from sweat- 
proof miners’ lamp cord to locomotive gathering cable. 
Jackets are made from flame-resisting Amerprene—a tough, 
hard-wearing Neoprene compound that will best withstand 
mine acid water. We furnish cables that conform to all speci- 
fications of the Pennsylvania Department of Mines. 
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..these Amerclad Cables are 


Built for Punishment 


When you buy Amerclad Cable, you can pinpoint your 
needs. Chances are we can pick a standard cable, right 
from stock, that will fit your requirements exactly. 

For some examples, look at the photographs on these 
pages. They show some mighty strenuous applications for 
any type of cable. But each problem was solved with 
Amerclad—the famous group of rubber jacketed cables 
manufactured by American Steel and Wire Company. 

Standard insulations and jackets are available to with- 
stand heat, oil, flame, sunlight, age and underground 


picture operates continu- 


COIL IT The gathering reel in this 
ally—24 hours a day. Used in an automatic parking garage, this 
Amerclad Cable is constantly being coiled and uncoiled. Up- 
stairs, it is dragged through oil and dirt that would ruin all but the 
very best cables. Service like this is not unusual for Amerclad 
Cables—they’re built to withstand the worst type of mechanical 
abuse. 
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mining service. Moreover, you can obtain the widest 
range of physical construction—to meet the special con- 
ditions of industrial, general, mining and railway instal- 
lations. Write today for detailed specifications. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


FLEX IT Amerclad Welding Cable has to meet some very 
special requirements. Made from a large number of very fine 
wires, the cable lies flat, it doesn’t kink or snarl and it doesn't strain 
the operator’s wrists while holding the electrode in an awkward 
position. Like other Amerclad Cables, Amerclad Welding Cable 
is vulcanized under pressure in a rigid lead sheath. This insures 
a perfectly smooth surface that resists abrasion and hard usage. 





See how SYLVANIA cultivates perros 


5 is furnished free by Sylvania. 
ws These include ad mats, radio 


. . 
business for your customers se seovnceen ery a 
business locally for Electrical Con- 
..- (and naturally for you) 


tractors. 


From a new identifying seal to big National Ads . . . and 
from Nation-wide TV Shows to personalized direct mail 
campaigns, Sylvania is going all out to help your good cus- 
tomers . . . the Electrical Contractors. 


quickly identifies Sylvania long list of national 
s Lighting Contractors. 8 and business maga- 
zines sell Sylvania Long-life 
Fluorescent tubes and the serv- 
ices of a Qualified Lighting 


1 This attractive, new emblem 2 Full page ads in a 


aLIP; 
a” *» 


LIGHTING 
CONTRACTOR 


gs, SYLVANIA & 
“ey . Po 


6. Finally, Sylvania offers a 
valuable selling guide: “A New 
Method of Planning and Selling a 
Fluorescent Installation.” It answers 


The nation-wide TV Show Now, Sylvania follows up with # scores of questions . . . an invalu- 
5 able help in clinching sales. 





“Beat the Clock” also dis- 3 high-powered, personalized 

s plays the new lighting con- s direct mail campaigns: one to 

tractor emblem to millions, and Offices, Stores, and Factories; one 

tells about Sylvania Savings. to Architects; one to General Con- 

tractors. These are mailed by 

Sylvania to every prospect on any 
electrical contractor’s list. 


For all the facts about this complete 

and powerful sales building pro- 

: gram, write today to Sylvania 

i Electric Products Inc., Dept. L-7005, 
e 1740 Broadway, New York 19, N.Y. 


AVELECTRIC 


FLUORESCENT TUBES, FOCTURES, SIGN TUBING, WIRING DEVICES; LIGHT BULBS; RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC TEST EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 
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COMBINED IN 


"“MOLD-CURED" HAZA CORDS © 


FOR LONGER LIFE... 
LOWER CORD COSTS FOR YOU 





You’ve probably found it true, too, that the ser- 
vice life of portable cords and cables — the true 
measure of cable economy — depends primarily 
on the toughness, lasting qualities and flexibil- 
ity of the sheath. Today’s Hazacords are the 
result of many years of Hazard and Okonite 
experience in developing portable cables and 
cords for unusually severe service, such as en- 
countered in mining operations. 

Every Hazacord is protected with the spe- 
cially developed Hazaprene ZBF Sheath, It’s 
cured under pressure in a continuous metal 
mold which assures optimum vulcanization, 
maximum density, lasting toughness, a smooth, 
wear-resisting surface—and at the same time, 
ample flexibility is maintained, The Hazaprene 
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ZBF Sheath is a time-proved neoprene com- 
pound with maximum resistance to oils, acids, 
chemicals, moisture and weather, In addition, 
it is highly flame-resistant— more than meets 
the flame test requirements of the Federal 
Bureau of Mines and the Pennsylvania Depart- 
ment of Mines. All Hazacords are insulated 
with tough, heat-resisting, long-aging rubber 
compound for full electrical protection. 

It will pay you today to get in touch with 
your Hazard representative for all the facts 
about Hazacords. He can help you start bene- 
fiting from a new high standard of per- 
formance with your portable cords and cables. 
Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 








jth DRL 


WHY WE ADVERTISE TODAY 


Although the demand exceeds the supply today 
for Central Conduit, this condition won't last 
forever! That's why we continue to protect and 
assure you of a strong, future market for Central 
Conduit with ads like these. 








Solin. 





FOR EASY FISHING... 
chose yout conduit fuorw lipiliald Big 4 


You'll reduce hang-ups and kinked wires when 
you fish through Central Conduit. It's smooth and 
uniform inside, and makes-up tight to reduce 
hang-ups at joints. 

Four types of Central Conduit let you pick the 
best one for each job. There are 3 types of full- 


weight rigid . . . “Cenlaco” with a hot-dipped 


galvanized finish inside and out... “Central 
White” with electro-galvanized zinc outside and 
black enamel inside . . . “Central Black” with 
black enamel inside and out... and “Central 
EMT", light-weight sturdy steel conduit that's 


electrogalvanized outside, black enameled inside. 


All Central Conduit is approved by Underwriters’ 
Laboratories and the National Electrical Code 
. and backed by our 111 years of tubular 


production experience. 


Demand for Central Conduit far exceeds the 
supply ... but your supply house is filling orders 


as quickly and as fairly as he possibly can. 


SPANG - CHALFANT 


Division of The Nati | Supply Company 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh, Pa. 
District Offices and Sales Representatives in Principal Cities 
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d if : @ still America’s LL f commercial Lighting 


REG U S PAT OFFICE 
































| 


from everyone’s 
viewpoint... 


more 
light! 


Yes, MITCHELL MODULE is still unequalled for effective light r$ P 

output, unequalled because inch for inch it delivers more light 3 architect 

per operating dollar than any other louvered commercial 

fixture. MODULE’S exclusive Polystyrene plastic louver passes one a> 
20% MORE LIGHT than conventional metal louvers—saves utility man \ ~ 


more lighting dollars in every installation (**) «i 
<2 ¢ user 
42 | 


_..mitchell module is 
today’s top lighting buy 


See the proof! Get your copy 

» of “MODULE IN ACTION” showing 

get it! actual installations. Here are sell- 

e ing ideas unlimited for lighting 

. . salesmen, contractors, architects 

And MITCHELL MODULE is still the only lighting system that and utility representatives. Write 
custom-fits any installation with standard low-cost units. With for your free copy today. 

just 4 simple, inexpensive ‘‘building blocks of light,’”” MoDULE 

creates unlimited custom-fitting lighting patterns. Because 

MODULE units fit together simply (both mechanically and 

electrically) patterns can be rearranged to meet changing 

needs —ai minimum cost 


Peeeoeerseerorererese 


MITCHELL MFG. CO. 
2525 N. Clybeourn Avenue + Chicago 14, Ilinois 


Send tree MODULE IN ACTION brochure 


MODULE’s styling is enduring; stays beautiful, new. No ordinary 
fixtures can match MODULE still the only lighting system that 
delivers 20°% more light and custom-fits any commercial interior at 


t 

' 

a 

, 

' 

t 

: Firm 

' 
lowest operating cost ‘ 

' 

' 

a 

‘ 

. 

t 

7 

' 





Address 





only MITCHELL makes MODULE 
MITCHELL MANUFACTURING COMPANY 


2525 N. Clybourn Avenue « Chicago 14, Illinois 
in Canada: Mitchell Mfg. Co., Ltd., 11-25 Davies Avenve, Toronto 


City 





ee 


Attention 





eee ee ee 
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Doorway to opportunity for you 


ENERAL ELECTRIC’S Home Light-Con- 
ditioning Program is underway in a big 
way, Opening up new opportunities for you. 
This sound and practical program brings 
home lighting into new importance. It gives 
you a rallying point around which to concen- 
trate your efforts in improving home lighting 
standards. Since Light-Conditioning is basi- 
cally a program for conserving eyesight and 
bettering the comfort and beauty of people’s 
homes, it offers tremendous public relations 
possibilities. 
Since the introduction of the Light-Condi- 


‘\ 


tioning program less than a year ago, 54 elec- 
tric service companies are already tying in. 
Nearly two million Light-Conditioning recipe 
booklets have been placed in the hands of the 
public. General Electric ads on Light-Condi- 
tioning are now appearing in top national 
magazines. And fixture manufacturers are pro- 
ducing equipment that fits Light-Conditioning 
sfecifications. To make the most of the oppor- 
tunities that Light-Conditioning offers you, 
tie in now. Write for full details to Lamp De- 
partment, General Electric Company, Nela 
Park, Div. 166-EW-5, Cleveland 12, Ohio. 


GENERAL @@) ELECTRIC 
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getting down to brass tacks on industrial 
lighting ..2-eccecece 


means assessing the functional value of a luminaire. For ex- 
ample, here is the CURTIS “INDUSTRIALIST”, a scientifically 
designed lighting unit which, through careful engineering, 
provides these basic factors: 


CURT 


LIGHTING, INC. 


6135 W. 65¢eh Street 
Chicago 38, tilinois 
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Direct-Indirect illumination. As shown by the typical 
curve, the indirect component distributed through fine 
ribbed polystyrene plastic distributes light to the ceiling 
and reduces severe brightness contrast. The direct com- 
ponent provides high levels of uniform illumination on 
working surfaces. 


Ease of Maintenance. The open design of the “Indus- 
trialist” facilitates maintenance . . . side panels are 
quickly and easily removed for cleaning without use 
of tools. 


Quality, Durability. Curtis quality demands heavy 
gauge steel for this luminaire with center V-bar reflec- 
tor finished in high reflectance baked with ‘‘Fiuracite” 


Ease of installation. Close ceiling or pendant mounting 
is available either for individual units or continvous 
lines. 


Flexibility. Curtis Industrial luminaires are designed for 
use with 4, 6 and 8’ fivorescent lamps. 


Send coupon today for complete information. 


CURTIS LIGHTING, INC. 
Dept. E 44-14, 6135 W. 65th St. 
Chicago 38, Illinois 











NAME 
COMPANY. 
ADDRESS. 
city. 














The permanent home of the United Nations stands as a guiding beacon for world 
peace. We take great pride in having been selected to manufacture lighting 
fixtures for every room in the project. Included in this group of luminaries is the 
functionally designed, custom engineered UNL 503-40, illustrated below. Our many 
years of intensive research in recessed lighting has produced this unit which 
features low brightness, high efficiency, and is designed for simple installation 
and maintenance. The last word in modern troffer lighting, the UNL 503-40 is 
recommended for every commercial need — for all planned lighting programs. 





UNL fixtures are available in 2, 3, and 4-light fluorescent and 2, 3, and 4-light four and 
eight foot siimiines in all MA ratings. These fixtures are adaptable for use with louvres, 
Albalite glass, and all types of flat and curved Holophane Controlenses*. Highlighting is 


achieved with recessed spotlights in either continuous runs or individual mounts. 


®SHolophane Company Inc 


e#eeeeneoee@ee#ee?#es 


For complete information see your leading electrical distributor 


GLOBE LIGHTING PRODUCTS COMPANY, INC. 


BROOKLYN, NEW YORK > LOS ANGELES, CALIFORNIA 
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WITH FEDERAL NOARK Flexunit Plug-In Panel- 
boards you can get into the money-making distribution 
panelboard business by carrying only a small stock of 
standard parts. These can be assembled into a complete 
panelboard with any combination of fusible switches in a 
few minutes. Your customers always get immediate de- 
liveries at lowest cost . . . you get new business and at a 
bigger margin of profit. 

Five standardized surface cabinets in three sizes of 
mains (200, 400, and 600 amps.), provide for a maxi- 
mum of: 

* Twenty-eight 30 amp., 8 pole, or eighteen 60 amp., 


Now..get absttibuliion pernelbosred proitts 


8 pole, or fourteen 100 amp., 3 pole or three 200 
amp., 3 pole, 230v. branches can be combined in one 
panelboard. 

* Other combinations of 30, 60, 100, 200 amp., may 
also be assembled in a Flexunit Plug-In Distribution 
Panelboard. 

* Filler plates for unused spaces available in 4 sizes. 

Write for full information about Federal Noark Flexunit 

Plug-In Distribution Panelboards and suggested stock 

list. You'll be surprised at the small cost of setting up this 

extra profitable line. Federal Electric Products Company, 

50 Paris St., Newark 5, New Jersey. 


HOW YOUR CUSTOMERS ASSEMBLE FLEXUNIT PANELBOARDS FROM YOUR STOCK 


2 Rugged plug-in Fed- 
eral Noark Flexunits are 
complete with fusible pull 


1 Chassis has 3 silver- 
plated copper bus bers | 
arranged on edge to re- | 
ceive plug-in units. 
— 


| 3 Snap! . . and Flexunit is | 

in place. Secured by screws, | 
| Wurdack pull switch units | 
switches. | are ready to operate. 


il mm & | 


5 Note ample gutter space 

available when chassis i. 
| mounted in the box. Com- 
| plete panelboord above. 


4 Mounted in this chassis 
are 2 plug-in Flexunits. Un- 
used space can be covered 
| xs: filler plates. 


FEDERAL NOARK 


Complete line of Federal Electric Products includes Motor Controls, Safety Switches, Service Equipment, 
Circuit Breakers, Panelboatds, Switchboards, Control Centers, Bus Duct * Sales offices in principal cities. 
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SPORTO— With or without 
glass cover. Weather-proof 
hood permits complete ver- 
tical or lateral positioning. 


Night game attendance soars upward every 
year. Thanks to modern floodlighting, mil- 
lions more now see their favorite athletes 







in action. 


Expertly engineered Appleton Lighting 

APPLETON Equipment provides day-like illumination 
for night recreation centers, as well as the 

hundreds of industries maintaining round- 


LIGHTI NG the-clock production schedules. 
Indoor or outdoor lighting planned with 
oy Appleton Fixtures assures top-notch light- 
é U : p ing efficiency at minimum installation, serv- 
DISKDNECT—The most } ice and operating expense. 


practigo! detachable re- Appleton Lighting Fixtures are available 
flector ever made. Avail- ° h oa f 1 si f ; iad af 
Sialic wide vetety of in the exact type and size for every industria 
reflector styles. | requirement— including hazardous locations. 
Appleton’s skilled illuminating engineers 
Pat. No. 2,393,202 are ready to help solve specific lighting 
problems. Sell the finest in lighting —sell 
TYPE EFU—The first and finest aaa : P 
pastelben-prect @eeressest Gehaing Gutere. Oxo Appleton—pace-setting manufacturer of 
of many from the complete Appleton Explosion-Proof Line. ‘ electricalequipment for nearly half acentury. 
Available for two 40 watt, 48” lamps or two 100 watt, 60” lamps. 









Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


L conn 3 1734 Wellington Avenue ¢ Chicago 13, Illinois 
& L & i T 4 f ¢C Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minne St. * ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 


100 N. Sonte Fe Ave. © ATLANTA, 724 Bovlevord, N. E. © BIRMINGHAM, 429 Brown-Morx Bidg. 
3 er Bidg. © BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street © PHILADELPHIA, 1017 Cherry Street 


CINCINNATI, 626 Broadway * HOUSTON, 709 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9. 
Resident Representatives: Binghamton, Dollas, indianapolis, Kansas City, Orlando, 
Milwaukee, New Orleans, Seattle, Portland, Ore. 


Export Representatives: international Standord Electric Corp. 67 Brood St., New York 4, N. Y. 














STRAWS 


A BALE OF STRAWS e This column—WASHINGTON STRAWS—was launched 
during World War II as a means of high-spotting briefly for our readers numer- 
ous “straws” of important pertinent news and side lights on Washington news. Up 
to now we have hewn closely to the mark and crowded into each issue as many 
interesting items as space permitted. 

This month we are breaking the precedent to make room for “bale of straws,” 
a teletyped analysis of the Controlled Materials Plan, as it affects electrical whole- 
sale distributors, hot from our Washington News Bureau, and expressly prepared 
for this issue. 


LOW-DOWN ON CMP-1951 MODEL e Direct impact of the Controlled Materials 
Plan on electrical wholesalers will be limited largely to their functions under two 
regulations. These are: CMP Regulation 2, limiting inventories of specified shapes 
and forms of copper, aluminum and steel, and CMP Regulation 4, setting the ground 
rules for deliveries of controlled materials by distributors generally. 

In the main, however, wholesalers’ levels of operations will reflect the produc- 
tion rates set under CMP for the manufacturers who supply them. And it looks 
as if production of electrical equipment and apparatus will be kept high to support 
the essential programs lined up by Washington’s mobilization officials. 

Among these programs, for example, are electrical utilities, defense housing, 
hospital construction and new essential industrial plants—to name a few that will 
get preferential treatment in obtaining materials under CMP. 

CMP affects directly electrical wholesalers only to the extent that they handle 
the metal shapes and forms specified in CMP Regulation 1 as controlled materials. 
But these include all copper wire and cable used as electrical conductor, including 
insulated building wire, paper and lead power and telephone cable, asbestos cable, 
portable and flexible cord and cable, communication wire and cable, signal and 
control cable, and insulated power cable products. 

Conduit, on the other hand, is not involved because it is threaded and galvanized 
before it gets into the hands of wholesalers. So, theoretically, at least, the whole- 
saler may put into inventory all the conduit he can lay hands upon, The fabricator, 
however, will have to keep his inventory of controlled material which he uses for 
conduit within CMP limits. 

On copper conductor, Regulation 2’s limitation for inventories of 60 days’ supply 
at currently scheduled operating rates must be observed by wholesalers: They also 
will be affected indirectly by the inventory ceilings of 60 days’ supply for all copper 
and aluminum, and 45 days’ supply of carbon steel with which many of their sup- 
pliers must comply. 

Similarly, copper conductor is the only item of concern to wholesalers involved 
in Regulation 4 provisions governing deliveries of distributors. These provide that 
distributors may reject authorized controlled materials orders (allocations), “DO” 
rated orders or orders backed by National Production Authority directives under 
specific conditions. 


For specific materials, distributors need fill orders for aluminum only within 
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the limits set by NPA Order M-5; for steel as specified by NPA Order M-6, for 
copper as specified by NPA Order M-11. 

In addition, distributors may reject any order not calling for immediate delivery, 
or if they do not have sufficient material to fill it in stock or in transit to stock. 
They must reject any authorized controlled materials order placed later than the 
quarter for which the allotment has been authorized. 

The allotment number of each “authorized” order will identify the quarter in 
which the respective allotment is valid. For example, an “authorized’’ order bear- 
ing the allotment number F-3-1(52 would be valid only for the first quarter of 
1952, the last four digits indicating the period in which authority has been au- 
thorized for obtaining controlled materials. The other digits will indicate the claim- 
ant agency and the program for which the allotment has been approved. 

Distributors must accept “authorized” CMP orders within these limitations 
given orally or by telephone providing written confirmation follows within 15 days. 
If the written confirmation is not received in that time, the distributor must notify 
NPA and await instructions. 

Distributors will be able to replace materials taken from their stocks to fill 
CMP allotments or rated orders. They will write their own allotment orders, like 
the World War II PD-1-A orders, to replace stock. They will report the date and 
amount of each such replacement to NPA after it is delivered to them. 

You won’t notice much change in the priority system. CMP regulation 3 con- 
tinues NPA’s old system of “DO” priorities and over-riding directives. For con- 
trolled materials—copper, steel and aluminum only—the directive still calls for 
top preference in handling. Authorized controlled materials orders (allocations) 
and “DO”s calling for delivery before October 1 will be the only other forms of 
priority. 

It’s apparent that NPA plans to substitute allocations for “DO”s now being 
applied on the three controlled metals, since scheduling of virtually all the produc- 
tion and use will autematically set delivery dates for copper, steel and aluminum. 
Any producer or distributor holding “DO” orders for delivery of these metals 
after June 30 may apply to NPA for assignment of an allotment number to replace 
the “DO” rating. Priority status of the order will not be changed, of course, idea 
is that sooner or later, all production and use of the controlled metals will be 
under CMP allotments. 

On other products, whether or not they include controlled materials, directives 
and “DO”s will have equal status to CMP allotments, except in the case of “DO”’s 
calling for delivery after September 30. This does not mean “DO”s are to be 
abandoned in the fourth quarter, but simply protects the status of allocations sched- 
uled for delivery in the third quarter. 

Maintenance, repair and operating supplies will be self-allotted, on much the 
same basis as replacement of distributors’ stocks of controlled material. But allot- 
ments will bear the designation ‘“‘MRO” and certification under CMP Regulation 5. 

Scheduled use of MRO supplies must be reported to NPA. And allotments of 
MRO must be reported after delivery. Independent repair shops also will be able 
to issue their own allotments for materials. 


CHAS. E. WILSON DENIES THREE “CANARDS” e \Vhile addressing the American 
Newspaper Publishers Association April 26, 1951, Mr. Wilson denied three, what 
he specifically labeled as “canards.” He denied that he intended to quit, that he 
was letting a big business “conspiracy” dominate mobilization activities, and that 
he had grabbed power for himself. That puts the “canard” mongers decidedly in 
the gutter. ‘ 


(Washington, D. C.—-April 30th, 1951) 
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Never before a vaportight lighting fixture so safe, 
so efficient, so easy to install...so economically 
serviced and maintained! 

Combined in an exclusive “Unit Assembly,” re- 
ceptacle, globe and guard are detachable as a 
single unit instantly, without tools! Re-lamping or 
cleaning becomes safe, swift and simple. One 
trip up the ladder to exchange assemblies, and 
the job’s done! 

This outstanding new V-51 line includes 18 
different types of rugged malleable iron bodies 
for pendant, ceiling or bracket mounting. Each 
body takes both 100 Watt or 150-200 Watt “Unit 
Assemblies.” Each body, except bracket types, is 
grooved to mount four reflector styles in three 
different sizes. This complete interchangeability of 
parts permits the assembling of 256 complete 
fixtures, using only 32 basic components. 

Reflector is quickly attached or removed for 
cleaning without tools—thanks to exclusive neo- 

prene rubber ring attachment. Shock-absorb- 

ing socket in “Unit Assembly” permits the 
use of standard lamps where costlier mill- 


\ nal type lamps were formerly used. 


me 


y\3 
wee 


For full details on this great new fixture, 
write for Bulletin 5-A. 






Sold Through Elecirical Wholesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue ¢ Chicago 13, Minois 


Branch Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. © CLEVELAND, 1836 
Euclid Avenue * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 
100 N. Santa Fe Ave. © ATLANTA, 724 Boulevard, N.E. © BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOUS, 305 Fifth $1, S. PITTSBURGH, 414 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant St. 
BOSTON, 10 High Street * DENVER, 1921 Blake Street * PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway * HOUSTON, 709 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9. 











as 
. 








Resident Representatives: Binghamton, Dallas, Indianapolis, Kansas City, Orlando, 
Orteons, Seattle, 


Milwaukee, New Portiand, Ore. 
Export Representatives: international Standard Electric Corp., 67 Brood St, New York 4, N. Y. 








NEW-INSIDE AND OUT 


EXCLUSIVE UNIT 
: tote abe be 





Sectional View Shows Outstanding New Design 


oococoeso 


‘APPLETON 


and Operating Principles. 
Malleable iron fixture body. 
Connecting block with spring leaf contacts. 
Neoprene rubber ring holds reflector. 
Vaportight gaskets. 
Globe and guard adapter body. 
Shock-absorbing socket. 
Snap-on type guard. 
Vaportight globe. 








2 ee ae 
PRODUCTS 


Even older than the history of the convention is the name of 
“PARANITE.” It has been actively identified with high quality wire 
for 61 years. This background of accomplishment is your guarantee that, 


“If it's PARANITE it’s right!” 


You'll find our representative at the Ambassador in Conference Booth 


No. 64. 


ieivs PARANITE irs ricar: 


PARANITE WIRE AND CABLE 
Division of ESSEX WIRE CORPORATION 
, FORT WAYNE 6, INDIANA ye 

\ Lente, & \ 


\ 
EXPORT SALES OFFICE —LIONEL-ESSEX INTERNATIONAL CORPORATION, 15 E. 26th ST., NEW YORK 10, N.Y. 


ELECTRICAL WIRES AND CABLES “BETTER THAN CODE REQUIRES” 
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GOOD 
BUSINESS BUILDERS 


ir] ¢Ln) 
_WIRING DEVICES | 


abi 
BUILD 


GOOD BUSINESS 


INTERCHANGEABLE LINE. For com- 
pact, convenient installation of multiple 
wiring devices in combinations of 2 or 
3, on the job. Adds to convenience 
and appearance. 




















POLARIZED DEVICES. For lasting, 


Architects are specifying adequate wiring, and more wiring devices, in today’s 


efficient, maintenance free installations. 
Available in a wide range, 10 to 60 
Amps., 2-, 3- and 4-wire, flush or surface. 


DUPLEX LID RECEPTACLES. For 
weather protection. Lid closes auto- 
matically when plug is withdrawn. 
Also available in single outlet type. 


DUPLEX CONVENIENCE OUTLETS. 
3-wire — 2-wire grounding type. For 
positive grounding of exposed metal 
parts of portable appliances, etc. 


May, 1951—ELECTRICAL WHOLESALING 





* 


‘ DEVICES 


plons. Contractors ore showing greater interest in wiring devices. The public is 
looking for electrical adequacy, more than ever before — looking to tomorrow, 
when more and better appliances will put increased loads in their homes, and when 
they'll wont more outlets, increased convenience and sofety. 


This trend to better living electrically means good wiring device business for you. 
It also gives you increased responsibility — that of selling high quality, dependable 
devices, and of offering o broader line to meet varied individual requirements 


Our complete wiring device line enables you to shoulder both these responsibilities. 
Chock-full of modern, dependable “bread and butter” items, it also offers those 
unique lobor savers and specialties which are increasingly in demand. And you 
can't get higher quality anywhere. 


So let our complete line build good business for 
you. Render a complete wiring device service, and 
prompt delivery from adequate, varied stocks. 


Through o series of messoges like these we're pro- 
moting adequate wiring, and quality wiring de- 
vices, to architects, specifying engineers, and con- 
tractors — your major buying influences. Profit 
potentials are only limited by the number of man- 
hours you spend in the effective promotion of 
demand brond products. 


For more information, write today to: 
1605 Laurel Street, Hartford 6, Conn. 


a taket7 4) 
WITCHES 


WIRING sieiliass 


DIVISION 


-Hart ) itd., Mt. Dennis, Ti 


Branches in: Boston, Chicago, Dallas, Denver, Detroit, Los a New York, Philadelphic, Sen 
Francisco, Syracuse. in Conede: & Hegemon (Canada erento 





W! Improved! 


BLACKBURN 
GROUND PLATE 


3 BIG QUALITY FEATURES! 


&% Supplied with double bar connector (one 3) Connector screws are made of high strength 
bar on each side of plate). These double 


bars grip wire tightly and positively—ground wire 


will not pull off or loosen as pole is set in hole. 


Duronze—will not season crack—can be in- 


stalled tightly without stripping or distorting. 


2) It’s stronger—more rigid—easier to handle You get all these features and others too—at no 
—easier to store — easier to install — send for additional cost —so specify BLACKBURN Pole 
sample and see for yourself! Bottom GROUND PLATES! 
SEND FOR A SAMPLE AND SEE FOR YOURSELF! 


1 


FIRST MADISON & CLINTON STS. JASPER BLACKBURN PRODUCTS CORP. « ST. LOUIS 6, MISSOURI 


SMPIiLtoerRres Oo F QU A-LtEY rPROo vtcris ’ oR 83 ¥-€ A.& $:2 
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PHONE CHELSEA 2.1800 CAGLE ADDRESS EMPHONOCO NEW YORK CODES SENTLEVS ABC re SOITION tHe 


Emerson 


RADIO AND PHONOGRAPH CORPORATION 


I LORYOL ae 


RADIO one PHONOGPAPH (ORP 


SAVS: 


Murray Manufacturing Corporation 


“Murray Breakers... 
Safe, dependable aye gph oagn’ 


Dear Sir: 


J 
protection for Every Emerson Television and Radio Set undergoes a series of 


rigid tests using delicate electronic instruments. 


* 
hi hl During these tests a momentary short circuit or overload could 
damage or destroy the electronic equipment. A safe dependable 


ene means of circuit protection must be used. 
sensitive f 2t'Gas been our experience that the Murray fully magiette 
. circuit breaker provides this safe dependable protection <j, 
electronic \ the highly sensitive electronic equipment used in these tests. ) 
We had tried Vartersether-type 7r STOTT verore 
. ” . we began using the Murray fully magnetic circuit breaker and 
equipment none operated as well. 


We would not hesitate to recommend very highly the Murray 
product. 





— 


Yours truly, 
EMERSON RADIO AND PHONO, 


Ck X ferns 


C. Gustafson 
Plant Engineer 


Here is a 
typical 
Murray Breaker 
set-up used 
by Emerson 

testing 


television sets 


For the complete story on Murray Circuit Breakers, write for Bulletin 530 


IF YOU WANT TO INSTALL THE BEST. .. specify Muay 


ly MURRAY MANUFACTURING CORPORATION 


1250 Atlantic Avenue, Brooklyn 16, New York 


Service Entrance & Meter Equipment - Magnetic Circuit Breakers 
Switches + Current Limiting Reactors * Crows’nest Aerial Ladders 





* 


ACCURATE FRICTION TAPE 


Features the best of moterial care- 
fully’ fabricated to provide maximum 
mechanical protection. Available in 
Standard and A.S.T.M, grades. 


— ACCURATE 5 


wiring 
need 


ACCURATE RUBBER TAPE 


Offers high elasticity, high dielec- 
tric strength and super aging quali- 
ties. Made in both Standard grade 
and A.S.1.M.—A.A.R. Specification 


TAPES 


ACCURATE PLASTIC TAPE 


Thin caliper plus a combination of 
good mechanical and dielectric 
strengths, Recommended for use 
wherever plastic tape is practical. 


for the electrical industry 


PV a -most-teltbe-(aabtate com olu-lelsleseltie-telst-teelMony 
men who have devoted a lifetime to producing 
tapes of superior quality. Every foot is 


carefully made and constantly inspected to 


assure uniform high quality. The sure way 


to complete tape satisfaction is to specify 


ACCURATE by name - 


every time. Get all 


the facts on ACCURATE Tape now! Just 
call or write the Accurate Manufacturing 


Company, Garfield, New Jersey, for new 
illustrated literature which includes 


complete specifications and technical data 
covering the entire ACCURATE line of 
quality tapes. There is no obligation. 


iy F vour best buy i in tape fc 
MORE THAN A QUARTER century OF TAPE SPECIALIZATION NERS 
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You make a priend 


when you recommend 


Steel City Products 


because 


by specializing in 
boxes and fittings, 
and keeping that 
line up to date... 


STEEL CITY LEADS IN MEETING CONTRACTORS NEEDS) 


STEEL CITY ELECTRIC COMPANY 
| 1207 COLUMBUS AVENUE, ae PITTSBURGH (33), PENNA. . 
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What You Should 
Know About 


VOLTAGE 
REGULATION 


Fluctuating voltage and voltage drop is still a problem that 
affects the proper operation of electrical equipment in indus- 
trial, commercial and residential buildings. An office machine 
distributor made seven service calls and replaced the machine 
before the trouble was traced to a low voltage condition. 
An electrical contractor replaced fluorescent tubes, starters 
and ballasts in a lighting installation without improvement 
before the fluctuating voltage condition was discovered. An 
electric motor manufacturer replaced two burned-out motors 
installed on an air compressor before discovering that voltage 
dropped to 92 volts on occasion. These are but a few of 
hundreds of instances where trouble could be eliminated and 
perfect performance of the electrified equipment maintained, 
by the simple installation of an Acme Electric Voltage Adjustor 
or an Acme Electric Voltage Stabilizer. Tell your customers 
how they can correct their voltage fluctuating conditions with 
the proper Acme Electric voltage controlling transformers and 
you'll pick up a substantial amount of profitable business. 


ACME ELECTRIC CORPORATION 


675 WATER STREET CUBA, N. Y. 


Acme Electric manufactures Luminous Tube Transformers — Fivorescent Lamp Ballasts — 
Cold Cathode Lighting Tansformers and Ballasts—Radio and Television Transformers— 
Electronic Transformers—Door Bell, Chime and Signalling Transformers—Oil Burner Ignition 
Transformers—Safety Transformers—vVoltage Regulating Transformers—Stepdown Trans- 
formers—Control Transformers—Warp-stop Transformers—aAir Cooled Power Tansformers 


Designed for individual machine or 
appliance use. Supplied with primary cord 
and plug which is connected to existing 
outlet. Integral secondary receptacle ac- 
commodates connection from electrified 
machine. Voltuge is manually regulated to 
requirements. Sizes from 150 watts to 
750 watts. 


This manually regulated Voltage Adjustor 
may be installed at the incoming electrical 
circuit of a building or department and can 
be used to regulate voltage supply cover- 
ing all electrical equipment served by the 
secondary circuits. An accurate Voltmeter 
registers secondary voltage output. A 
manually controlled knob permits regula- 
tion over a range from 65 to 130 volts or 
145 to 240 volts. Available in sizes from 
1 KVA to 10 KVA. 





This Voltage Stabilizer is designed to auto- 
matically react to a fluctuating voltage con- 
dition, and almost instantly regulate an 
over-voltage or under-voltiige to the normal 
115 volts required. Available in capacities 
of 15, 25, 50 VA. Correct voltage over 
range from 95 to 130 volts 
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ARE YOU WIRING for 
(IGH PRODUCTION? 


The heat is on for gH-out production. Work stoppages due 
to electrical fgikires can no longer be tolerated, and main- 
tenance gréws will be busy enough without chasing down 
bro wiring, defective plugs and other electrical 
“Accidents.” 

The plant wired with ELECTRIC FEEDRAIL, the modern 
overhead trolley-busway system, is ready for any produc- 


tion changes. No wires on the floor, or in the operators’ 


way. Everything is connected overhead ‘thru trolleys that 


move along the line, or can be removed to another line. 





Each tool or machine can be protected by fuses or circuit 
breakers on the trolley, and tools can be suspended by 
balancers when desired. 

FEEDRAIL is ideal for cranes and hoists, moving test 
lines, lighting, cutting and sewing machines. Write for 
Bulletins describing applications and technical features. 


PRODUCTION LINE 


WHOLESALERS 
AND CONTRACTORS 


everywhere are recommend- 
ing FEEDRAIL systems, for 
once installed, the increases 
in production suggest addi- 
tional uses. Investigate the 
progressive FEEDRAIL system 
and plan for profit. 


Ee SS 
CUTTING MACHINES 





wit ¥ ER 
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Mount Anywhere—Fit Standard 2” Knockout 
Reduce Stock Inventory—Increase Turnover 

4 Different Sizes Suit Every Need 

* Attractively Packaged . . . New Utility Green Finish 


s 


Introduced on our No. 180 transformer last spring, the revolutionary “QWIK- 
LOCK" mounting was an instant success. Rittenhouse now offers four different 
transformers to fill any small transformer need, each with “"QWIK-LOCK” 
mounting—the most important development in bell and chime transformers 
in twenty years. 

Any of these new, compact, low-cost transformers combines all the features 
and accomplishes everything that can be done by both outlet box and con- 
ventional types. They mount anywhere easily and quickly; on round or square 
outlet boxes, on side of switch or fuse cabinets, or on plain wall or ceiling sur- 
face. No extra plates or brackets necessary. No special parts to lose. No 
small screws to adjust in awkward places. Yet, they cost no more than our 
former, conventional types, actually less than the old outlet box types they 
replace. Here truly are ALL PURPOSE transformers . . . single, flexible units to 
onswer all your small transformer needs. 


See it! Test it! Send for any model listed below on memo bill. Learn why Rittenhouse 
a  'QWIK-LOCK” transformers are your best buy. Ask for catalog and price list describ- 
ing our complete line of bell, chime and signalling transformers. 
*U.S. Patent Pending 





Sec. | Frequency 


t No. — iption— 
Catalog No.—Description—Uses Volts | Cycles 


Vv j 
(Approx.) om 





Ne. 180. Bell-Ringing Transformer. Extra capacity for im- 
proved operation of bells, buzzers and small chimes. 


5 115 10 60 


No. 30. Chime Transformer. To obtain superior volume from 
10-volt chimes, or where unusual conditions, such as long wire 
runs prescribe added power. 


10 115 


Ne. 36. Chime Transformer. For the larger 16 and 18-volt 
chimes. Ideal for larger type bells and gongs, controls and 
similar devices. 


15* 115 


Ne. 38. Chime Transformer. For powering all 24-volt chimes. 
Operates relays, controls, communication devices, etc 











“intermittent Service Capacity 


Wy THE RITTENHOUSE COMPANY, 





To mount — Simply insert transformer nipple 
through knockout, replace and tighten 
conduit nut. 





MOUNTS ANYWHERE 
Built-in nipple fits standard “2” knockout. 
Integral mounting feet for surface in- 
stallation. 


\ 


© On side of switch 


or fuse cabinet. 


Open mounting 
on wall 
or ceiling surface. 


On round or square 
ovtlet box. 











\ 


INC., 1000 Owen St., Honeoye Falls, N. Y 
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DEFENSE ORDERS 


... require uniform fittings 


a 


Bid with confidence — with fittings by CONDUIT of 
COLUMBUS. Made to every requirement of the Federal 
Specifications Board and individually labeled with the 
seal of the Underwriters’ Laboratories. Backed by a quar- 
ter-century reputation for uniform quality and service, 
through recognized Wholesalers. 

We are prepared to expedite priority orders. 


Packaged in convenient quan- 
tities with cartons displaying 


Sold only through recognized Wholesalers. the U.L. seal of acceptance. 





CONDUIT PIPE PRODUCTS co., p SULUTL 
‘PIPE COUPLINGS + DIPE NIPPLES + | ‘RIGID & B.M.?. 
“RUNNING THREAD + GoOOSENECKHS + WALL PLATES 
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7: HAS ACCOMPLISHED . 


THE INEVITABLE 
gh 
NEW 
RTHG 
RECESSED 
TROFFER 


SLIMLINE 
and 


FLUORESCENT 3% 


2 


ai A 


| 4,5, 6, & 8 FT. 
-1,2&3 LE 


| It’s there BUT IT’S NOT EXPOSED’ 


oo : a s iE The RTHG is designed for even dis- 
me tribution of light . . . Adaptable for 
> MAG é C FRA Re t By geometrical layouts of cross lighting, 


squares, L’s, T’s, X’s, or V’s which 


— IT HINGES No Exposed Hinges _ eliminates shadow, reflected glare, 
— IT’S REMOVABLE No Screws stroboscopic effect. Available with 
IT LOCKS No Exposed Catches Egg Crate Louvre. MOUNTING Indi- 


vidual or Continuous Runs. 
oo 


8 
* 
& 
& 
@ 
& 
® 
* 
3 
2 
’ ss i * q 
- * 1 i 
“* 


Merely Hang, Raise and Lift to Insert and Lock in Place. 
Just Lift and Shift to Hinge or Remove. 


*(ALL ARRANGEMENTS ARE INVISIBLE) 
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WEAVER 


J.A.WEAVERCo. | 


ST.LOUIS 6, MO. a 
210 HOWARD ST. CE. 0881 





build sales and profits with 





fblackhawh In 


FITTINGS AND FIXTURES 


r. 
~S 


reltki a) oe 


NO 3626 STEEL 
CLAD WIRE HOLDERS 


TOP QUALITY FOR EASIER INSTALLATION .. . BETTER JOBS 


Square shoulder screw. All parts hot dip 
galvanized. Porcelain has compression 
Smooth rounded surfaces 


Blackhawk Snap-Straps for Rigid and 
Thinwall Conduit. Exclusive, self-holding 


feature saves time, eliminates fumbling 
and dropping, makes difficult installations 
easier. Made of heavy gauge steel, zinc 
plated after fabrication. Wide range of 
sizes for rigid and thinwall conduit. Only 
Blackhawk has Snap-Straps. (Pat. Pend.) 


No. 1426 Conduit Entrance Caps. Special 
high strength, non-corrosive aluminum 
alloy. Easy and positive to position. Filis- 
ter head cap holding screws. Threads clean 
and full cut. For 2, 3, 4, or 5 wire service. 


No. 6020 Sharp Point Staples. Hard steel, 
16 gauge. Holds shape when driven into 
toughest wood. 


No. 3626 Steel Clad Wire Holders. Heavy 
steel base and supporting strap. No. 22 


strain only. 
protect wire insulation. REA approved. 


No. 514 Porcelain Enamel Yard Lights. 
Highest quality porcelain enamel reflector, 
independently mounted. Zinc plated cast 
iron head and flange, galvanized conduit 
extension. Wired with porcelain socket 
and No. 14 Type T wire. 


IMMEDIATE DELIVERY FROM 
ADEQUATE STOCKS TO ELEC- 
TRICAL WHOLESALERS ONLY. 


WRITE FOR FREE CATALOG 


BLACKHAWK INDUSTRIES, DUBUQUE, IOWA 


Entrance Cable Fittings © Fiuo-escent Brackets © Stiples © Cable and 
Conduit Straps © Yard Lights © Box Supports © Locknuts and Bushings 


Connectsrs © Wire Holders © Sill Plates © 


Conduit Entrance Caps. 


ELECTRICAL WHOLESALING—May, 1951 








" LIGHTING 
~ FIXTURES 


sai R&S fixture. for ev 
bracket or hand types. . . 
Standard conduit bases permit 
globe assemblies. 3 


ip 
ate. WRITE FOR CAT. 


VAPORTIGHT 








IS) 
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Cut Costs with 


CRESCEN 


A B C ARMORED CAB 


These Improved Features 
Make Installation 


Fasier— 





Quicker— 


BONDWIRE UNDER ARMOR 


Sizes number 14 and 12 AWG employ a flattened bond- 
ing wire in contact with the underside of each convolu- 


tion of the armor, assuring a PERMANENT LOW RE. 
SISTANCE of armor. 


PREFABRICATED BREAKING LINES [.—. q 


At intervals of every 1% inches on CRESCENT ABC 
Armored Cable you will find a small Cut Mark. This Cut 
Mark shows the location of a prefabricated breaking line 
inside the armor. 


Only a few short strokes of a file or hacksaw guided by the L am ad 
Cut Mark are required to cut through ONE outer ridge, INSERT BUSHING 
and a bend by hand severs the armor. By actual test, this 

saves 30% of the time ordinarily required. A clean separation results, with no sharp 


edge. There is no chance of injury to paper, conductor braid or insulation because only 
one OUTER ridge is cut. 


The prefabricated breaking lines in the armor are so made that THERE IS NO RE- 
DUCTION of tensile strength, bending qualities, crushing resistance or electrical con- 
ductivity. This construction meets all requirements of Underwriters’ Laboratories. 





Stocked by principal electrical wholesalers throughout the entire country. 








CRESCENT 
WIRE and CABLE 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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Jefferson 
SAF-T-LAG 
Thermal Fuse 


Jefferson-Union (indi- 
cating) and Jefferson- 
Gem (non-indicating) 
Non-Renewable En- 
closed Fuses. 





@ In the Jefferson line of Fuses you are sure to 
find the exact type to meet your particular 


requirement. 


The Jefferson SAF-T-LAG is a heavy-duty 


Thermal Fuse with an extra Safe- 
Time-Lagto protect equipment and 
machinery. The SAF-T-LAG acts 
positively on dangerous overloads 
yet prevents premature and un- 
necessary blowing on harmless, 
temporary overloads that lead to 
work stoppages and delays. The 
SAF-T-LAG fuse is designed with 
copper elements having much 
lower resistance thanconventional 
fuses with zinc elements resulting 
in approximately 50% lower watt 
loss and cooler operation than 
other types of fuses. 

Jefferson SUPER-LAG and 
UNION Renewable Fuses are en- 
gineer-approved for the average 
manufacturing plant. They blow 
only when excessive overloads 
threaten the circuit. They are rug- 
gedly constructed and designed 
for quick cleaning and easy 
renewal. 

Where overloads are not a fre- 


Jefferson 
SUPER-LAG 
Renewable 
Fuse. 


quent occurrence, as for lighting circuits, 
the Jefferson Non-Renewable Fuse is the 
choice for economical, dependable service. 
This fuse as all other Jefferson Fuses has 
years of specialized knowledge built into 


its design. 


Many industrial plants use all types of 
Jefferson Fuses to assure dependable fuse 


performance throughout the plant. 


Approved by Underwriters’ Laboratories 


BELL T 





JEFFERSON 


CZ 


NSFORMERS 


@ The one Jefferson Universal- 
Mounting WIZARD Bell Trans- 
former for operation of door bells, 
buzzers, annunciators and door 
openers replaces THREE models. 
It is designed with lip and set- 
screw for clamping to edge of the 
knock-out of the metal cover, box 
or cabinet, with primary leads for 
connecting to circuit and termi- 
nals for bell wires. Mounting feet 
are also provided for open wiring 
installations. No separate plates 
are required. The WIZARD has a 
10V Secondary and is rated at 5 
watts. Ideal for close-quarter 
installations. Approved by 
Underwriters’ Laboratories. 


JEFFERSON ELECTRIC COMPANY, Bellwood, Illinois 


In Canada: Canadian Jefferson Electric Co., Ltd., 384 Pape Ave., Toronto, Ont. 
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See for yourself why Gold Seal Tape is a fast-selling 

YOU CAN DO A LOT favorite with linemen, electricians, all big tape users. 
a It's always “tacky” — never dries out, peels, or ravels — 

gives a better, longer-lasting bond. It tears evenly, quickly 


WITH A LIT TLE — has high dielectric strength to insulate with just one 
thickness. 


Gold Seal Tape is advertised regularly to your best 


prospects. Stock it— display it— to get a bigger share 
of this profitable business. Jenkins Bros. (Rubber Div.), 
100 Park Ave., New York 17, N. Y. 


In either 10-roll cartons or single 
” A 
Jenkins Bros. also make Diamond Seal rolls. Every roll th ph PP 
me troy. 





Friction and Rubber Tapes which meet 
both ASTM and Federal specifications. 
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KEY MAN 
IN ANY POWER PLAY 





MERICA'S past growth and future potential in electric 
power has given us the greatest production capacity of 
any nation on earth. Production of goods for peace, or of 
materials for the protection of that peace. And you, Mr. 
Wholesaler, are the key man in this power play—the man 
through whom we all funnel the bulk of electrical supplies 
that Building requires and Industry depends on for their 
vast productive power. 


Z e\\ 
7 


General Cable's 23 offices and warehouses 


across the country are strategically lo- 
cated and amply stoched for the swift “eR te} § ds a N E RAL CABLE 
handling of your order, with deliveries : z 
made as-promised. We are ready to serve 4 conmnrpPoornar:tiow#n 
you as you serve industry. : - 
~ 4 HEADQUARTERS: 420 LEXINGTON AVE., NEW YORK 17, N.Y. 


Multiple Soles Offices, Plants and Warehouse Stocks 
for quick Customer Service Coast to Coast 


For Better Electric Service... ANY WIRE + ANY CABLE » ANY TIME * ANY PLACE 
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ame Body .. << 





4 re 


~ ELECTRO 


originators 
of the 


1, ‘BASIC UNIT 


Easily interchangeable luminaires let your customer dress 
their Electro ‘Basic Unit’’ in 7 different styles. Lighting 
fashions change but the installation they specify today will never 
be “dated” with ELECTRO'S “Basic Unit’—the one fluorescent 
fixture designed for quick, easy, interchangeability of luminaires! 
This important feature for the future of their installations helps you 
meet today’s shortages, too! Any one of ELECTRO’S 7 SMART COM- 
MERCIAL LUMINARIES are designed to fit the “Basic Unit” and help 
get the job done on time. 


Help your customer's plan today for the modern installation of tomor- 
row—be prepared to meet defense-created shortages—feature the 
ELECTRO “Basic Unit.” It means... 


FORESIGHT IN FLUORESCENT LIGHT! 
Distributed Through Leading Electrical Wholesalers 


ELECTRO 
MANUFACTURING CORPORATION 


2000 WEST FULTON STREET ° CHICAGO 12, ILLINOIS 


52 
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hs New Se NOMA, 


Another NOMA FIRST 
by the FIRST name in Xmas Lighting . . . 


This is the biggest news to hit the Christmas light- 
ing trade in years. Every home owner — whether 
his Christmas lights are new or old—will need at 
least one set of SAFETY PLUG lights for the safety 
of his family! You can’t miss sales! 


A single NOMA Sarety Fuse PLue will protect 
the entire tree — with the new NOMA Sarety 
Fuse PLuG accidental short circuits or overloads 
are eliminated. No more hunting for a burned-out 
house fuse, no chance of flash fires. Tested and 
approved by the Underwriters’ Laboratories, Inc. 


NOMA 


ELECTRIC CORPORATION 
55 W. 13th Street, New York 11, N. Y. 
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You save time, temper and money by eliminating 


purchasing, delivery, transportation and inventory 
headaches ~ and you give your customers faster, 
more complete service — when you can get a com- 
plete line of signaling, communication and protect- 
ive devices and equipment from one reliable source. 
Auth is such a reliable central source, and has been 
since 1892. Over 58 years the word of AUTHority 
for tested equipment, designed for long, trouble- 
free service. 

Write today for new catalog describing the whole 
Auth Line. 


wceEey 
\ & 
s 95 


A COMPLETE Source for Signaling, 
Communication and Protective Equipment 


@ AUDIBLE SIGNALS 
Bells, Buzzers, Chimes (Non- 
Electric), Sirens, Horns 


@ ANNUNCIATORS 

@ PUSH BUTTONS 

@ TRANSFORMERS 

@ BURGLAR ALARM DEVICES 
@ FIRE ALARM SYSTEMS 

@ INTERCOM TELEPHONES 


@ APARTMENT MAIL BOXES 
TELEPHONE, BELL SYSTEMS 


@ CLOCK & PROGRAM SYSTEMS 


@ HOSPITAL SIGNALING 
SYSTEMS 


Please visit us in 
Booth No. 159 
at Atlantic City. 


AUTH ELECTRIC COMPANY, INC. 
34-20 45TH ST.. LONG ISLAND CITY 1, NEW YORK 
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To add individual Pushmatics 
just place unit on mounting 





rib and push locking bar 
down. Connect wiring, re- 
store service and Pushmatic 
Electri-Center is ready for 
use! 


Add, remove or interchange any unit any time 
for any combination of ratings! 


Now investigate Pushmatic Electri-Centers ... 
the finest panelboards on the market. 


EVER before has a panelboard offered the flexi- 
bility of BullDog Pushmatic Electri-Centers! 
Pushmatics are the same size, regardless of rat- 
ing or type, and are completely interchangeable. 
Any Pushmatic can be installed at any point on 
the mounting rib. Pushmatics can be added to 
the Electri-Center faster, more economically and 
with less confusion. 


Exclusive push-button 
switching, too! 


PUSH ... it’s on! PUSH ... it’s off! 
PUSH ... it’s on again if circuit is 
broken by short or overload. Push- 
matic offers the simplest switching 
available anywhere. No complicated 
resetting to fuss with . . . no fuses to replace. 
And you can meet any load condition with these 
Pushmatics: Standard Thermal MAGNETIC and 
Thermal ULTRA-MAGNETIC, the latter available 
with or without BullDog’s exclusive AMBIENT 
COMPENSATING FEATURES. Ratings of 15, 20, 
30, 40 and 50 amperes, 1 pole, 120 V., or 2 poles, 
120-240 V., A.C. 
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Handsome BullDog Push- 
matic Electri-Centers are 
available from 2 to 42 
circuits. Pictured: 8-cir- 
cuit Service Equipment 
Type. Plenty of wiring 
room even in smallest 
Electri-Centers for easier 
installation. 





BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


BuLLDOoG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
55 
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“A BOX FOR EVERY NEED” 
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HEINEMANN 


AIT-PROTECTIO 


Dual Control 
Outdoor Equipment 
2 sets of handies— 
SET for home c 


Biss ao 


| 


\ 


pen INEMANN . ELE CTRI C CON r AR 


ae 


: ESTABLISHED 1888 | | 
152 PLUM STREET | TRENTON, N. J. 
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LIGHTING 
i EQUIPMENT 
DESIGN » SOUND CONSTRUCTION 


Top Floods 


3800 Series 
Famous 
REVERE 
Eliptor in 
colors or 

ALZAK to 

match 
installation 


No. 4200 
Long Range 


Code Beacon 


No. 2311-A 
Side-Mount 


ype 
Luminaire 


8 ft. and 
bo Wind 
Elevated anes 
No. 396 Hinged 
No. 5701-A Runway 
500 Watt Navy Flood Code Flasher Markers Poles 
S-5452-L-ALT. S) — 18, 20, 24 inch 
Incandescent 
Searchlights 


— 
as 
os 
— 
a 
me 
ee 
— 
a 
_ 
~ 
~ 
se 
os 


VAVVIII! 


Single and 
jouble 
Arm Street 
Lighting 
Standards 


°. 
High, Medium and 
Low Bay Reflectors 


High Intensity 7560 
Runway Marker Uleratiigh 


A.A.F.—Type C-1 Intensity 
C.A.A. Spec. Le19 Rooney M 


Pylton-Lites for « 


‘Purpose inclu 


REVERE ELEGTRIC MRG Gm. 


® 
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three great modern plants 


| 
| 
| 
| 
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producing a 








AMONG THOROUGHBREDS 
ONE IS OUTSTANDING 


41 Belmont in 1920, three-year old Man O’War led the field in the Lawrence 
Realization Stake. He covered the 15% miles in 2:40 Previously he had won 16 
of 17 starts, establishing three U.S. records. He was rated the fastest horse in 


America. 


AND AMONG CERTIFIED BALLASTS—ONE IS OUTSTANDING 


““Certified’”’ means a ballast built to meet electrical specifications established 
to assure good performance of your fluorescent lighting. Thus, ‘‘Certified”’ 
represents the standard for a good ballast. But, to meet a standard is one 
thing—to consistently exceed it is another. And, it’s that ‘extra quality for 
your dollar’ built into every G.E. ballast*—that assures you of not just good, 
but absolute top performance for your lighting. 

To let your customers know you use only the best, display the famous G-E 
tag on your fixtures. For information on G-E ballasts and G-E tags contact 
the ballast specialist at your nearest G-E office 
*Since Certified ballasts represent only a portion of the total ratings available, 
it’s important to you to know that General Electric builds the same ‘extra 
quality’ into all its ballasts, whether Certified or not. General Electric Com- 


pany, Schenectady 5, N. Y. 


I GENERAL @@ ELECTRIC 


412-92 
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SRN SCNT 
\ CORDS on 
CORD SETS 


INTEGRAL ONE-PIECE 
MOLDED-ON PLUGS 


o- 


“SURE CONTACT 
SPRING ACTION BLADES 


U-L APPROVED CORDS 





CORD and SPOOLS 


uae 
. —“a Your over-the-counter sales of Cords 


and Cord Sets will build GOOD WILL, 

as well as volume-profit for you... 

if you feature Stout Fellas like these 

CORNISH-branded beauties! Engineered 

to insure maximum satisfaction-in- service 

and a happy farewell to CORDelirium. Their husky 

. counterparts are MUST equipment on foremost elec- 
trical appliance lines. 


CORNISH WIRE COMPANY, in. 
90 Church Street, New York 7, N. Y. 


isteelslasm@lasla-t3 » 
SEPORT CLEVELAND CINCINNATI fos i len tele) 
MINNEAPOLIS ST. LOUIS ATLANTA 

LOS ANGELES SAN FRANCISCO SEATTLE 
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THERE’S ONLY ONE WAY TO GET 
COMPLETE LIGHTING SATISFACTION 


Only one way — QUALITY EQUIPMENT. It is the 
economical way, too. That is why it is best to specify Miller 
lighting equipment. It is built on an 8-Point standard 
of quality construction, with engineering features that 
minimize cost of installation and maint e 





Th ds of installations, in stores, offices, schools, 





factories and public buildings, have proven the 
enduring QUALITY of Miller lighting equipment, and its 
LOW OVERALL COST — cost of equipment, installation 
and maintenance — the important point to be 
considered in planning lighting. 
For complete lighting satisfaction, SPECIFY MILLER — one 
source of supply for QUALITY equipment for 
the best use of Fluorescent, Incandescent, and 
Mercury-vapor lighting. Developed on a background 
for 107 years pioneering and progress in Good Lighting. 
Miller field engineers and distributors are 
conveniently located for nation-wide service. 








HEATING PRODUCTS DIVISION: 08 
ROLLING MILL DIVISION: Phosphor Bronze 
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Every place YOU look... 


new prospects are springing up 
for T & B Fittings 


Your entire market is changing! As government con- 
tracts increase, you’ll be finding good new customers 
in odd places . . . a toy maker switched to radar com- 
ponents .. . a car repair shop turning out ignition 
harnesses . . . a jewelry manufacturer suddenly in the 
precision instrument field. 


AND THEY NEED YOUR HELP! 
. help in selecting and buying electrical supplies . . . either 

standard T & B items. . . or new improved products like the 
amazing T & B Self-Insulated Sta-Kon Terminals. For 
instance, these new prospects will appreciate your telling 

‘em how the new Sta-Kons can’t short even on closely spaced 
studs ... how they withstand impact, deformation, high 
temperature, even the action of gasoline, naphtha, hydraulic 
fluids and other destructive chemicals. 

T & B standard or special material can be the door opener to 
profitable new accounts for you. You know 

we won't compete with you, so talk ’em up on your calls. 

We're backing you up with a big educational 

campaign, to the management, technical 

and design people in leading industrial plants 

who are your new prospective customers. 


x 
j 
; 





wew mosmers coe POWERFUL T & B ADVERTISING 
is telling them about NEW T & B SELF-INSULATED STA-KONS 


BIG, BIG ADS—Full page, 2 color ads every PUBLICITY—Lots of it—in the publications 

month in leading business papers your cus- your new prospects will be reading ENGINEERED 
tomers are reading. DEMONSTRATION KITS— yours for the asking 

DIRECT MAIL — Letters, folders, data sheets —to dramatize and sell the unique advantages 

—to the people you must reach. of the new Sta-Kon. 

(and this whole campaign will stress the T & B plan—that T & B fittings are distributed 100% 

thru you —the electrical eeneeatens) 
if you heven't ciready done so, call on your local T & B repr i details on this 
program, including the services of our Field “amg natn 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butier Street 
Elizabeth 1, New Jersey 
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Popular Model 
10”, 12”, and 16” 
Oscillating 


Table 
Air Circulator 
Walnut, Blond Oak, Mahogany 


We Cordially Invite You 


to Visit Us at [tele}s sey: — 


= and 16” 
(N.A.E.D. Convention, Atlantic City) Oveillating 


i 


20” Window-type 
Ventilator 
Adjustable Panel 


Ventilating Fans 
9", 12”, and 16” 


Exhaust Fans 
Direct and 
Belt Drives 
18” to 48” 


Attic Ventilators 
24” to 48”—Regular Models and 
New 36” Package Unit (illustrated) 


You'll be interested in having us describe to you in detail 
why the diversified line of high quality Diehl Fans offers such an outstanding 
opportunity for increased sales and profits in 1951. 
We are looking forward to seeing you and having a chance to 
talk with you. You'll find your visit both 
interesting and potentially profitable. 
If you are unable to be at the Convention, we will be only too glad 
to send you complete details on the complete line of Diehl Fans. 


DIEHL MANUFACTURING COMPANY 
Electrical Division of 
THE SINGER MANUFACTURING COMPANY 


FINDERNE PLANT — SOMERVILLE, N. J. 
ATLANTA © BALTIMORE © BOSTON © CHICAGO © DETROIT © NEW YORK © PHILADELPHIA © WORCESTER 


Pedestal Fans 
12” and 16” Oscillating 


Air Circulators 
Oscillating 
and 
Non-Oscillating 


@® 8055 
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Q fre AustiinLine, 


CLUSTER LIGHTS AND ACCESSORIES 








REPRODUCTION OF 24” X 36” WALL CHART FURNISHED TO DISTRIBUTORS WHO STOCK AUSTIN CLUSTER LIGHTS 


THE M. B. AUSTIN COMPANY 


NORTHBROOK, ILLINOIS 


SEE US AT BOOTH NO. 40, AMBASSADOR HOTEL, ATLANTIC CITY 





nsinohe g 


ety we: 


POR Sy 


That’s why 


the Austin Line 
is easier to stock, 

saves order filling 

time, and cuts 

handling costs! 











QUANTITY SIZE CAT. NO. 


20 eo” 6064v 
FITS 1/2" KNOCKOUT 


UNIVERSAL 
BOX 
CONNECTOR 








THE AUSTIN LABELS 


Take the easily recognized Austin labels—they're specifically designed for 
fast, positive identification. On every inner carton and outer carton label, 
in exactly the same relative position, the QUANTITY, SIZE, AUSTIN 
CATALOG NUMBER, PRODUCT DESCRIPTION and ILLUSTRATION are 
boldly and clearly printed. No chance for error—no time lost in searching 
for obscurely labeled stock! Universal catalog numbers always included on 
label when applicable. 


THE AUSTIN CARTONS 


Carefully designed and sturdily made for the express purpose of keeping 
Austin products in their original excellent condition from factory to user. 
Stout metal-edge corners run to full carton height as insurance against 
collapse, and to enable safe, easy storage of stock. Shipping containers 
are built of the finest corrugated boxboard, with bottoms steel stapled and 
tops glued with silicate soda for maximum protection. 


ONLY AUSTIN GIVES YOU 
Uniform, Legible Labeling 

Sturdy, Compact Packaging 

High Quality Products 

Confidence in the Product you Sell 


The Complete Line 


| The Austin Line, 


MEST Sold Only The TU. @. Austin Company 


For The Familiar Through 


= sane Wholesalers NORTHBROOK, ILLINOIS 


‘ 


US AT BOOTH NO. 40, AMBASSADOR HOTEL, ATLANTIC CITY 





Thmens 


Now...more than ever...con- 
sistent performance... quiet 
operation . . . stability and 
trouble-free maintenance... 
are qualities you and your 
clients will appreciate in bal- 
lasts for fluorescent lighting. 


DVANCE ? : 
The First Mame in Fluorescent Ballasts 
TRANSFORMER 





Bt oy CABLE ADDRESS 
Co. qe ? eal“ -ADTRANS 


L122 W. CATALPA AVE.. ices 40, 1b, B28. a 
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SANGAMO HEAVY DUTY TIME SWITCH 


Sangamo Heavy Duty Time Switches are 
specifically designed to meet the needs of 
industrial applications—a considerable extra 
margin of dependability is provided at only 
slightly higher cost. They are available for 
practically any conceivable industrial appli- 
cation from the simplest ‘‘on”. and “off” 
operation to complex schedules invelving a 
number of operations daily. 





Here’s a message for your Industrial Customers . . . 





SANGAMO 


the time switch 
with the 


" Auernatie Memay 


will often solve problems 
of daily sequence timing in 


INDUSTRIAL PROCESSES 


Wherever there is the possibility of repetitive 
electrical control functions being omitted or 
delayed due to human forgetfulness, the auto- 
matic memory of Sangamo Time Switches can 
be depended upon to perform such functions 
with absolute certainty. These switches are a 
real ‘‘find”’ for factory operations where power 
and lighting circuits are to be operated before 
the workshift begins, or after it ends. A few 
applications where Sangamo Time Switches 
can be used for automatic time control of 
industrial processes are listed below. 


INDUSTRIAL APPLICATIONS 


For daily pre-heating: 
Lead pots for solder operations. 
Zinc for injection molding. 
Type metal in type foundries. 
Dies in plastic molding presses. 
Glue in woodworking shops. 
Tanks for galvanize dipping. 
Electric ovens and furnaces. 
Infra-red paint dryers. 
Electronic testing equipment. 
Soldering irons on assembly lines. 





For daily circuit control: 
Yard floodlights. 
Runway and hall lights. 
Electric factory signs. 
Pumps, compressors. 
Water softeners. 
Mixing equipment. 
Electric doors and gates. 
Air conditioning. 
Alarm systems. 
Exhaust fans. 
Electric valves. 
Two-level thermostats. 


SANGAMO ELECTRIC COMPANY 


SPRINGFIELD, ILLINOIS 


Get the full story —write for Catalog No. 1010 today. 
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ANAGEMENTS of essential 

industries and services are 
being faced today with ventilat- 
ing and heating problems which 
you can help them solve! 

New industrial buildings to 
handle defense contracts are 
going up at a breath-taking pace. 
Our intimate contacts with archi- 
tects and engineers reveal that 
an almost unbelievable amount 
of industrial building is now “‘on 
the boards”. Every building will 
require ventilation and heating 
—and if you do not feel qualified 
to lay out efficient systems, call on 
our nearby Branch Office for help. 


Where new buildings are not in 
prospect, companies with defense 
orders will be constructing addi- 
tions, switching departments 
around, converting storage areas 
to production purposes. Each 
change usually means the addi- 
tion of heating and ventilating 
equipment on which you can 
obtain priority orders! 


VENTILATION 





“Where you can sell 
ventilating equipment 
on priority orders... 


by P. D. BRIGGS, Vice-President and General 


Sales Manager, Ilg Electric Ventilating Co. 


Similarly, hospitals and schools 
will be enlarging and improving 
their facilities. Civilian Defense 
units are planning bomb shelters 
which require mechanical venti- 
lation. Defense housing is in 
prospect for heavy industrial or 
governmental centers. Camps 
are being reactivated. Wherever 
buildings house essential people, 
there you can sell heating and 
ventilating equipment! 

Finally, during World War II, 
managements found out that 
they must provide well-ventilated 
working spaces in order to hold 
present employees and attract 
new workers. As the labor supply 
gets tighter and tighter, suggest 
better ventilation to each of your 
local plant managers as a solution 
to maintaining their working 
forces. You'll be gratified by the 
orders you'll write! 

For these many reasons, as your 
regular civilian markets dwindle, 
build your volume to new heights 
by seeking ventilating and heat- 
ing business. Both lines are “hot”, 
in great demand, and available 
on priority orders. Write us, or 
phone your nearest ILG Branch 
Office (consult your classified 
directory) for latest selling 
ammunition and experienced 
engineering assistance. 


ILG ELECTRIC VENTILATING CO., 2822 N. Crawford Ave., Chicago 41, Ill. 
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ILG SELF-COOLED MOTOR PROPELLER 
FANS — extra - powerful, extra-quiet, extra long life 
Quick, easy to install in wall, window, or on roof (in 
penthouse with automatic shutter). 


ILG “PRV” POWER ROOF VENTILATORS 
— new centrifugal fan type for vertical flues and duct 
systems. An instant hit — the “"PRV™ is now making new 
friends everywhere. 


ILG DIRECT-DRIVE CENTRIFUGAL FANS 
—available in a wide range of types and capacities for all 
kinds of air moving applications — general exhaust and 
supply, cooling, processing, ete. 


Sy a 7” 


(LG “VITAL ZONE” UNIT HEATERS — the 

inest heating equipment money can buy. Complete lines 

+f steam, hot water, electric and gas-fired units are now 
lable for 3-ehift 
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Every bus duct power 
distribution system needs 


ANACONDA 
POWERDUCT 
CABLE 


Approved by Underwriters’ Laboratories 





Every industrial plant having a bus duct 


system for power distribution is a ready po- 5 BIG ADVAN TA G ES 


tential customer for ANACONDA Powerduct 
Meets fully all Underwriters’ Laboratories requirements. 


2 Cable is firmly gripped—can't slip. 


Cable. Whenever machines are installed or 


moved, this Underwriters’ approved cable 
re : ; , 3 Gives maximum freedom, flexibility and availabili 
is the right cable for the job. to bee dnd enteee. ty 


If you don’t already know all about this 
ne 4 Withstands mechanical abuse—impervious 


outstanding product, ask your Anaconda to oils, water, grease, cutting compounds. 
representative or your nearest Anaconda 5 Easy to handle. Neat appearance. 
Sales Office. Anaconda Wire & Cable Co., 


25 Broadway, New York 4, New York. sisss sa dea datcaa tase 


the right cable for the job Z ; " 
POWER UP 


and be 


fui ANACONDA’ WIRE AND CABLE Manunebea 
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Gearing Into Mobilization Controls 


The dates for the 1951 convention of the National Asso- 
ciation of Electrical Distributors were announced when on 
the horizon loomed the probability of many-sided government 
controls of business activities, allotments, limitation orders 
priority set-ups and price controls 

We remembered from World War II days how long it 
took then to get war-time controls shaped into some sort of 
pattern that would be reasonably understandable, but we 
reasoned also that World War II experience should help to 
speed up the drafting of 1951 Models of Controls. Hence we 
concluded that it would be safe to plan for making the May 
1951 edition of ELECTRICAL WHOLESALING — the 
N.A.E.D. Convention Issue—a real reference book on Gov- 
ernment rules and regulations under which electrical whole- 
sale distributors must do business for duration of the present 
emergency. Since then we have learned—the hard way—that 
editors may propose, but Washington Officialdom disposes, 
and then only when it gets good and ready 

rhe official orders here reproduced, excerpted or interpreted, 
represent the last word from each respective Government 
Agency as of the date of going to press—April 27, 1951. Our 
readers know as well as we do that some of these rules and 
regulations will be subjected to further elaborations, clarifica- 
tions and even extensive revisions, just as soon as their ap- 
plications in actual practice have been studied sufficiently to 
determine where and how changes, modifications or even 
drastic revisions are necessary 

Any such changes, affecting the electrical wholesale dis- 
tributor, will be reported in subsequent issues of this magazine 
However, if in the interim any of our readers should be faced 
with a serious question we recommend that such problem 
be cleared with the nearest office of the U. S. Department of 
Commerce or of the agency involved 


* 


More Copper, Tin, Tungsten 

New contracts now being cleared by the respective gov- 
ernments of Bolivia, Chile and the United States are expected 
to increase substantially the flow of three important metals 
copper, tin, tungsten—into the United States. 

Some price levels are arrived at by a complicated formula, 
others are still to be determined but greater supplies of those 
metals are assured. 


* 


Regulation “W” LOG JAM 


Washington officials wouldn’t believe it when manufacturers 
and distributors pleaded for modification of Regulation “W” 
provisions on the ground that prohibitively hig’: down-pay- 
ments would practically bring retail sales of major appliances, 
radio and television sets to a standstill. 

They will have to believe it now, because retail show rooms 
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and wholesale distributors’ warehouses practically every- 
where are bulging with merchandise that can't be moved into 
the hands of consumers as long as high down-payments are 
necessary 

And because the public stopped buying, goods have “backed 
up” on the manufacturers so fast that production has been 
drastically curtailed and in some cases stopped entirely—with 
resulting unemployment mounting daily by thousands 

We don’t think that the Washington experts can any 
longer remain blind to the need for speed and drastic down- 
ward revisions of down-payments, and we are confident that 
a concerted drive by interested groups will bring early relief 


* 


Homebuilding 


March 1951 saw 93,000 permanent non-farm dwelling units 
started, a gain of 16 percent over February, and totals for the 
first three months of 1951 are 260,000 units. 

With most of the pre-Regulation X-1 commitments cleared, 
that March upturn is considered indicative of a considerable 
backlog of home builders who are ready and willing to meet 
the necessary down-payments and get the kind of home they 
want, regardless of Government restrictions 

The U. S. Department of Labor reports furthermore that 
recent telegraphic reports of building permits issued in both 
urban and rural non-farm areas indicate an increase in all 
regions, except the Mountain States, which registered a 
moderate decline ‘ 

With new starts during the first quarter rolling at the 
rate of over 1 million per year, it looks as if that cut-back 
to a maximum of 850,000 for 1951 will not hold 


* 


Take A Bow, Mr. Salesman 


At the recent 17th Annual Sales Conference of the Edison 
Electric Institute, William V. O’Brien, commercial vice 
president of the General Electric Company made a statement 
that not only should give every salesman new pride in his 
work but spur him on to greater effort at proving himself 
always worthy of the profession in which he is engaged 

Said Mr. O’Brien but you can paste this in your 
book: No man has contributed more to the magnificent pro- 
ductive machine of which we are so proud, and behind which 
we have marched steadily to world economic leadership and 
responsibility, than the salesman.” 

We say “Amen” to that! 


Og 


EDITOR 








PRESSURE TYPE 


TERMINALS 
AND LOAD 
ONE PIECE UPPER 
ARC SHELL PROTECTS 
TERMINALS FROM 
HOT GASES 


ARC SHIELDS 
HORGANIC NON 
RBONIZING 

ATERIAL 


FINGER CLIPS FOR 
EASY CONTACT 
INSPECTION 


WAGNETIC ARC 
TERRUPTERS WITH 
ARC CHAMBERS 


Here, for the first time is a rugged 
AC magnetic starter that provides 
the extra protection and dependable 
operation of “Mill-Type” heavy-duty 


construction and design at no pre- 













mium above ordinary starter prices! 
penn Po alt nt A Bn neem 


nee, a wer 
> i, z 
= 
CTT 


Either, CLARK ENGINEERED ELECTRICAL CONTROL 
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and TWIN-BREAK CONTACTS 


The “CY” starter employs an entirely new 
principle of arc interruption. The arc is 
extinguished by the effect of the blow-out 
coil, concentric with the contact. The mag- 
netic field quenches the arc either by length- 
ening or confining it. In its forced rotation if 
moves continually from a hot to a cold spot 
—preventing burning or pitting of contacts. 
The ingenious design of the arc chamber pre- 
vents carbonization and the accumulation 
of ionized gases between wiring terminals 
—minimizing phase-to-phase failures.* 


@ No filing, dressing or cleaning of contacts! ® Only two screws and one pin to remove to change coils! 


@ No tools necessary to inspect contacts! ® Only four screws to remove to take out stationary 
magnet frame! 

" ; ® Power circuit contacts available with springs in com- 

@ Stationary contacts changed quickly with screw driver! plete packaged service kits for ease in stocking! 


@ Easy to change moving contacts! 


“Magnetic blow-out coils are used on all size 2 and 3 “CY” starters. Sizes 
0 and | use the same general Mill-Type construction as the larger sizes. 


mie CLARK CONTROLLER co. 


1342 EAST 152"° SIREGT -. CLEVELAND = 106. :ONI0 
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PROTECTIVE and 
ihe” — gseo/ gaan lighting 


LE-NATIONAL 


ENCLOSED 
FLOODLIGHTS 


Oil Refinery, Oklahoma, 1925 


Don't economize on the initial cost when plam- _—‘ The earliest Pyle-National floodlighting instal- 
ning a floodlight installation. It is the elimination lations are still operating in excellent condition, 


of large maintenance, repair and replacement With over a quarter of a century of ¢tficient, 
expense that counts. economical service to their credit! Convincing 


Sealed against moisture and dirt, constructed proof of the value of quality, enclosed floodlights. 


throughout of rugged, corrosion-proof materials, 
Pyle-National floodlights retain their original sage oning cio Syiry Hoi a 

Eee t tion of our extensive uty . 
a reyes - output throughout an exception The of bk tea { floodlighting special. 
ally long service life, with negligible mainte- iste exo: eebéiiahin 28:60 tmestecdvies tad emist in 
nance and replacement expense. installation problems. 














THE PYLE-NATIONAL COMPANY Ni 


1352 NORTH KOSTNER AVENUE, CHICAGO 81, ILLINOIS 
District Offices and Representatives in Principal Cities of the United States 
Export Department: International Railways Supply Co., 30 Church St. New York. 
Canadian Agent: The Holden Ce., Lid, Montreal. 


CONDUIT FITTINGS + PLUGS AND RECEPTACLES + TURBO-GENERATORS © GYRALITES = MULTI-VENT AIR DISTRIBUTION 
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Electrical Wholesale 
Distribution 
For the Month of February 1951 


SALES February sales of electrical goods wholesalers, 
all classes combined, dropped 8 percent below the level 
of the previous month, but advanced 50 percent over 
sales a year ago. 

By class of house, full-line wholesalers indicated a 
decrease of 6 percent from the previous month; wir- 
ing supplies and construction materials distributors re- 
ported a decrease of 10 percent; while appliances and 
specialties wholesalers showed a 13 percent drop. 

Compared with the same month one year ago, full- 
line wholesalers reported an increase of 54 percent; wir- 
ing supplies and construction materials distributors an 
increase of 55 percent; appliances and specialties whole- 
salers an increase of 36 percent. 

February sales were estimated at $565 million, a de- 
crease of $47 million from January but $188 million 
more than February 1950. 


INVENTORIES Inventories of electrical 


wholesalers at the end of February rose 7 percent above 
the January 31 level but were 44 percent above the 
stocks on hand a year ago. 

Compared with January 1951, inventories were re- 
ported as up 7, 2 and 10 percent by full-line wholesalers, 
wiring supplies and construction materials distributors 
and appliances and specialties wholesalers respectively. 

On the other hand, compared with the same month 
one year ago, inventories were higher by 41 percent for 
full-line wholesalers ; 37 percent for wiring supplies and 
construction materials distributors; and 66 percent for 
appliances and specialties wholesalers. 

At the current rate of sales, February inventories 
represented approximately 40 days’ supply compared 
with 38 days’ supply at the end of January 1951. 


goods 








The position of these monthly index indicators is determined 
by tabulation of hundreds of reports from an identical group 
of wholesale distributors, located throughout the U. S. who 
furnish reports regularly. The figures are compiled for Exec- 
TRICAL WHOLESALING by the Bureau of the Census of the U. S. 
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Department of Commerce. The National and Regional anal- 
yses which follow include the reports from a much larger but 
less regularly reporting group, and the percentages arrived at 
do not always check exactly with the index position. 

The Editor 
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Metal Moldings 
a “Gorilla” Grips 


“Redege” Outlet 
and Switch Boxes 


Fittings 
Y EZ and EMT Couplings 
and Connectors 
Ah AB.C. Amored 
4 Bushed Cable 
Wt Florduct Raceway 
Surfaceduct Raceway 
Plug-in strip 


Nepcoduct 
Underfloor Duct 


Wirewa Raceway 
1P\ Distribution Bus 
Lo-loss Feeder Bus 


Sherarduct Rigid 
Conduit 


Y XDuct Junior 
EMT Tubing 


Fle xsteel Flexible 
Conduit 
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, 
ic offers you—the compl 
other line and complete ert 





1. National Advertising in more than 
s and magazines. 


25 trade-pope’ 


2. Direct Mail Advertising ‘° 
your customers and prospects: 


3. Trade Show Displays atlead- 
ing exhibitions and conventions. 





Professional Society 
Activities 
]* \ a 
iRise 


these groups technical and other 
king up your sales efforts. 


National Electric engineers give 
society meetings — presenting to 
aspects of NE products — further bac 


Lin@_ oreroved by Under- 
NATIONAL 


writers’ Laboratories, Inc.,— 
ELECTRIC PROOCUCTS 


accepted by contractors, engineers 
and builders. NE Roughing-In ma- 
terials are ENGINEERED TO FIT 


THE JOB! 





; 
i 
i 





Electrical Wholesale Distribution 





REGIONAL ANALYSIS 


WY EOGRAPHICALLY, all classes of houses com- 
G bined, February 1951 sales compared to the pre- 
vious month, were down in all but the East North 
Central region where no change was indicated. Decreases 
ranged from 13 percent in the West South Central area 
to 4 percent in the Mountain region. 

Compared with the same month a 
stantial sales increases were reported in all regions 
ranging from 69 percent in the New England States 
to 34 percent in the West South Central area. 

Inventories, on a regional basis, closely followed the 
national average. Largest increases, 14 percent, were 
reported by the West North Central and West South 
Central regions. The Pacific region reported inventories 
up only 1 percent. All other areas showed increases 
of from 4 to 9 percent, compared with January 1951. 

Days’ supply of inventory at current rate of sales 
ranged from a low of 34 days in the New England and 
East North Central regions to a high of 52 days’ supply 
in the West South Central area. 


year ago, sub- 


FEBRUARY, 1951 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 





SALES INVENTORIES 
Februa ry 1951 


February 1951 
Compared in % with Trading Compared in % with 
an. Feb. Region Jan. 
1951 1950 (See Map) 1951 
8 +69 + 7 
1 +48 
0 +59 
W +43 
5 +47 
7 +35 
13 +34 
4 +51 
—10 +50 


WOUNM PWR 














STATES COMPRISING GEOGRAPHIC DIVISIONS: RE- 
GION 1—Maine, N. Hamp., Vt., Mass., R. I., Conn.; REGION 
2—N.Y., N.J., Penn.; Region 3—Ohio, Ind., Ill., Mich., Wis.; 
REGION 4—Minn., Iowa, Mo., N. Dak., S. Dak., Nebr., Kans.; 
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REGION 5—Del., Md., D. of C., Va., W. Va., N.C., S.C., Ga., 
Fla.; REGION 6—Ky., Tenn., Ala., Miss.; REGION 7—Ark., 
La., Okla., Tex.; Region 8—Mont., Idaho, Wyo., Colo., 
N. Mex., Ariz., Utah, Nev.; REGION 9—Wash., Ore., Calif. 
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MILLIONS... 


Yes, MILLIONS 
used since 1936 have 
proved their dependability 

WRITE FOR 
80-PAGE COLOR- 
ILLUSTRATED CATALOG 


COPPER TUBE 


& PRODUCTS, INC. 





TOOLS FOR CRAFTSMEN 


MORE SALES FOR YOU 
PLANT CONSTRUCTION & 
MAINTENANCE WORK SO 


* GREENLEE HYDRAULIC CONDUIT BENDER 


Conduit installations go far faster . . . neat, tailor-made jobs 
result every time with a Greenies Bender. Many owners report 
- labor savings from 50% to 90%... and the cost of many manu- 
factured bends and fittings is eliminated. For, with the GreeNLeE 
one man in but minutes makes smooth, accurate bends in pipe 
up to 5”, rigid and thin-wall conduit, tubing and bus bars. Compact 
and portable, the Greentree Hydraulic Bender can be easily and 
quickly moved for on-the-job bending exactly where and when wanted! 
Users say it often pays for itself on the very first job. Get facts today. 


HAND BENDERS FOR TUBING * KNOCKOUT PUNCHES AND CUTTERS * HydraRam KNOCKOUT PUNCH DRIVER 
For quickly making small-radius bends, up to 180°, Here's the quick, easy way to make knockout en- This powerful portable hydr tool drives 
largements for 4” to 4" conduit. Simply insert GREENLEE Knockout Punches through 10-gauge 


Without flattening or kinks. Saves up to 75% io 
metal in a jiffy. Drives all sizes of GREENLEE 


time and materials on many jobs. Various models GREENLEE Knockout Punch in knockout or small 
and sizes to fit your work. drilled bole, then ture with an ordinary wreach. punches to make openings for 3° 


to 4" conduit 


Hydraulic Pipe Pushers * Cable Pullers * Joist Borers * Electricians’ Auger Bits * Bell Hangers’ Drills + 
Bit Extensions * Expansive Bits Spiral Srew Drivers * Automatic Push Drills * and many more. Get complete 
sales facts, catalog pages, prices now. Write Greenlee Tool Co., 1845 Columbia Avenue, Rockford, Illinois. 
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These important people 
look for this tag on the 
fixtures they buy 


Customers throughout the country have been alerted to look for 
fixtures equipped with General Electric Watch Dog* starters. 
Retailers, architects and engineers, management and purchasing 
agents, contractors and maintenance men, and department store 
executives are being told the story of Watch Dogs through adver- 
tising in national publications. They are learning to look for these 
signs of steady lighting: the familiar red reset button and the eye- 
catching G-E Watch Dog tag. 

Your customers are finding that it pays them to look for these 
signs of top performance. That’s why it will pay you to offer 
fixtures equipped with Watch Dog starters and to display the 
Watch Dog tag. 

For full information on the G-E Watch Dog starter program, 
write Section Q68-526, Construction Materials Department, General 
Electric Company, Bridgeport 2, Connecticut. 

*Registered Trade Mark of General Electric Company 
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Hand in Hand with the 
Electrical Distributor 
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We Celebrate 50 years o 


nad 


Progress 


anda 


Restate the Principles upon which Benjamin and the Electrical Distributor Will Continue to Progress Together 


x 


Business successes are made up of a lot of things. 
But behind Every business are the policies and 
people who make it grow. The high acceptance 
and widespread usage of Benjamin Industrial and 
Utilitarian Lighting Equipment today justifies the 
confidence that Benjamin has placed in the Electri- 
cal Distributor. His support and efforts in intro- 
ducing, planning and installing Benjamin Lighting 
Systems has been a major contribution to Ben- 
jamin’s growth. 

That’s why today, as Benjamin celebrates its 
Fiftieth Anniversary, we oo ae Benjamin’s Dis- 
tributors, and pledge ourselves—with renewed faith 
—to continue our policy of selling exclusively 
through Electrical Distributors. 

— 22 years after Edison invented the electric 
amp, the Benjamin Electric Mfg. Co. was started 
on an idea. That idea—the Benjamin Wireless 
Cluster—was dedicated to the better utilization of 
the electric lamp. It was the first successful attempt 
to increase the amount of light from a single outlet. 
From the first Wireless Cluster to today’s world- 
famous “Sky-Glo” and “‘Magna-Flo” Lighting 
Systems, part of a complete line of over 2,000 
lighting products, Benjamin has continued to 
pioneer lighting advancements for the better utili- 
zation of the electric lamp. 


> 


As we look ahead to another 50 years of lighting 
“we we rededicate ourselves to these respon- 
sibilities. 

TO MAINTAIN OUR RELATIONS WITH THE 
INDUSTRY. To continue to work for and with the people 
and organizations in the lighting industry—the electrical 


distributors, contractors, architects, public utilities, and 
the users of commercial and industrial lighting. 


TO REMAIN THE PIONEER AND LEADER. Never to re- 
lax our efforts to keep abreast and ahead of trends in prod- 
uct development. On our drawing boards now are promises 
of greater-than-ever lighting advancements to come. 


TO GUARD BENJAMIN QUALITY. To maintain the 
company’s products at uniform standards of quality, per- 
formance, durability and construction. 


TO STRENGTHEN THE POSITION OF THE 
INDUSTRY. To this end Benjamin will continue to 
support and take an active part in all constructive industry 
activities devoted to the advancement of Illuminating 
Engineering as presently represented by NEMA, RLM Stand- 
ards Institute, Illuminating Engineering Society, and the 
International Lighting Expositions. 


Our obligations to the lighting industry in research 
and engineering, in production and distribution, 
will be carried into future generations. Our business 
is lighting—a science devoted to better seeing. Our 
aim is to search unceasingly for means of improv- 
ing seeing conditions for people everywhere. 


BENJAMIN ELECTRIC MFG. CO., DES PLAINES, ILL. 


BEN/JAM! 
Llgelinag Egudpeent- 
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cut yourself 
a slice of profit 


Fast-moving Security Friction Tape brings steady sales, healthy 
profits. Its many features attract electricians and contractors alike. 

Strong adhesion, resilient, high in tensile strength, and extremely 
dielectric, Security does the job well. Straight-tearing and non- 
raveling. No pinholes to cause dangerous leaks. Don’t get caught 








A QUALITY PRODUCT OF 
without Security. 


UNITED STATES RUBBER COMPANY 
TAPE DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20, WN. Y. 
81 
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NEW CONT 
CENTER 
FINDS READY 
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where requirements may 
change any day 


AIR CONDITIONING and miscellaneous motor controls in U.N. Secre- 
tariat Building are operated through this Trumbull CENTR-A-POWER Con- 
trol Center. The control center is fed from the Trumbull FLEX-A-POWER 
LVD busway distribution system running throughout the building. 


Buyers are asking this question about any new 
equipment under consideration: can it be adapted to 
conditions now unforeseen ? 


That is why you'll find yourself welcome when you 


talk about the convertibility —as well as the conven- 


ience, safety and attractive appearance — of new 
Trumbull CENTR-A-POWER Control Center. 
Standardized starter-and-disconnect units are 
grouped in pre-fabricated, rigid steel troughs, in any 
arrangement. Any number of troughs can be set up 
in a variety of formations: back-to-back, “U”, “L”, 


etc. The control units, called CENTR-A-PLUGS, which 
stabbed into silver-plated vertical bus bars, are 
interchangeable from one trough to another. 
Trumbull’s CENTR-A-POWER Control Center is a com- 
panion to the recently announced CENTR-A-POWER 
switchboard, and is another in the series of new 
Trumbull developments for greater economy, saiety, 
and efficiency in electrical control and distribution. 
Bulletins are available for your interested custom- 
ers. THE TRUMBULL ELECTRIC MANUFACTURING 
COMPANY, Plainville, Conn. 








LOW-COST INSTALLATION results from standardiza- 
tion of components. From the complete selection of 
troughs and control units, the exact combination can be 
made up to meet any requirements. Floor space is saved 
by the compact all-front-wired trough design. Yet the 
ample gutter saves time by giving easy access to wiring. 


SIDE-VENTILATED CENTR-A-PLUG is stabbed in from 
front. Each unit contains a starter-and-disconnect unit, 
which may be either Trumbull’s new HCI high-capacity 
interrupter safety switch or a Trumbull AT circuit break- 
er. Ventilated side construction, together with trough 
vents top and bottom, keep controls uniformly cool. 


TRUMBULL 





EASY TROUGH ADDITION recommends CENTR-A- 
POWER Control Centers for applications where needs 
may change from time to time. Arrangements of both 
troughs and controls can be easily altered or added to, 
and even bus capacity can be increased as conditions re- 
quire without change ir insulators or steelwork. 


SAFE, EASY SERVICING is provided by the interlock 
which requires the disconnect handle of the deadfront 
CENTR-A-PLUG to be moved to OFF position before it can 
be opened . . . and by the quick-clip method of attaching 
the control unit to the trough which eliminates the nui- 
sance of screws, nuts, and loose parts. 


ELECTRIC 


DEPARTMENT OF GEMERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 


GLAD TO SEE YOU AT OUR (BOOTH 37) AT THE SHOW. 





Your customers 


need SEALTITE 


wherever electrical connections 
move or are cramped 


Anaconda’s {l@exib/e 
: Liquid-Tight Conduit 





for flexible, liquid-tight electrical conduit...specify 
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For minimizing vibration 





Control wiring on machines. 











Complete protection 


Upper Left: Photo Courtesy: The Monarch Machine Too! Co., Sidney, Ohio Upper Right: Photo Courtesy: Pacific Gos & Electric Co., Son Frencisco, Coif. 
Lower Left: Photo Courtesy: The Keeley Brewing Co., Chicago, il! Lower Right: Photo Courtesy: Kewanee Boiler Corp. Kewonee, iil. 


“Give us Sealtite,” contractors and industrial firms 
are saying whenever electrical connections involve 
movement, vibration, short radii bends or must be 
cramped. Sealtite’s* flexibility makes it the perferred 
conduit for motor and portable equipment connections. 
Sealtite’s synthetic jacket can resist oil, water, most 
chemicals, steam and abrasion. Its tough steel 

core stands up under impact. 

Tell your customers about Sealtite—and cash in 

on the demand. If you would like more information, 
send in the coupon today, 


SsEALTITE 


AN ANACONDA PRODUCT 


ee 


ee eee ee Te Se ae 


bow we oe oo ww eo eo = 
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MODERN FITTINGS FOR 


® thinwall conduit 

® rigid conduit 

®@ metallic and non-metallic cable 
® flexible steel conduit 

® service entrance cable 

® grounding devices 


® lighting fixture fittings 


w 
manufacturers for over 30 years 


old ZT rough rs ew a [ 1 Uh, - bors 


representatives in principal cities 


bg 


midwest 














Status Of Today’s Selling 
Studied At EEI Conference 


Utility, manufacturer and distributor executives discuss 


materials, manpower and marketing problems at recent 


17th annual sales conference of Edison Electric Institute. 


HICAGO — Attendance alone — a 
record of more than 1,000 utility 
executives—at the 17th annual 
conference of the Edison Electric Insti- 


sales 


tute recently held in this city gave con- 
crete proof that the nation’s private 
utilities are definitely concerned about 
the status of selling in today’s defense 
economy. 

Further proof was presented by 
speakers at the conference. Louis V. 
Sutton, president of the Edison Elec- 
tric Institute, said: “It must be remem- 
bered that a sales department cannot be 
turned on or off as you might a faucet. 
It takes years of time and much patient 
effort to build a sales department, and 
we should not consent to discard it or 
destroy its value just because we face 
the possibility of curtailing our mer- 
chandising efforts to some limited ex- 
tent in the immediate future.” 

In his speech, “Electrical Living for 
Everybody,” J. M. McKibbin, 
president and general manager, con- 


vice 


sumer products division, Westinghouse 
Electric Corp., said that his plea “is 
that in these unsettled times we con- 
tinue and increase our promotion and 
sales effort. The fact that we face un- 
certain conditions is no justification 
We 


tainly must not lose the momentum we 


for curtailing sales effort. cer- 
have built since the end of the war .. . 
Competition does not intend to stand 
still. The electrical industry has always 
moved from periods of uncertainty to 
new heights.” 


This latter fact was also noted by 
William V. 


president of the General Electric Co., 


O’Brien, commercial vice 


who said: “The electrical industry has 
never had a normal year. It cut its 
teeth on disappointments and crises. 
Things are forever challenging our in- 
genuity, eur statistics, our reserves of 
manpower and dollars, our reserves of 
patience and patriotism, and—in the 
end—our courage.” 

Mr. O’Brien went on to defend the 
role of the salesman in the mobilization 
effort. “The arguments that have been 
waged,” he said, “over the relative im- 


portance of the scientist, the engineer, 
the manufacturing man, and the sales 
man—to name just a few of the cogs in 
our machine—are pointless. Everyone 
has his part to play in building a peace- 
time economy. 

“The only reason I bring it up here 
at all is that in wartime there is sel- 
dom any argument over the importance 
of the scientist, the engineer, and the 
manufacturing man — but even com- 
mercial people are inclined to give the 
silent treat 
look 


you can 


salesman the brush-off or 


ment. They assume he would 


pretty good in uniform. But 
paste this in your book: no man has 
contributed more to the magnificent 
productive machine of which we are so 
proud, behind which we have marched 
steadily to world economic leadership 
| 


and responsibility than the salesman.” 


That the salesman must 


the added requirements of today’s sell 


appreciate 


ing was indicated by another speaker, 


C. B. Boulet, director of personnel, 





TWENTY former General Electric engineering and sales experts (jeft) pose 
with 20 young company engineers whom they succeed as “guides” on the 
firm’s “More Power to America Special’ exhibit train. By volunteering for a 
three month return to service, the retired specialists free their younger 
counterparts for defense engineering and production assignments. 
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What youve always wanted! 


A COMPLETE LINE! A TOP QUALITY LINE! 
Gedney Fittings give you both ... enable you to assure 
customers maximum savings of time and money! 
Gedney Fittings are machined and threaded with ut- 
most accuracy. They're a lot easier and quicker to 
install. They’re made of unbreakable malleable iron. 
Many are hot dip galvanized, the surest safeguard 
against corrosion. For more sales . . . repeat orders. . . 
sell Gedney Fittings. 


AN 
INVITATION 


Come and see us 

at Conference Booth 

#60, N. A. E. D. Con- 
vention, Hotel Ambassa- 
dor, Atlantic City, May 21- 
25, 1951. 


] GEDNEY FITTINGS FIT! 


QV\> %& Gedney One-Hole Conduit Strap... 
a ¥ Gedney Clamp Back... 
' 


J 
te New Gedney Nest Back. ..a 
handy supplementary spacer. . . 
nests securely behind Clamp Back. 





GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. - RADIO CITY +» NEW YORK 20 
Foundry, Factory ond Shipping Point: Terryville, Conn. 
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Wisconsin Public Service Corp. Mr. 
Boulet said that “under ordinary cir- 
cumstances, salesmen must understand 
selling techniques and they must have 
at their command the art of persuasion 
and of making friends and influencing 
people. The salesman of today, in addi- 
tion, must understand the impact of 
selling on a national economy. He must 
understand the possible customer ill 
will which is always created by a 
seller’s market. He must have a sym- 
pathetic understanding of the mental 
strain under which customers who 
have sons, daughters, husbands, or 
fathers in the military service live from 
day to day. He must appreciate that 
the job of selling makes a real contri- 
bution to the national defense effort.” 

Other convention speakers and their 
speeches included: “Results of Planned 
Lighting Promotion in Indianapolis,” 
Dan Dunne, vice president and director 
of sales, Lighting Products, Inc.; “The 
Lighting Fixture Outlook.” B. D. Le- 
vaur, vice president, Pittsburgh Re- 
flector Co.; “Selling Lighting through 
Conversion,” E. H. Gardiner, Jr., man- 
ager, residential and commercial sales, 
Texas Power & Light Co. ; “Promoting 
Maximum Industrial Participation in 
Defense Production,” D. L. Diehl, man- 
ager, industrial development depart- 
ment, Pennsylvania Power & Light Co. 

“Farm Dealer Training,” J. B. Stere, 
agricultural engineer, C. A. McDade 
Co.; “Utilization of Electric Service,” 
Miss Frances Armin, director of con- 
sumer education, National Adequate 
Wiring Bureau; “Industry’s Fastest 
Growing Tool—Electric Heat,” Bruce 
A. Fleming, vice president, Edwin L. 
Wiegand Co.; “America’s Best Custo- 
B. Hale, vice 
president of general sales, Interna- 
tional Harvester Co.; “This Promising 
World,” Tom Collins, publicity direc- 
tor, City National Bank and Trust Co. 

The opening day’s activities at the 
conference were highlighted by the 
presentation of the Planned Lighting 
Awards, George A. Hughes Awards, 
Laura McCall Awards, the Thomas W. 
Martin Award and the Frank E. Watts 
Award. 

Utilities that won the Planned Light- 
ing Awards are as follows: commercial 
lighting —Philadelphia Electric Co., In- 
dianapolis Power and Light Co., Brit- 
ish Columbia Railways Co.; residential 
lighting—Dayton Power & Light Co., 
Cincinnati Gas & Electric Co.; indus- 
trial 'ghting — Philadelphia Electric 
Co., Pennsylvania Power & Light Co. 

George A. Hughes Awards were 


mer, the Farmer,” T. 








James H. McGraw Award 
Goes To Chas. E. Wilson 


NEW YORK—Charles E. Wil- 
son, director of the Office of De- 
fense Mobilization and former pres- 
ident of the General Electric Com- 
pany, has been awarded the James 
H. McGraw Award and Medal for 
Cooperation in 1950. 

The award, voted to Mr. Wilson 
prior to his appointment as chief of 
Defense Mobilization, is one of four 


Charles E. Wilson 


established 25 years ago by the late 
James H. McGraw, founder of the 
McGraw-Hill Publishing Company. 
It is intended to encourage con 
structive thinking for the advance- 
ment of the electrical industry. Each 
award consists of a bronze medal 
and a purse of $100, given for per- 
sonal contributions of merit in the 
manufacturing, contracting and 
wholesaling branches of the electri- 
cal industry and for cooperation 
within the industry. 

Judges who recommended Mr. 
Wilson for this honor included E. 
R. Acker, Central Hudson Gas & 
Electric Co.; R. S. Edwards, Ed- 
wards & Company, Inc.; E. B, In- 
graham, Times Appliance Co.; R. 
W. McChesney, Harry Alexander, 
Inc.; and W. T. Stuart, editor, 
Electrical Construction and Main- 
tenance, New York. 

The citation accompanying the 
award reads: 

“CHARLES E. WILSON, dur- 
ing his period of service with the 
General Electric Company stimu- 
lated all branches of the electrical 


industry to new concepts of service 
and new heights of accomplishment. 
By precept and by example and by 
the development of extraordinary 
promotional techniques, he ad- 
vanced materially the process of 
electrification throughout the coun- 
try. His deep-seated conviction 


that the horizons of electrical serv- 
ice are unlimited refuses to recog- 
nize any obstacle to the consistent 
progress of the industry. 

“For many years he worked in 


close contact with every branch of 
this vast and diversified industry. 
Thus he learned at first hand the 
interdependence of its many 
branches and the necessity for con- 
structive cooperation on the part of 
each for the benefit of all. In shap- 
ing the policies of his own company 
he consistently observed that prin- 
ciple. As a leader, his vision encom- 
passed the entire industry. 

“The impact of his leadership is 
documented by many examples. Best 
known of these is the ‘More Power 
to America’ program which he in- 
stituted to help the electrical indus- 
try rebuild its power load during the 
postwar era. 

“This was a comprehensive and 
practical plan, nation-wide in scope. 
It called for ‘one more kilowatt- 
hour per man-hour in the first four 
years following the war.’ But it has 
succeeded so well that it still is in 
force with as great a vigor and ef- 
fect as when it started. 

“The ‘More Power to America’ 
program is intended to step up the 
pace of America’s economic prog- 
ress through the application of elec- 
tricity — in industry and in the 
home; in the city and on the farm. 
It achieves that purpose through 
concrete programs each designed to 
stimulate a specific industry to grasp 
its opportunities for progress 
through increased electrification. 

“For his dynamic personal leader- 
ship, his enthusiastic enterprise, and 
his substantial achievements in be- 
half of the electrical industry and 
the public welfare, the Committee of 
Awards acting upon the recommen- 
dation of the Committee of Judges, 
presents to Charles E. Wilson the 
Cooperation Medal and Purse for 
1950, under the James H. McGraw 
Award for Electrical Men.” 
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engineered for 
DEPENDABILITY 


Meechandised for 
VOLUME SALES 


YOU’RE INVITED TO WRITE FOR 
THE COMPLETE CATALOG OF 


ELECTRIC WIRES 

CORD SETS + TROUBLE-LITES 

FUSES * CHRISTMAS LIGHTING 

ROYAL ELECTRIC CO., INC. © PAWTUCKET, R. I. 


; 
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presented tu the following companies 
for outstanding promotional activities 
in the following fields: electric kitchen 
promotion—Florida Power and Light 
Co., Potomac Electric Power Co. ; elec- 
tric range activity—Carolina Power & 
Light Co., Florida Power & Light Co.; 
electric water heater activity—Kings- 
port Utilities Inc., Indiana & Michigan 
Electric Co.; electric dishwasher activ- 
ity—Philadelphia Electric Co., Central 
Arizona Light & Power Co.: commer- 
cial electric cooking activity—Pennsyl- 
vania Power & Light Co., Carolina 
Power & Light Co. 

Winners of the McCall 


Awards which are offered to give pub- 


Laura 


outstanding 
home Miss Edith 
Hitchcock, Alabama Power Co.; Mrs 
Marjorie Hume, San Diego Gas & 
Electric Co.; Mrs. Avis R. 
West Penn Power Co.; Miss Evelyn 
Hanson, Utah Power & Light Co. ; Miss 
Doris Oglesby, Georgia Power Co. 


lic acknowledgement to 


service work were 


3roadhurst, 


The Detroit Edison Co. received the 
Thomas W. Martin Rural Electrifica 


tion Award. 


City Counter Tossed Out 
By Portland Wholesaler 

PORTLAND, ORE. — 
counter at Eoff Electric Co., 


The city 
electrical! 
wholesaling firm of this city, has gone 
the way of the cigar store Indian. The 
old stand isn’t there anymore. Instead, 
incoming customers are greeted by the 
floor 
counter ) behind 
desks and comfortable chairs awaiting 


unfamiliar sight of (formerly 


salesmen two neat 


them. 

This departure from electrical whole- 
saling tradition came about as part of 
Eoff Elec- 


a recent modernization of 


BEHIND their desks, Eoff Electric 
floor (formerly ) sab 
Forest Perry and Oscar Martin do 
paper work between customers. 





May, 


Decatur Wholesaler Moves To New Quarters 





SEATED in his office in the new $70,000 head- 
quarters of Decatur Electric Supply, Decatur, 


Ill., is B. D. Toney (insert), 


branch manager. 


Building is at 336-344 West Cerro Gordo Street. 


DECATUR, ILL. — The Decatur 
Electric Supply Division of the Haw- 
kins Electric Company of Chicago re- 
cently celebrated the opening of its 
new $70,000 headquarters in this city. 
rhis is the third building the Decatur 
firm has occupied since its founding 
six years ago. 
According to B. D 
building incorpo- 
features including 
The lighting 


Toney, branch 
manager, the new 
rates all the latest 
remote control lighting. 


in Mr. Toney’s office, for instance, is 


on two phases so that he can gain a 
maximum lighting of 100 footcandles 
Designed for maximum efficiency, 
the entire operation 1s located on one 
floor except for a balcony where small 
bulbs 
items are stored. The building 
24,000 sq. ft. of floor space. 
moved 


appliances, light and seasonal 


has 
into its 


Since the company 


new quarters, it has gradually in 
creased its sales and warehouse staffs 
in anticipation of broader sales cov- 


erage. 





tric’s facilities here—a remodeling job 
that also included the moving of all 
broken package stock 
from the first floor and the installation 


and_ shelving 
of a conveyor belt between floors. 
The change from counter to desks 
was made because with its three-story 
building the firm found it impossible 
to arrange stock so that more than a 
orders 
And 


since its counter men were limited to 


small customer 


could be filled from the first floor. 


percentage ot 


the sales floor, their percentage of com- 
pletions was still smaller. Also, valu- 
abie selling time was wasted going to 
and from the shelves. 

Now the floor 
orders and the warehouse crew 


salesmen write the 
does 
the rest. Immediate results, according 
to Eoff Electric, have been quicker 
service and less waiting for the cus- 
tomer. 

The 


remodeling of the Portland 
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branch building was carried out under 
the direction of W. Ian Barhyte, man 
Eoff Electric has headquarters 
Ore., 
branch at Eugene, Ore 
Asel C. Eoff, president; Ellis 
F, Von Eschen, vice president ; Ray W 


ager. 
also 
Officers of the 


in Salem, and operates a 


firm are 
Gallagher, general manager; and Bur- 
dette Walker, manager of the Eugene 


branch, 


Dauphin Display Wins 
Honorable Mention Award 
HARRISBURG — 


builders 


After years of 


competition in shows, the 
Dauphin Electrical Supplies Company 
won its first award for a display. In 
the suppliers and distributors division 
competition at the Eighth Annual Cen- 
tral Pennsylvania Builders Show the 


(Continued on page 169) 
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electrical wire line for you? 


PROBABLY the most profitable electrical wire 
line for you is the one that gives customers and 
users the most for their money. 

That's where the Roebling line of wires and 
cables is really on the beam. As one example, dis- 
tributors who sell Roebling Mine Locomotive 
Cable are supplying a product that stands up 
superlatively under the toughest conditions. 


Roebling puts extras into that cable. It's the best 
buy in its class, And so with the whole Roebling 
line... every item is designed specially for its pur- 
pose... gives fullest value to the buyer. 

Today the national rearmament program is tak- 
ing a large share of Roebling’s wire and cable 
production, but distributors can count on our giv- 
ing all possible cooperation. 





} 
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ROEBLING MANUFACTURES a complete line of wires 
and cables, a type for every transmission, distribution 
and service requirement. Many of these products are 
specially designed to bring new measures of life and 
savings under their particular service conditions. 
Technical assistance of Roebling engineers is always 
available. 











YOU CAN ALWAYS COUNT ON Roebling advertis- 
ing to keep your customers and prospects posted on the 
extra service life and economy of its wires and cables. 
Full pages in color carry the Roebling story in trade 
papers... business owners and executives read special 
Roebling advertisements in general periodicals. 


IMPORTANTLY to sales effort and volume, Roebling 
undertakes to maintain price schedules that enable dis- 
tributors to meet competitive markets and to make 
the profit to which they are entitled. Right prices, 
together with the plus values that Roebling puts into 
its wires and cables, are a combination that sparks 
turnover and captures business. 


ROEBLING 


JOHN A. ROEBLING’S SONS COMPANY, TRENTON 2, NEW JERSEY * Afianta, 934 Avon Ave * Boston, 51 Sleeper St & 5 Pittsburg St * Chicago 

5525 W. ® it Ra * Cimeii i, 3253 Fredonia Ave * Cleveland, 701 St. Clair Ave, N.E. * Denver, 4801 Jackson St * Detroit, "ne hoe Fisher 

Building * Houston, 6216 ‘Navigation Bivd * Los Angeles, 216 S. Alameda St & 120 So. Hewitt St * New York, 19 Rector St * Odessa, Texas, 

1920 E. 2nd St * Philadelphia; 230 Vine St * San Francisco, 1740 17th St * Seattle, 900 Ist Ave, S. * St. Lowls, 3001-3015 Delmar Bivd * 
Tulsa, 321 N. Cheyenne St * Export Sales Office, Trenton, N. J. 
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SERVICE TAP 





The O.Z. Service Tap is cast of high strength 

copper alloy particularly suited for 

heavy-duty service connections. Two standard 

hex head cap screws exert high clamping pressure for 
low resistance connections. O.Z. bonus features guarantee 
service and satisfaction. And remember— 

O.Z. costs no more! 


Available in sizes from #2 to 1000Mcm (Main) 
#10 to 1000Mcm (Tap). Can be furnished 

with spacer if desired for separating individual 
conductors. Will take two maximum size cables 


Buy 0.2. and you'll see or one maximum and one smaller size. 
. Excellent for dead-ending wires. 
why Engineers say, 
"They're OK if they're 0.2." 


CONDUIT FITTINGS 
ELECTRICAL ernie TERMINATORS 


MANUFACTURING CAST IRON BOXES 
SOLDERLESS CONNECTORS 


COMPANY. INC. POWER CONNECTORS 
GROUNDING DEVICES 


262 BOND STREET BROOKLYN 2,N.Y 
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TURN-OVER 
Turns up... 














ML LOUVRED CEILING 


Only Neo-Ray Louvred Ceiling has 
patented mating slots and tracks to 
ure perfect alignment always — elimi- 
es corkscrew effect. 


A Name You Can 
Depend On — 


Here's the complete line of lighting fixtures 
with the extra patented features your con- 
tractors go for. They'll like the simple in- 


stallation . . . easy maintenance . . . MAMMOTH LINE 


Recessed or Surface 


. ARS Tepsetetos 
sturdy construction. You'll like the ex- Pater vo: Sse.) ~Mounted. Slimline 
4 


>. 2 
- . Poh ee in eet phone ‘ » and Fluorescent 
tra profits. There's a unit to fit ange eee > ft, sque 
every eee Safad os ft. or 2 ft. squares 
abate 


need in Neo-Ray's complete line 

of incandescent, fluorescent, 

slimline and louvred ceilings. 

Get the facts today! 
SKYLETTE 
RECESSED 
FIXTURE 


In Slimline and Fluorescent. 


ACCENT LIGHTING 


in 


LIGHTING 





SEND FOR NEW #4 PAGE CATALOG 


Gives complete engineering data and light 
ing tables for each item in our complete 
line of fluorescent, slimline, and incan- 


descent fixtures. 


» (where « concealed source - Plus 


of light is desired) 





New simplified spot lamp tables 
for computing light intensities in show 


St. 
NEO-RAY PRODUCTS, Inc. 25 §.22"¢ 5! teenie 
SEE US AT BOOTH 121, NAED, ATLANTIC CITY 
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The Saturday Evening 


Meh e Backs Industry’s Plan To 
Boost Electric Housewares Sales 


Here’s the Post’s latest mailing to 
dealers. It includes plans and pieces to 
make effective point-of-sale displays. 


The Saturday Evening Post 
is the only magazine to 
offer a complete, specially 
designed merchandising 
program to both electrical 
dealers and distributors. 


N THE 


mailing to electrical dealers, there 


Post’s merchandising 
isa pennant for each Post advertiser, 


a display banner, and a_ valuable 


guide titled Visual Merchandising 
Ideas to help you se ll Electric House- 
wares for every gift occasion 

This guide tells how to tie in with 
Post ads. It outlines ideas for perma- 
nent gift sections. It shows sample 
display sketches for Mother's Day, 


Father's Day, Brides, Anniversaries. 


96 


and for a Post tie-in promotion. 

The ideas in the guide are based on 
tried and tested methods to sell goods 
with displays. They are prepared by 
people with retail experience. They 
are easy to follow and easy to use 
as helpful to the small store as to the 
larger ones. They come complete with 
instructions on how to build and in- 
stall them. They even specify the 
materials to be used. 

The Post’s mailing to dealers is 
based on the plans of the Electric 
Housewares Section of the National 
Electrical Manufacturers Association 
to spur gift buying of electric house- 
wares. It stresses the slogan “Give 
Electric Housewares—first for every 
gift occasion.” It is designed to help 
win for the electric housewares busi- 


ness a bigger slice of America’s bil- 


lion-dollar gift market. It is another 
example of how The Saturday Eve- 
ning Post works with industries to 
further industry-wide programs. 


HE nation’s thousand top elec- 
trical distributors now receive the 
Post’s Key Line Club News. This 
weekly newsletter contains reports 
on successful promotions, hints for 
selling more appliances and house- 
wares, and a listing of electric appli- 
ance ads to appear in the Post. It 
arrives at distributors’ offices in 
plenty cf time for them to brief their 
salesmen and plan to assist dealers in 
planning promotions. 
Through its merchandising aids, as 
well as through its advertisements, 
the Post gets to the heart of America. 
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ELECTRICAL 


WHOLESALING 


MAY + 1951 


A McGraw-Hill Publication Price 70 conts 


May, 1951—ELECTRICAL WHOLESALING 




















sAuoWM 8 P20H411) wuowyrsiayy AjuoW 


uiupy sauaysiy 
95u9}aq 
ulwpy Sj0JaW puDd 
uiuipy burjaxow SiouauIW asuajag 7 panog 
puo uoImpoig UIIpY Any PIs 
@5uajaq 10) 
uIMIpy WNaOIiEg vod ysiunupYy 
19M0g UPA} 
| 25uajag 


aes Wee 


Ayuaby 
@u0Uuly awoH puo 


SuOIUNW 
Bursnoy sey pay aasasay /O1apa, 


Bury) “5 saad) OSI A OW 
1 
| 


WOUDTINGDIS a>r11g 
WOHDTIGOIs 260 49 @1H40 



























































ainynouby yo deg | souayuy jo jdeg | | unwpy wodsuo) osuene | 


Bi a 


SyOsjuo) yipes) | sjuaby jonuouly | 40q0} jo jdeq | | @)s@UUO) 40 vn | | 95U8jaq 


} Z. 
| 


woysuyor 143 











he 








ELECTRICAL WHOLESALING—May, 1951 


























Dd Rated bd bl PD 
brepo & 
&. 
9” 
uo ysiuUpy 
UO Npolg asuajag 


a 


wos "2 $9}104) 


Anuaby uoynziyqnis 
mw0Ud)} 

















NOILVZINVDUO NOLLWZITIGOW 3SN3430 
UNVINOS 30 NIVHO 














OFFICE OF DEFENSE MOBILIZATION 


A policy-making office. The Director on behalf of the President, directs, controls 
and coordinates all mobilization activities of the Executive Branch of the Govern- 
ment. Specific operations are handled by the Defense Production Administration, 
the Economic Stabilization Agency, and the other Departments and Agencies 


as indicated. 


Charles E. Wilson Director 


Executive Office Bidg. 


Gan HHSo Haron Hado oor: A Look WN sor. 16 tea 


The first nine months of the defense mobiliza- 
tion program have been—for the effort as a whole 
—a tooling-up stage. 

The Congress has enacted the basic laws and 
the first big new appropriations. We have organ- 
ized the necessary new agencies, planned the pro- 
gram, completed the specifications for much of the 
new equipment, begun ordering in quantity, and 
created the basic machinery for international col- 
laboration. 

In terms of military strength, we have achieved 
much since last June 25, but we are still far from 
achieving the strength we need. One year from 
now, with unflagging determination and effort, we 
and our allies will have achieved a formidable 
strength in many phases of modern warfare. Two 
years from now we should have military and eco- 
nomic strength sufficient to give us reasonable safe- 
ty against aggression. 

In terms of civilian standards of living, the im- 
pact of the defense program has hardly yet been felt. 
The coming year will be different. Shortages are 
bound to come for some civilian goods—particular- 
ly products made from metal. 

The following year, if our program is successful 
in preventing war, shortages may begin to ease and 
we can probably begin to talk about taking off con- 
trols. In 1953 we should be in a position to maintain 
a high level of military expenditures on top of a 


(Excerpts from “Report To The President,” April 1, 1951) 


healthy civilian economy—which, at that time, will 
be free to resume its upward trend. 

But the production side of our task is in many 
ways the less difficult. A tougher test of our ability 
to survive the present crisis lies in the other side 
of the problem—stabilization. 

The success of our production effort demands that 
we win the battle against inflation. To win that bat- 
tle calls for a subordination of selfish ends to the 
common welfare in a measure beyond what is com- 
monly demanded in any period short of actual war. 
It calls for a fair presentation of its claims by every 
segment of society, an open and willing participation 
by all concerned, and a readiness to abide by deci- 
sions which are arrived at through fair and honest 
means. It calls for every organized group to con- 
sider the welfare and just demands not only of other 
organized groups but of the unorganized, the con- 
sumer, the public as a whole. 

The natign demands, and must be given, the same 
degree of support by its citizens now, in a period of 
peace, that it would receive in a war. The times are 
no less challenging. 

All of us must remember in the months ahead 
that it is vastly better to prevent a war, if we can, 
than to win one—and the surest course toward pre- 
vention of World War III is through building the 
might of America and with it the might and the 
security of the free world. 


Cuaries E, Wiison, Director. 
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THE PURPOSE of 





Manly Fleischmann has been Acting Administrator of the 
National Production Authority ever since William H. Har- 
rison became Administrator of the Defense Production Ad- 
ministration January 23. Prior to his position as Acting 
Administrator of NPA, Mr. Fleischmann was General Coun- 
sel for the agency since its establishment in the U. S. De- 
partment of Commerce last September. 


Born in Hamburg, N. Y., July 15, 1908, Mr. Fleischmann is 
a graduate of Harvard University and the University of Buf- 
falo Law School, and has been a resident of Buffalo, N. Y., 
for a number of years. 


He first entered Federal Service in April 1941, serving until 
August 1943 as Assistant General Counsel of WPB and its 
predecessor agencies. He served with the U. S. Navy, as- 
signed to the Office of Strategic Services, from August 1943 
to September 1945. 


Following his military service, Mr. Fleischmann served for 
several months as General Counsel for the Foreign Liquida- 
tion Commission in the Department of State. He resigned 
in February 1946 to return to private law practice. He is a 
senior member of the law firm Fleischmann, Auspurger, 
Henderson and Campbell of Buffalo. 


Manly Fleischmann 











HEN the National Produc- 
W tion Authority announced 

that the Controlled Mate 
als Plan would be put into effect on 
July 1, it surely could have caused 
no surprise in business and indus- 
trial circles. For the prospective 
adoption of CMP had been widely 
heralded. There had been specula- 
tive articles in the newspapers and 
the trade press about it for weeks, 
and the general assumption that it 
would be put into effect was borne 
out by the official announcement on 
April 13. 

Even further back early in the mo- 
bilization program, both Secretary 
of Commerce Charles Sawyer and 
General William H. Harrison, De- 
fense Production Administrator, 
predicted that some kind of con- 
trolled materials plan would be nec- 
essary about this time. Their fore- 
sight was remarkably good. 

Most of us who are involved in 
the Goverment’s efforts to build up 
the national were aware 
that beyond the early stages of the 
mobilization program the __ initial 


defenses 


100 


measures taken to conserve critical 
materials and expand production 
would not be sufficient. 

This does not mean that the pri- 
ority system we are using has not 
served its purpose. It has served 
reasonably well. In fact, it is the only 
kind of system that could have 
served during the months since last 
September, when the National Pro- 
duction Authority was created un- 
der the Defense Production Act 
of 1950, For it would have been im- 
possible before now to set up a con- 
trolled materials plan successfully. 
It takes time for the military to 
schedule orders and let contracts. It 
takes time to channel materials into 
defense production, to tool up plants 
and to expand productive facilities. 

So, during this period, we have 
been able to use the priority system 
successfully. At the outset, we lim- 
ited priorities to the military, to get 
that program under way on sched- 
ule. It has been kept on schedule 
ever since. As the military program 
grew, it became increasingly difficult 
for other programs to get adequate 


supplies of materials. Accordingly, 
we had to grant priorities to certain 
selected programs, such as utilities, 
freight cars, power equipment and 
a few others. 

As all these essential programs 
keep growing, the priority system 
could not be expected to continue 
to work satisfactorily. Moreover, ad- 
ditional programs are coming in with 
their needs for assistance. The time 
is at hand, therefore, when we must 
examine all these programs together 
and make a quantitative analysis of 
their requirements in terms of the 
available supplies of materials. 

That is what the Controlled Ma- 
terials Plan will enable us to do. That 
is the essence of CMP, really—a 
method of matching up needs with 
supplies on an over-all basis to ob- 
tain balanced production. Beginning 
with the third quarter, we shall be 
able to total up the materials re- 
¢juirements for all essential programs 
—for the military, for essential ci- 
vilian needs, for the industrial econ- 
omy, and for expansion of productive 
facilities—and see how they com- 
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The Controlled Materials Plan 


pare with the available supplies. We 
shall be able to sit down at one time 
and at one place and review all 
these programs in terms not only of 
requirements but also of the time 
schedules for their completion. 

If we continue as we have been 
doing, approving program by pro- 
gram, with the advocates of each urg- 
ing its indispensability, I think it 
would be mathematically certain that 
the time would come when little 
civilian production would be pos- 
sible. 

That is not only undesirable but 
unnecessary. I believe we can have 
a reasonably high level of civilian 
consumer goods production and at 
the same time carry on these special 
programs adequately. Unless there 
is a shooting war, it will not be nec- 
essary to devote the entire economy 
and all the scarce materials to the 
defense and defense-supporting pro- 
grams. 

The only way of finding out def- 
initely how much can be used for 
civilian production, however, is by 
adding up all the requirements, 
matching them against the known 
supplies, and then making the hard 
decision on the amount that can be 
devoted to normal civilian needs. 

Thus we who shall be operating 
the Controlled Materials Plan re- 
gard it as a way of determining how 
much can be provided for civilian 
production as well as assuring that 
the needs of the mobilization pro- 
gram are met, and met on time. It 
is highly important to bear in mind 
the fact that the determinations un- 
der CMP will set the rate of civilian 
output as well as of defense and de- 
fense-supporting production. 

As in World War II, the Control- 
led Materials Plan will be used to al- 
locate the three basic metals—steel, 
copper and aluminum—directly to 
producers on the basis of detailed re- 
quirements submitted in advance for 
the manufacture of goods for defense 
and defense-supporting programs. 

It will differ in one respect from 
the wartime CMP in that it will be 
a so-called open-ended plan. The 
supplies remaining after the require- 


By Manly Fleischmann 
Administrator 
National Production Authority 
U. S. Department of Commerce 


ments of the mobilization program 
have been met will be available for 
non-defense use. The extent of this 
open area has not been finally deter- 
mined, but generally speaking, it 
will include consumer durable goods 
as a minimum. In this area the Na- 
tional Preduction Authority will use 
limitation orders to see to it that no 
one industry and no one concern 
within an industry gets an undue 
proportion of the materials left over 
for civilian production. 

Recently Defense Mobilization Di- 
rector Charles E. Wilson estimated 
that, unless there is a war, the mili- 
tary program will not take more 
than 15 or 20 percent of the national 
production in terms of dollar vol- 
ume. With the expansion of pro- 
ductive facilities that is being en- 
couraged by the tax amortization 
program and otherwise, Mr. Wilson 
pointed out, the national economy 
can expand 15 percent in the next 
three years. Thus, by the end of 
1953, our production should support 
a civilian economy at or above the 
levels prevailing before Korea in 
addition to meeting military needs. 

It is frequently asked: Why, if the 
military program is comparatively 
small, do we need all this regulation 
of production? If the military pro- 
gram will not take more than 15 or 
20 percent of the dollar volume of 
output, why do we need a Controlled 
Materials Plan? 

I should like to answer that by 
pointing out that we are not dealing 
in dollars, but in materials, and the 
shortages are selective. The defense 
program may take less than 15 per- 
cent of some kinds of steel, but it 
will take 50 percent, or more, of 
other types of steel, such as structur- 
al steel and certain kinds of alloy 
steel. It will take up to 100 percent 
of cobalt and columbium, and very 
nearly that much of nickel. So we 
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see that a dollar volume comparison 
has little relationship to the need 
for controls. 

Again, some of the defense-sup- 
porting programs, such as the one 
for ships, are clearly just as essential 
as the military program, and when 
they are added in, the total runs far 
higher than 20 percent of the na- 
tional output. 

Besides assuring the necessary ma- 
terials for essential programs, CMP 
will also serve the important purpose 
of scheduling requirements. It is the 
only method that has ever been de- 
vised to accomplish this purpose. 
Scheduling requirements on a quart- 
erly basis will permit a more orderly 
distribution of materials. 

As a consequence we may expect 
a considerable easing of the whole 
metals situation, because a great deal 
of water will be wrung out of re- 
quirements immediately when needs 
are scheduled quarter by quarter. 
Many of the requirements that de- 
fense programs would otherwise or- 
der as soon as possible they will not 
be able, under CMP, to order except 
in a future quarter. 

Those are the broad purposes of 
the Controlled Materials Plan. 

I want to emphasize that it is not 
a program, but a procedure to carry 
out the mobilization program in the 
most effective manner and to pre- 
pare for any contingency that might 
arise. This nation is building up its 
defenses in the hope of preserving 
peace, but to be ready if war should 
some. The Controlled Materials Plan 
would be absolutely indispensable in 
the event of war. If we need it, we 
shall need it in a hurry, and it takes 
a long time to get it in full operation. 
In World War II CMP did not op- 
very well the first 
quarter it was in effect, or even dur- 
ing the second quarter. It will not 
operate very well now in the initial 


erate during 


quarter beginning July 1 

We have decided that it is the part 
of wisdom to prepare for any con- 
tingency while hoping for the best. 
That. to me, is the most important 
justification for the adoption of the 
Controlled Materials Plan. 
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OPERATION of 








Walter C. Skuce 


Walter C. Skuce served as director of the Controlled Ma- 
terials Division of the War Production Board in World War 
Il, and in that capacity administered the operation of the 
wartime Controlled Materials Plan. When the Government 
began considering the adoption of a Controlled Materials 
Plan in the present national emergency, the National Pro- 
duction Authority, U. S. Department of Commerce, called 
Mr. Skuce back to Washington from the Owens-Corning 
Fiberglas Corporation to perform a similar function as As- 
sistant Administrator for Production Controls for NPA. He 
is a topmost authority on the Controlled Materials Plan. 








HI Controlled Materials Plan 
may be Hy described as an 

affirmative method of assuring 
the production of defense and de- 
fense-supporting goods, in the right 
and at the 
through the use of 


amounts right times, 
quantitative 
measures of steel, copper and alum- 
inum to balance one program against 
another. 

[ want to emphasize the affirma 
tive character of CMP. 
By this I mean that it is a method 
assurance that the 


requirements of the mobilization pro- 


of giving positive 
gram will be met. And we give this 
assurance by making definite, quan- 
titative allocations of the basic mate- 
rials—steel, copper and aluminum 

to provide for the needs of defense 
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ind defense-supporting production 
ind construction. 

CMP, however, is not merely a 
nethod of allocating these basic 
materials. Its primary purpose is to 
obtain the necessary balance in de- 
fense production. In World War II 
that three 


materials could serve as common de 


we learned these basic 


\merican industrial 
The 
cael ateriale largely governed 
ther materia Is largely governet 


by th 


nominators for 
production in general use of 
e amounts of steel, copper and 
aluminum used. These basic mater- 
ials, therefore, provide broad meas- 
urements a workable yardstick 

other materials. If 
we direct the flow of steel, copper 
and aluminum for defense and de- 
thus 


for the use of 


fense-supporting needs, we 


ichieve a balance in the over-all use 
of critical materials. 

Chere are other yardsticks that 
might be used, such as_ kilowatt- 
hours of power or man-hours of la- 
bor. As a matter of fact, the War 
Production Board in World War II 
considered both of these possible 
vardsticks before the Controlled Ma- 
terials Plan was adopted. It was de- 
cided, however, that using the three 
basic materials as common denomin- 
ators would work more satisfactorily 
than any other method. 

CMP did work with marked suc- 
\nd those who 


for deciding 


cess during the war. 

had the responsibility 
upon its adoption in the present na- 
tional emergency and for its oper- 
ation when it becomes effective July 
1, firmly believe that it will operate 
successfully Indeed, | feel 
that with the benefit of the wartime 
experience of Government and _ in- 
dustry in working under this plan, 
we should be able to administer CMP 


again. 


before. 
“method” 


more smoothly than 

I have used the 
in speaking of CMP. I wish to stress 
the fact that it is 
program in itself. It is a technique 


word 
a method, not a 


for serving the needs of the mobili- 
mav be de- 
bow kkeeping 
total up the 


and account for 


zation program, Or it 
scribed as a sort of 
svstem by which we 
materials available 
their distribution in the right places 
maintain a balanced led- 
] 
! 


in order to 
ger of industrial production for de 
fense 

The “bookkeeping” must be done 
jointly by industry and Government. 
I am that and 
businessmen who operated under the 
wartime CMP 
procedures and methods employed. 
The operate in much 
the same 
stantially the same regulations and 


sure industrialists 


will remember the 


will 
this time, and sub- 


system 


way 


forms will be used. 

Seven regulations will govern the 
operation of CMP. T shall list and 
describe them briefly : 

CMP Regulation 1 covers the gen- 
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eral rules for operation of the plan 

CMP Regulation 2 relates to in- 
ventories. 

CMP Regulation 3 covers prefer- 
ence ratings. 

CMP Regulation 4 has to do with 
warehouses — that is, 
dealing in steel, copper or aluminum. 

CMP Regulation 5 covers main- 
tenance, repair and operating (MR- 
QO) supplies. 


warehouses 


CMP Regulation 6 relates to con- 
struction. 

CMP Regulation 7 covers repair 
that is, 

repairing, 


shops whose busi- 
those 


shops 
such as 
which rewind motors, repair boilers 


ness is 


or perform any of the various repair 
functions which require steel, copper 
or aluminum. 

While the regulations are the same 
in substance, they have been simpli- 
fied considerably. For example, the 
wartime CMP Regulation 1 consis- 
ted of 23 printed pages. That has 
been cut down to about eight printed 
page in the new CMP Regulation 1. 
The for the reduction 
that we did not have to put as much 
detailed explanation in the regula- 
tion as we did in the first CMP. 

The old CMP Regulation 1 had 
to spell out information to cover 
three things. First, we had to con- 
vince the military that this was the 
way to do the job, and that neces- 
sitated putting language into the reg- 
ulation to define the purposes and 
from their standpoint. 
for the benefit of the War 
Production Board, we had to include 


reason was 


provisions 
Second, 


provisions setting forth the internal 
procedure. And finally we had to ex 
plain to the people in industry what 
we were attempting to do and how 
we were doing it. All this went into 
the regulation. 

This time we felt that we could 
leave out the explanation of the in- 
ternal operation of CMP within the 
National Production Authority, and 
there was no necessity to put in lan- 
guage. to satisfy the military, be- 
cause they had long since been con- 


By Walter C. Skuce 
Assistant Administrator 
for Production Controls 
National Production Authority 
U. S. Department of Commerce 


vinced of the efficacy of the 
Controlled Materials Plan and of its 
the pro 
gram. So we put in the new regula- 


necessity in mobilization 
tion only the information that people 
in industry require to operate under 
CMP. 

In other respe¢ts also the regula- 
tions have been Simplified wherever 
possible. 

The CMP forms are virtually the 
same as those used during the war. 
CMP 4-A will again be used as the 
application form for materials for 
“A” products, CMP 4-B for those 
on the “B” list, and CMP 4-C for 
The other forms re- 
quired likewise wiil be similar to 


construction. 


those used under the wartime CMP. 

\s for the ‘ 
“B” products, a simple way to dif- 
ferentiate them is to remember that, 
‘A” products are those 
for which the production authoriza- 


_— products and the 


in general, 


tion is vertical, and “B” products 


are those for which the authoriza- 
tion is horizontal. 

In other words, the producer of an 
‘A” product obtains his production 
authorization directly from his cus- 
tomer. A prime contractor's custom 
i \ sub- 
contractor’s customer is a prime con- 
tractor or another sub-contractor. 
Thus the production authorization 
for an “A” 
from a Government agency to the 
prime contractor whose products it 
is buying, and in turn the prime con- 
tractor, as the customer of his sub- 


er is a Government agency 


product runs vertically 


contractors, passes the authorization 
on to them. Similarly, a sub-con- 
tractor who is sub-contracting some 
of his work to another sub-contractor 
passes the authorization on to the 
latter. 

“B” products, on the other hand, 


May, 1951—ELECTRICAL WHOLESALING 


are those where it is most practicable 
to furnish the production authoriza- 
tion horizontally to the producers 
This authorization is obtained from 
the appropriate Industry Division 
of the National Production Author- 
ity. In general, “B” products include 
certain civilian-type goods, industrial 
machinery and equipment, and com- 
ponents which are required for de- 
fense production, 

In the CMP accounting system, 
the supply of materials is established 
in terms of tonnage. A certain ton- 
nage is made available to the claim- 
ant agency which is responsible for 
a particular program, When con- 
tracts are let by procuring agencies, 
must charge the tonnage re- 
contracts 


they 
quired to meet those 
against the balance allocated to them 
and an agency may not place more 
contracts than its tonnage balance 
permits. 

The tonnage allotment is made on 
a quarterly basis, and if any part of 
the allotment is not used, it may not 
be carried over into the next quarter, 
but must be returned at the end of 
the quarter for which it was allotted. 

The same system of accounting, 
which stems from the Comptroller’s 
Office in the Defense Production Ad- 
ministration, applies all down the 
the 


prime 


line from claimant 
through the 


sub-contractor 


agency 
and 


con- 


contractor 
every Prime 
tractors and sub-contractors are re- 
quired by the regulations to examine 
the amounts of their allotments and 
to make a monthly review. Then, at 
the end of the quarter, they must 
report and return any excess ton- 
nage 

It is my belief and my hope that 
Government and industry will work 
together to make the operation of 
the Controlled Materials Plan suc- 
cessful now, as they did during the 
war, to the end that our mobilization 
program can be carried forward on 
schedule with the least possible dis- 
location in the 
That is the central aim of 


civilian economy. 


CMP. 
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The Electrical Distributor and 





By Luther D. Shank 


Building Materials Division 
National Production Authority* 


EFORE leaving Washington, 
one of the boys in my office 
reminded me that 48 percent 
of the airplane manufacturing in- 
dustry of America lies within the 
greater area of Los Angeles. It must 
be a source of pride to contribute so 
much towards this great instrument 
of war and peace 
Within th 
tween the mountains and the 
vitally important 
Program in 
Your 
naval de- 


Ss vast area lying be- 


ocean, 


ilization 
respects steel 
ng bases, 
missiles grounds, citrus 
industries, 
and 
small business enterprises, railroad 


and shipping facilities are all recog- 


agricultural 


thousands of medium 


fain 
large, 


nized as important cogs in the wheel 
of this defense economy. 

3y the end of this year, the Presi- 
dent has estimated that our defense 
production will be costing approxi- 
mately $45 to $55 billions annually. 
It is extremely difficult to imagine 
what this represents in goods and 
It is amazing to find that 
t represents less than 20 percent 
of our national The 
ingenuity of American industry rep- 
resented in this one fact, staggers 
the political imagination of the 
world. We are spending, for defense 
alone, sums equal to or greater than 


services 


income. 


gross 


the gross national income of several 
of our European allies 

\ very active part of this huge de- 
represented in 


fense spending is 


construction activity. In the eleven 
Western states, comprising the Pa- 
Mountain 

1950 increased 17 per- 


cific and regions, con- 
Struction in 
rhis area accounted. for a bet- 


ter than 18 percent of the total na- 


cent 


tional dollar volume of construction 
in 1950. In 1944, the Western states’ 
| 


share of total construction reached 


a high of 29 percent of the national 
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total. It can be expected again that 
Western construction will benefit 
heavily from the expansion involved 
in defense mobilization, 

Some evidence of this is apparent 
now. Of 71 Corps of Engineers 
projects valued at $195 million 
which were at or near the construc- 
tion award stage in March, twenty 
projects for $58 million, or 30 per- 
cent of the total dollar volume were 
to be located in the eleven Western 
states. 

It is predicted that housing con- 
struction will decline in 1951 in the 
Western area. However, these de- 
creases will be more than off-set by 
a mounting volume of military and 
defense supporting programs. An in- 
crease over the last year $5 billion 
activity of the Pacific and Moun- 
tain regions appears likely. 

Nationally, the value of new con- 
struction for 1951 is estimated at 
nearly $26 billion. This is a little 
less than $2 billion below 1950 fig- 
ures, however, in spite of this drop, 
there will be an estimated 250 per- 
cent increase in industrial defense 
construction. 

This increase in industrial con- 
struction will result in a much high- 
er dollar-per-job demand for elec- 
trical material. 

In 1950, the electrical generating 
capacity of this country was approx- 
imately 68 million kilowatts. This is 
being expanded to 83 million kilo- 
watts by 1952 and 103 kilowatts by 
1955. In other words, within 5 years 
time, there will be available an esti- 
mated 67 percent more electrical 
energy than at the present time. Yet, 
this increase in kilowatt production 
is of no value for any purpose until 
it is distributed. In distributing this 
electrical energy, you are going to 
be asked to supply more and more 
and more electrical materials. 

Obviously, after comprehending 
the extent of the proposed expansion 
in the electrical field, attributed, in 
a greater part, to the enormous re- 
quirements of defense and defense 
supporting activities, you distrib- 
utors, rightfully, question—how are 


we to operate in accordance with 
present government rules and regu- 
lations, with no doubt many more 
to come. 

1 am not qualified to discuss your 
pricing problems, this being a func- 
tion of the Office of Price Stabiliza- 
tion. However, I can discuss with 
you the N.P.A. 

The Defense Production Act of 
1950 authorized the President, along 
with many other powers, to establish 
a system of priorities and allocations 
for materials and facilities necessary 
for the national security. To carry 
out the intent of Congress, the Presi- 
dent created the Office of Defense 
Mobilization with Mr. Charles E. 
Wilson as its Director. 

Under the Office of Defense Mo- 
bilization is established the Defense 
Production Administration as well 
as the Office of Price Stabilization 
and several other defense agencies. 
The Defense Production Adminis- 
tration, or as we call it the DPA, 
was, until May 1, under the leader- 
ship of General William Harrison, 
and under the direction of 
Edwin T. Gibson as acting adminis- 
trator. This agency was established 
for the purpose of determining pol- 

To carry out the policies estab- 
lished by the Defense Production 
Administration, there is the National 
Production Authority, which as the 
name implies, is a production au- 
thority, and is under the direction 
of Manly Fleischmann. Going on 
down the line further, we come to 
the Construction and Facilities Bu- 
reau, of which the Building Mate- 
rials Division is a part. We are 
getting pretty close to home now as 
the Electrical Products Branch is 
part of the Building Materials Divi- 
sion. 

In this Branch, we are responsi- 
ble for the production of items such 
as lighting fixtures of all types, in- 
cluding street and highway lighting, 
flood lighting, traffic control signals 
and aviation ground lighting. We 
have conduit, conduit fittings, boxes, 
wiring devices, fuses, connectors, 


now 
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knife enclosed switches, busways 
and bus-ducts, panelboards, service 
entrance equipment and many other 
items. 

In other words, the production of 
all electrical equipment, except cop- 
per wire, from the secondary side 
of the utility distribution, through- 
out the building, which becomes part 
of the building, are for the most 
part under the jurisdiction of this 
Branch. 

Our function is to determine the 
required amounts of these materials 
necessary to maintain the defense 
and defense supporting economy. 
Then we attempt to make provision 
for manufacturers to 
cient raw 


suffi- 
material to manufacture 
the needed products, and assist him 
with problems he has in achieving 
this end. 

As an example, about the first of 
the year, we became swamped with 
nationwide requests from industrial 
plants and construction projects for 
busway, bus-duct, knife enclosed 
switches, panelboards, and related 
equipment. This condition was un- 
derstandable as manufacturers in 
aligning their production facilities 
for defense were using more and 
more power than ever before. Their 


secure 


distribution systems were not ade- 
quate to supply the necessary power, 
consequently, this load plus the new 
construction load resulted in a huge 
demand for the so-called low voltage 
distribution equipment. 

To prevent a general slow-down 
in the defense effort, our office un- 
dertook a program whereby manu- 
facturers of this vital equipment, 
were assured of obtaining the neces- 
sary copper, steel, and component 
parts to meet the requirements. 

Beginning July 1, the manufac- 
turers of defense and defense sup- 
porting products will operate under 
the Controlled Materials Plan. I am 
sure that all of you who were as- 
sociated with the electrical indystry 
or as far as this is concerned, ‘with 
any manufacturing or distributing 
industry during World War II, are 
familiar with the operation of the 


Controlled Materials Plan. Briefly, 
it provides a method whereby manu- 
facturers are assured of obtaining 
copper, steel, gluminum and the nec 
essary components to complete their 
essential defense production sched 
ules. 

Of all the materials that you dis- 
tribute, there is probably only one 
that is classified as a Controlled 
Material, namely, bare and insulated 
copper wire. CMP Regulation 4, 
which will be known as the ware- 
house regulation, establishes proce- 
dure for handling orders calling for 
control materials. Your inventories 
will be maintained by specific NPA 
directives to be issued from time to 
time. 

The NPA recognizing the diffi- 
culty encountered during the early 
stages of World War II with inade- 
quate distributor’s stocks of copper 
wire, is making every effort this 
time to see that this condition is 
avoided. 

In the Copper Division, there is 
established a Wire and Cable 
Branch. Mr. Glen Ralston, formerly 
Vice-President in Charge of Sales 
of the Rome Wire and Cable Com- 
pany, is the Chief of this branch. 
Mr. Ralston is very sympathetic 
with distributor’s problems and to 
this end, has established a Distribu- 
tor’s Section of the Wire and Cable 
Branch. Mr. William Dwyer, for 
merly with Triangle, later 
General Cable, will head up this 
section. His job will solely be that 
of maintaining proper distributor in- 
ventories of copper wire. 


with 
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It is the general thinking within 
NPA, that our economy is, or 
be, producing at a rate sufficiently 
high to more than satisfy all defense 
and supporting require 
ments. It is hoped that once the 
Controlled Materials Plan becomes 
operative, a flow of components into 
your stocks will be at 


will 


defense 


a rate high 
enough to preclude any necessity 
for you filling out any forms to re 
plenish your inventories. This does 
not, however, apply to copper wire 
but does apply to all other defense 
and defense supporting components 

This means that while the manu 
facturers of new cars, refrigerators, 
appliances, etc., will not be given 
assistance to obtain materials, 
the the repair 
parts will be assisted so that present 


raw 
manufacturers of 


products of this nature now in the 
consumer’s possession will be main 
tained in an operating condition 
This is the target. But, in spite of 
careful aiming, sometimes we miss 
the target. You may rest assured 
that if such is the case, provision 
will be made to provide you with the 
necessary ratings to maintain mini 
mum working inventories. 

So that we in NPA may have a 
finger on the pulse of the electrical 
distribution industry, there has been 
formed an Industry Advisory Com 
mittee. This committee had its first 
meeting last December and has an 
other meeting scheduled for the mid- 
dle of May. Fred Goss of the Elec 
trical Supply Distributing Company, 
in San Diego, is the Western rep- 
resentative on this committee. We 
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would suggest that if you have in- 
dividual prob ems which may, in 
your opinion, be considered an in- 
dustry problem, contact Mr. 
\sk him to present this prob- 
lem before the and [ as- 
full 


you 
Goss ] 
committee 
sure you it will receive 
sideration. 

\t this point, I would like to ask 
that all junk and scrap 
metals are salvaged and returned to 
channels that will assure their utili- 
zation in the manufacturing of steel, 
copper and aluminum. The serious- 
ness of this request is indicated by 
the fact that we must find 3 million 
more tons of steel scrap than was 
found last year, which was the big- 
gest year ever for steel scrap collec- 
tion. In 1952, we must find 6 mil- 
lion more tons of scrap. Without 
this additional scrap, our entire de- 
fense program will be jeopardized. 
Copper is pitifully short and every 
effort must be made to dig up and 
return all of the scrap copper that 
you can find anywhere. 

We request that each and every- 
upon returning to your 
organizations, issue in- 
structions to your personnel that 
they must promptly return through 
legitimate channels all scrap metal 
available within your organization. 
This means short ends of wire, dam- 
aged wire, damaged conduit—every- 
thing that has only junk value. 

It certainly a pleasure 
and a privilege to be able to address 
you for these few moments. I want 
to extend to you a cordial invitation 
to visit that 
consulting 


con- 


you to see 


one of vou, 
respective 


has been 


our offices 
East. If 
local NPA 
cannot find the 
not show any hesitancy 


anytime 
after 
field 


answer, 


you are 
your offices, you 
please do 
in consult- 
ing with us 

In closing, I would like to quote 
from the concluding paragraph of 
the first report to the President by 
the Director of Defense Mobiliza- 
tion, Mr. Charles FE. Wilson—‘“All 
of us must remember in the months 
ahead that it is vastly better to pre- 
vent a war, 1f we can, 
one—and the surest course towards 
prevention of World War IIT is 
through building the might of Amer- 
ica and with it the might and the 
security of the free world.” 


than to win 


* An address delivered before the Pacific 
Zone Meeting of the National Association 
of Electrical Distributors, at San Bernar- 
dino, Califowmia, May 3rd, 1951. 
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Class B Products * 
Product 


Class Code 


34711 
3471592 


Specialized eenneeeent 


Industrial fans and blower 


Manufacturers Will Need Authorization 
Of NPA To Produce These Products 


Product 


Incandescent lighting fixtures, except specialties 
Fluorescent lighting equipment, except portable. 
Incandescent street and highway lighting equipment. . 

fighting equipment, N.E.C.. 
Power-driven hand tools... .. 


Electric industrial furnaces and ovens.. 
Sewing machines (certain types). . 
Vacuum cleaners, except household. . 





an c 
conditioning pruebas 
C g units, refrig 


and cie-condiioning. . 





“a 


and a 


NPA 
Division 


units, 


refrigeration and air- 





Heat exchangers, refrig 


Pole line and transmission 


Prime mover generator sets. 
Motor and generator parts. . 
Transformers 


automotive 


Arc welding electrodes 


dist 





Refrigeration machinery and air 

Current-carrying wiring devices... 

Non-current carrying wirin devices and wpe 4 
ardware.. : 

Carbon and graphite electrical products. . 

Integrating instruments, electrical 

Oscilloscopes and oscillographs . es 

Test equipment for testing electric circuits and motors, N.E.C. 

Electrical measuring instruments, N.E.C. 

Fractional horsepower motors... . 

Integral, horsepower motors and generators, under 2 ,000 kw 


Motor-generator sets and other rotating equipment 
Switchgear and switchboard apparatus. 
Industrial electrical control equipment, except railroad and 


Fuses and fuse equipment, under 2, 300 volts... 
Arc welding machines and eeneuener el except electrodes 





Capacitors for industrial use 
Rectifying apparatus . 


Household water heaters... 


Eloctte lamps — bulbs 
ial radio « 


High- leequency induction and ‘dielectic salen appa 


Electrical equipment for industrial | use, N.E.C. 


Commercial cooking and food warming « equipment 
Internal combustion engine electrical equipment. . 


ation and navigation aids 


"and electrodes 





ts for ¢ 


ations 





oer type comp 





a os) = 


Recorders, a audio equipment. 

T itti d | type tubes. 

Radio one be oo tubes, except cathode ray 
s, television receiver type 





— 





— 


graph 


— "PY 





Electro-th 
Electrical hearing aids. 
Clocks and wate 


* List subject to change 





Alarm and signaling systems, N.E.C. 
Primary batteries, , dry and wet 


es (certain types) 


except telephone and tele- 








Tentative list of products for 
which applications are not required. 


Motor vehicles—passenger type. 

Household refrigerators and freezers and com 
fort air conditionjng 

Heating and cooking equipment 
household electrical appliances. 

Vending and amusement machines. 
-household 
Vacuum cleaners—household. 
Home radio and television sets 
Automobile trailers (not incl. truck or house 


residential 


Sewing machines 


trailers) 
Sheet metal awnings and radiator enclosures 
Venetian blinds 
Household furniture 


Professional furniture for beauty and barber 
shops. 

Window shades 

Women’s hand bags 

Small leather goods 

Household stamped and pressed metal products 
(including enameled) 

Domestic laundry machinery. 
such as dish- 
polishing ma- 


Househo!d service equipment, 
washing machines, water softeners, 
chines. 

Motorcycles and bicycles 

Jewelry and jewelry findings, silver and plated 
ware 

Pianos, organs, musical instruments and parts. 


Games and toys, children’s vehicles 


Dolls 


Sporting and athletic goods 
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Controlled Materials Plan 
Here’s How It Works 


As in World War II, products 
programmed under the Controlled 
Materials Plan fall into two categor- 
ies: “A” products and “B” prod- 
ucts. 


In general, “A” products are those 
where the most convenient method 
of production authorization is verti- 
cal. Producers of “A” products get 
their production authorizations and 
material allotments from their cus- 
tomer. A prime contractor’s cus- 
tomer is a Government agency. A 
sub-contractor’s is a prime contractor 
or another sub-contractor. 

The “B” list programs will include 
certain products where it is most 
practicable to furnish authorizations 
horizontally, directly to the pro- 
ducer. In general, this list will in- 
clude certain civilian types products, 
industrial machinery and equipment, 
and components which are needed 
for defense. Producers on the “B” 
list will obtain their authorizations 


and allotment from their NPA In- 
dustry Division. 

It is planned that after the first 
quarter of operations, CMP will be 
decentralized. In World War IT it 
was found that in the great majority 
of cases CMP authorizations and 
allotments were best handled through 
field offices. Most producers will 
then apply to their local offices. This 
cuts down the paper work in Wash- 
ington and saves producers time, 
trouble, and expense. 


A Flexible Plan 


The flexibility of the Controlled 
Materials Plan is particularly suited 
to today’s dual economy. Defense 
production can be insured through 
Controlled Materials Plan authori- 
zation. Civilian production is en- 
couraged rather than discouraged. 

For the time being, at least, the 
Controlled Materials Plan will be 
limited to defense production and to 
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a relatively few special programs for 
pre duction of vitally needed defense 
supporting items, Thus, while exact 
information is not yet complete, the 
present program for defense and de- 
fense supporting production will not 
require the whole supply of basic 
controlled materials. There will be 
in fact a substantial balance of steel, 
copper and aluminum available for 
non-defense use. This balance of ma- 
terials, after allotments under CMP 
will be available for non-defense pro 
duction. A rough balance between 
supply and demand for the left-over 
balance will be preserved by using 
other NPA powers, such as “M” or 
limitation orders to reduce less es 
sential civilian production and assure 
a proportionate amount of materials 
will be available for civilian business, 
large or small. 


Time Table for Business 


the Con 


will 


Producers affected by 
trolled Materials Plan 
plenty of time to brief themselves on 
procedures and regulations and be 
ready to operate under the Con 
trolled Materials Plan after July 1 
Forms, operating instructions and 
the official “B” list will be made 
available by May 1, 1951, so that 
producers coming under Controlled 
Materials Plan programs will have 
two months to prepare. 

As detailed information is made 
available during the month of April, 
it will be reported in the general 
and trade press. Copies of regula 
tions and procedural forms will be 
available to businessmen through the 
Department of Commerce in Wash- 
ington and its field and 
through national trade associations, 
trade press and similar groups. 
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DPA 


WHO 
Edwin T. Gibson 
H. G. Wilde 
J. C. Pritchard 
Charles H. Kendal 
Charles E. Wampler 
W. W. Watts 


WHO 
Manly Fleischmann 
George Clifford 
Thomas S. Nichols 
Frank R. Creedon 
Walter C. Skuce 
Dean O. Bowman 
John H. Hollands 
John Peckham 
William A. Murphy 
Edward K. Moss 
Nathaniel Knowles 


ESA 


WHO 
Eric Johnston 
Mrs. Chase Going Woodhouse 
George M. Harrison 
Francis P. Whitehair 
G. Griffith Johnson 
Joseph P. Casey 


Kenneth Clark 


Ralph D. Hetzel 
Michael DiSalle 


Cyrus S. Ching 
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DEFENSE PRODUCTION ADMINISTRATION 


Excercises general direction of the defense production program which includes 
control and coordination of the plans, procedures and methods of the several 
Executive Departments and Agencies having defense production responsibilities. 
This includes procurement, contracting, and construction, as well as the conver- 
sion, requisitioning, or expansion of production facilities and the financing thereof. 
Encourages the participation of small business. 


WHAT WHERE 
Acting Administrator Dept. of Commerce Bldg. 


Assistant to the Administrator Dept. of Commerce Bidg. 
Director, Office of Small Business Dept. of Commerce Bidg. 
General Counsel Dept. of Commerce Bldg. 
Director of Program and Requirements Dept. of Commerce Bidg. 
Assistant to the Administrator Dept. of Commerce Bldg. 


NATIONAL PRODUCTION AUTHORITY 


Established on September 11, 1950, by the Secretary of Commerce to assist him in 
carrying out his functions under the Defense Production Act of 1950. As head of 
the NPA, the Secretary appointed an Administrator, whose functions are: 

1. To insure that rearmament requirements for production materials and facil- 
ities are met on schedule; 

2. To insure that, after defense needs are met, the remaining supply of critical 
materials and products is distributed equitably for nondefense uses; 

3. To develop and promote measures for the expansion of productive capacity 
and supply of materials and facilities necessary for the national defense and for 
maintaining a strong economy. 

The Administrator has authority over priorities and allocations and he has 
authority to requisition. 


WHAT WHERE 
Commerce Bldg. 


Commerce Bldg. 
Commerce Bidg. 
Commerce Bidg 
Commerce Bldg. 
Commerce Bldg. 
Commerce Bidg 
Commerce Bidg. 
Commerce Bidg. 
Commerce Bldg. 
Commerce Bidg. 


Administrator 

Congressional Liaison 

Deputy Administrator 

Assistant Administrator for Facilities and Construction Bureau 
Assistant Administrator, Production Controls 
Assistant Administrator, Policy Coordination Bureau 
General Counsel 

Director Compliance Division 

Administrative 

Information 

Analytical 


ECONOMIC STABILIZATION AGENCY 


To preserve and maintain stabilization of economy; plan and develop price and 
wage stabilization policies; inform country of need for stabilization and promote 
voluntary action toward this end; consult with Government officials handling 
procurement, production, man-power, rent control, fiscal credit, and mone- 
tary policies concerning measures within their jurisdiction which will assist 
stabilization. 


WHAT WHERE 

Temporary E Bidg. 
Temporary E Bidg. 
Temporary E Bldg. 
Temporary E Bidg. 
Temporary E Bidg. 
Temporary E Bidg. 


Administrator 

Congressional Liaison 

Special Assistant 

General Counsel 

Economic Advisor 

Assistant to the Administrator for 
Congressional Relations 

Assistant to the Administrator for 
Information 

Executive Assistant (Acting) 
Director, Office of Price 
Stabilization 

Chairman, Wage Stabilization Board 


Temporary E Bidg. 


Temporary E Bidg. 
Temporary E Bidg. 


Temporary E Bidg. 
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Inventory Control 


Regulation I 


(As issued Sept. 18, 1950 
including interpretations 1, 2 and 3) 


What it does—N PA's regulation 
1 prevents the accumulation of ex- 
cessive inventories of materials in 
short supply by limiting the quanti- 
ties of such materials that can be 
ordered, received or delivered. 

Everyone, except ultimate con- 
sumers buying for personal or house- 
hold use, is required to comply with 
this regulation. It covers all persons 
who buy or sell either for use or for 
resale including resale in export 
trade. 


The Three Restrictions 


1. Restriction on receipts — No 
person may receive or accept de- 
livery of material in the list below if 
his inventory of that material is, or 
by such receipt would become more 
than a practicable minimum working 
inventory. 

In figuring his inventory, a person 
must include all such material in his 
possession or held for his account by 
others but not that held by him for 
the account of others. Material is 
considered to be in inventory until 
actually put into process or actually 
installed or assembled. 

This regulation does not provide 
for disposal of excess inventory 
which may be on hand. Excess in- 
ventory may, however, be subject to 
requisition, under certain circum- 
stances (when the President deems 
it necessary for the defense of the 
U. S.) as provided in section 201 
(a) of Title II of the Defense Pro- 
duction Act of 1950. 

Any person engaged in a seasonal 
business or industry who normally 
stocks inventory in advance of the 
season may notwithstanding the first 
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restriction, accept such advance de- 
livery of his seasonal requirements 
provided that the deliveries accepted 
are no greater and no further in ad- 
vance than those which he would 
normally accept in the ordinary 
course of his business to meet rea- 
sonably anticipated seasonal require- 
ments. 

2. Restriction delivery—No per- 
son may deliver any material if he 
knows or has reason to believe that 
his customer is not permitted to re- 
ceive it under this regulation. 

3. Restriction on ordering—No 
person may place any order calling 
for delivery of any material earlier 
or in larger amounts than he would 
be permitted to receive under this 
regulation. 

A person may not place orders 
with different ;suppliers totalling 
more of the orders before delivery. 


Adjustment of Orders 


Outstanding orders, placed be- 
fore the effective date of this regula- 
tion, for delivery earlier or in greater 
quantities than a person is permitted 
to receive, must be promptly can- 
celled reduced or deferred to the ex- 
tent that the original scheduled de- 
livery would result in his exceeding 
his practicable minimum working 
inventory. 

A person requirements 
change, either because of an altera 
tion in operations, slowing or stop- 
page of production, delayed delivery 
by suppliers, or otherwise, must 
promptly cancel, reduce or defer his 
outstanding orders to the extent that 
the original scheduled delivery 
would result in his exceeding his 
practicable minimum working in- 
ventory. 

NPA does not intend to prescribe 
which of the methods—cancellation, 
reduction or deferment— is to be 
employed to avoid excessive deliver- 
ies. Any adjustment of purchase or- 
ders which prevents accumulation of 
excessive inventories serves the pur- 
pose of the regulation, no particular 
form of adjustment is prescribed, 
but the matter is left to mutual agree- 
ment of the parties. 

Where a person has promptly ad- 
justed his outstanding orders, de- 


whose 
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livery of the material involved may 
be made and received and the re- 
striction on receipts may be exceeded 
to the following extent only: 

(a) Delivery may be made and 
accepted if the supplier has shipped 
the material or loaded it for shipment 
before receipt of the instruction to 
adjust. 

(b) Delivery may be made and ac- 
cepted of any special item which 
the supplier actually has in stock or 
in production, or for the production 
*f which he has acquired special com- 
ponents or special materials. lor the 
purpose of this regulation, a special 
item is one that the supplier does 
not usually make, stock, or sell, and 
which cannot readily be disposed of 
to others. 

(c) Delivery may be made by, 
and accepted from a producer, if the 
material has already been produced 
or is in production before receipt of 
the instruction to adjust and cannot 
be used to fill other orders on the 
producer’s books. 

The basis of each of these provi 
sions is that it would be inequitable to 
prohibit the described supplier from 
making delivery where, before re- 
‘eiving instructions to adjust his cus- 
tomer’s outstanding order, he has al- 
ready loaded, placed in physical 
transit, produced, etc., the material 
to the specified extent for the 
purpose of filling the specific or- 
der sought to be adjusted. To make 
effective the supplier’s right to de- 
liver, however, there is necessarily 
provided a corresponding right to 
receive delivery by persons whose 
permitted inventories would other- 
wise be exceeded. 

Although these provisions are ex- 
pressed in terms of a two-party 
transaction, one party being the per- 
son making delivery and the other 
being the person receiving delivery, 
it is apparent that between these 
two parties there may be one or 
more intervening dealers who, al- 
though perhaps buying and selling 
in their own names, do not take or 
make physica: delivery but serve as 
conduits through whom delivery is 
made by their suppliers to their 
customers. It is clearly the latter de- 
livery to which the regulation refers. 
The persons authorized to receive 
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delivery are thus not such interven- 
ing dealers but rather the persons 
who, notwithstanding the required 
adjustment of their outstanding or 
ders, would otherwise exceed their 
permitted inventories by accepting 
delivery, It is into their inventories 
that delivery is allowed to go. The 
purpose is to allow delivery to be 
made by the person with physical 
possession who meets the specified 
conditions, and to be received by the 
person taking the material into his 
physical inventory—the latter being 
the person who initially gives the 
instruction to adjust his outstanding 
orders, regardless of how many in- 
tervening dealers who do not take 
the material into inventory may be 
involved. 


Separate Operating Units 


In the case of a person who keeps 
separate inventory records for them, 
this regulation applies to each such 
operating unit independently. 

\ person may import any material 
wcquired prior to landing without re- 
eard to the inventory restrictions of 
this regulation. However, if his in- 
ventory of a material thereby be 
comes in excess of the amount per- 
mitted, he may not receive further 
deliveries of it from 
sources until his inventory is reduced 
to permitted levels. The inventory 
restrictions of this regulation do 
apply to any deliveries of the im- 
ported material he makes, and to 
the amount of it that any person ac- 
cepting delivery from him is per- 
mitted to receive. 

The term “landing” is interpreted 
as including entry by land as well as 
by sea or air. The exemption is not 
limited, however, to the person who 
takes title prior to landing or who 
makes the customs entry. It extends 
also to persons who, prior to landing, 
purchase or contract to purchase the 
material from or through the import- 
ing broker, wholesaler, or other im- 
porter, even though the latter makes 
the customs entry in his own name, 
places the material on board the 
inland carrier for shipment to his 
customer, and retains title until such 
shipment is made. If the broker, 
wholesaler, or other importer takes 


domestic 
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the material into his own stock or 
inventory, however, any 


whom he delivers it is subject to the 


person to 


regulation and may not accept de- 
livery if his inventory already is or 
would thereby be made excessive 

One result of this rule is that the 
adjustment of outstanding orders 
does not apply to orders for imported 
material placed by persons who, as 
explained above, are entitled to take 
delivery from or through the broker, 
wholesaler or other importer who 
does not take the materials into his 
own stock or inventory. Outstand- 
ing orders for domestic materials 
must, of course, be adjusted as pro- 
vided in the regulation. 

In the case of materials that are 
mass produced or are normally 
marketed only in minimum 
quantities, a person may order and 
receive from a producer a minimum 


sales 


production run of such a material, or 
from any other supplier a minimum 
sales quantity, provided it is not 
practicable for him to procure his 
needs from other suppliers in smaller 
quantities, even though his inven 
tory of such material is thereby 
increased beyond a practicable mini- 
mum working inventory. He may 
receive additional quantities, 
however, until his inventory is re- 
duced below a practicable minimum 


working inventory. 


not 


Persons complying with this reg- 
ulation are entitled to the protection 
afforded by Section 707 of the De- 
fense Production Act of 1950, which 
provides in part that “No person 
shall be held liable for damages or 
penalties for any act or failure to act 
resulting directly or indirectly from 
his compliance with a rule, regula- 
tion, or order issued pursuant to 
this Act, notwithstanding that any 
such rule, regulation, or order shall 
thereafter be declared by judicial or 
other competent authority to be in- 
valid. 

From the date of issuance of 
this regulation, each person sub- 
ject to its provisions shall retain 
in his possession the records 
which he customarily maintains 
of inventories, receipts, deliv- 
eries and use. This does not re- 
quire any addition to present ac- 
counting records and methods 
and does not specify any particu- 
lar accounting method. 

Persons subject to this order 
shall make such records and sub- 
mit such reports to the National 


Production Authority as it shall 
require, subject to the terms of 
the Federal Reports Act. 

All records required shall be 
made available at the usual place 
of business where maintained, 
for inspection and audit by duly 
authorized representatives of the 
National Production Authority. 

Any person affected by any pro- 
vision of this regulation may file an 
application for an adjustment or ex- 
ception upon the ground that such 
provision works an exceptional and 
unreasonable hardship upon him not 
suffered generally by others in the 
same trade or industry or that its 
enforcement against him would not 
be in the interest of the national de- 
fense program. All such applications, 
as well as any other letters or ques- 
tions, should be addressed to: Na- 
tional Production Authority, Wash- 
ington 25, D. C., Ref.: R-1. 


Violations 


Any person who wilfully violates 
any provision of this regulation, or 
furnishes false information or con- 
ceals any material fact in the course 
of operation under it, is guilty of a 
crime and upon conviction may be 
punished by fine or imprisonment 
or both. In addition, administrative 
action may be taken against any such 
person to compel necessary adjust- 
ment of his inventories or to suspend 
his privilege of making or receiving 
further deliveries of materials sub- 
ject to this regulation. 


Priorities System 


Regulation 2 


(As amended with interpretation 1 
Feb. 27, 1951) 


What it does—It permits the 
defense program to get first call on 
the nation’s resources. It sets up 
the basic rules of a priorities system 
and states what kind of orders are 
rated orders, how to place them and 
the preference status of such orders. 

Only a single rating is authorizea 
to be known as a “DO rating.” This 
rating will be identified by the prefix 
DO and thi two digits identifying 
the procurement program, which 
must be furnished a supplier by the 
person using the rating. All DO 
rated orders will have equal prefer- 
ential status. 
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When a regulation, order or cer- 
tificate assigns a DO rating to any 
person either by naming him or by 
describing the class of persons to 
which he belongs that person may 
apply the DO rating to get delivery 
of material or the performance of 
certain services, 

No person may place rated orders 
for more material than he is author- 
ized to rate even though he intends 
to cancel some of the orders or re- 
duce the quantity of material ordered 
to the authorized amount before it 
is all delivered. 

When a person has received a 
rated order for the delivery of ma- 
terial, he may extend the rating to 
get the material which he will de- 
liver on that order, or which will 
be physically incorporated in the 
material which he will deliver, in- 
cluding containers and packaging 
materials required to make the de- 
livery, and including also chemicals 
directly used in the production of 
the material. 

f a person has made delivery of 
material or has incorporated it into 
the material which he has delivered 
on a rated order, he may extend the 
rating to replace it in his inventory 
subject to the provisions of Regula- 
tion 1 on inventory. Whether or not 
the material is covered by Regulation 
1, no rating may be used for any in- 
ventory replacement which would re- 
sult in more than a practicable mini- 
mum working inventory, as defined 
in Regulation 1. Any material or- 
dered with a rating as replacement in 
inventory must be substantially the 
same as the material which the per- 
son delivered or inco:,-orated in the 
material which he delivered, except 
for minor variations in size, shape 
or design. 

\ person who has received a rated 
order may not extend the rating to 
get material for plant improvement, 
expansion, or construction, or to get 
machine tools or other items which 
he will carry as capital equipment. 


Use of Ratings for Service 


If the NPA specifically authorizes 
a person to use a rating to get ser- 
vices, he may use it for that purpose. 

Except as provided in above para- 
graphs, no person may use a rating 
to get services. 

A person to whom a rating for 
services, as distinct from the pro- 
duction or delivery of material, has 


























The electrical wholesale distributor has proved his ability to per- 
form successfully in the market conditions created by an emergency. 


been applied or extended may not 
extend the rating for any purpose. 


How to Apply or Extend a Rating 


When a person applies or extends 
a rating, he must put the prefix DO 
and the two digits supplied to him, 
for example DO-39, on his purchase 
order, or on a separate piece of paper 
attached to the order or clearly iden- 
tifying it, together with the words 
“Certified under NPA Regulation 
2.” This certificate constitutes a rep- 
resentation to the supplier and to the 
NPA. that the purchaser is author- 
ized to use the rating for the delivery 
of the materials covered by the order. 

Certifications on purchase or 
delivery orders must be signed 
by the person placing the order 
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or by a responsible individual 
who is duly authorized to sign 
for that purpose. The signature 
must be either by hand or in the 
form of a rubber stamp or other 
facsimile reproduction of a hand- 
written signature. If a facsimile 
signature is used, the individual 
who uses it must be duly author- 
ized in writing to use it for this 
purpose by the person whose sig- 
nature it is, and a written record 
of the authorization must be 
kept. 

When a rated order is placed by 
telegram the rating identification 
and certificate must be set out in 
full in the telegram. It will be suffi- 
cient if the file copy of the telegram 
is signed in the manner required 
for certification. 

On rated orders requiring ship- 
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ment within seven days, the sub- 
stance of the certification may be 
stated verbally or by telephone. How- 
ever, the following rules must be 
complied with: 

(1) The person making the 
statement for the buyer must be a 
person duly authorized to make the 
certification. 

(2) Both the buyer and the seller 
must promptly make a written rec- 
ord of the fact that the certification 
was given orally and the record 
must be signed by the buyer in the 
same way as a certification. 

The person who places a rated 
order, the individual whose signature 
is used and the individual who ap- 
proves the use of the signature, will 
each be considered to be making a 
representation to the NPA that the 
statements contained in the certifica- 
tion are true to the best of his 
knowledge and belief. The person 
receiving the certification and any 
other information required to be in- 
cluded: with it, shall be entitled to 
rely on it as a representation of 
the buyer unless he knows or has 
reason to believe that it is false. 

No person shall knowingly apply 
or extend or purport to apply or 
extend a rating to any order unless 
he is entitled to do so. No person 
shall apply or extend a rating for 
material or services after he has re- 
or after the serv- 
and any 
a rating 


ceived the material 
ices have been performed 
person who receives such 
shall not extend it. 

No person may extend any rating 
inventory after three 
months have passed from the time 
he could have first extended it. 

If the purchase requirements for 
filling a number of rated orders for 
different items bearing different rat- 
ing identifications are combined in 
one purchase order, each applicable 
rating identification must be placed 
alongside the related item. 

If the purchase requirements for 
filling a number of rated orders for 
the same material but bearing dif- 


to replace 


ferent rating identifications are com- 
! in one purchase order, the pur- 
chase order must show the amount 
of each material to which a particu- 
lar rating identification is extended. 

In the case of a manufacturer of 
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common components or shelf items 
or any other person who has a num- 
ber of rated orders for which he 
cannot place orders for minimum 
commercially procurable quantities 
of materials, to fill the rated orders 
individually, he may place one rated 
order for all the materials using the 
identification symbol DO-99. How- 
ever, the amounts so ordered may 
not exceed the total amount of the 
material required for the rated or- 
ders so combined. 

Every order bearing a rating must 
be accepted and filled regardless of 
existing contracts and orders except 
as provided. 

A person must not accept a rated 
order for delivery on a date which 
would interfere with delivery of 
rated orders which he has already 
accepted, nor if delivery of the ma- 
terial ordered would interfere with 
delivery on an order which the NPA 
has previously directed him to fill. 

If a person when receiving a 
rated order bearing a specific de- 
livery date does not expect to be able 
to fill it by the time requested, he 
must not accept it for delivery at that 
time. He must either (1) reject the 
order, stating when he could fill it, 
or (2) accept it for delivery on the 
eaFliest date he expects to be able to 
deliver, informing the customer of 
that date. He may adopt either of 
these two courses, depending on his 
understanding of which his custo- 
mer would prefer. He may not re- 
ject a rated order just because he 
expects to receive other rated orders 
in the future. 

A supplier does not have to accept 
a rated order in any of the following 
cases, but there must be no discrim- 
ination in such cases against rated 
orders or between rated orders of 
different customers : 

(1) If the person seeking to 
place the order is unwilling or unable 
to meet regularly established prices 
and terms of sale or payment. When 
a person who has a rated order asks 
a supplier to quote his regularly 
established prices and terms of sale 
or payment, the supplier must do so, 
except that if this would require de- 
tailed engineering or accounting 
work, he may give his best estimate 
without such work and say that it is 
not binding. However, the supplier 
need not quote if he is not required 
to accept the rated order and advises 
the person seeking the quotation of 
the reason for his refusal. 


(2) If the order is for the manu- 
facture of a product or the per- 
formance of a service of a kind which 
the person to whom the order is of- 
fered has not usually made or per- 
formed, and in addition, if either (i) 
he cannot fill the order without sub- 
stantially altering or adding to his 
facilities or (ii) the order can readily 
be performed by someone else who 
has usually accepted and performed 
such orders. 

(3) If an order for material is 
offered to a person who produces or 
acquires it for his own use only, and 
he has not filled any orders for that 
material within the past two years. 
If he has filled any orders within 
that period, but the rated order 
would take more than the excess 
over his own needs, he may reject 
the order for any amount over the 
excess. 

(4) If filling the order would 
stop or interrupt the supplier’s oper- 
ations during the next 60 days in a 
way which would cause a substantial 
loss of total production or a sub- 
stantial delay in operations. 

Any person who refuses to accept 
a rated order shall, upon written 
request of the person placing the 
order, promptly give his reasons in 
writing for his refusal. 

When a rated order is rejected in 
violation of this part, a report of the 
relevant facts may be filed with the 
NPA, Washington 25, D.C., Ref: 
Regulation 2. The NPA will take 
such action as it considers appropri- 
ate after requiring an explanation 
from the person rejecting the order. 

If a rating which has been used by 
a person is revoked he must im- 
mediately, in the case of each order 
to which he has applied such rating, 
either cancel the order or inform his 
supplier that it is no longer to be 
treated as a rated order. If any per- 
son receives notice his cus- 
tomer or otherwise that the custo- 
mer’s order is no longer a rated 
order or that the customer’s order 
is cancelled, he must immediately 
withdraw any extensions of that 
rating which he has made to any 
purchase order placed bv him. 

Every person who has rated or- 
ders on hand must schedule his oper- 
ations, if possible, so as to fill each 
rated order by the required delivery 
or performance date. If this is not 
possible, for any reason, he must 


from 


give precedence to all rated orders 


over unrated orders. 
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As between conflicting rated or- 
ders, precedence must be given to 
the order which was received first 
with the rating: Provided, That 
orders received prior to October 3, 
1950, and which receive ratings 
prior to October 31, 1950, take pre- 
cedence as of the dates on which 
orders were first placed. As between 
conflicting rated orders received on 
the same date, precedence must be 
given to the order which has the 
earliest required delivery or per- 
formance date. 

A rated order calling for earlier 
delivery than a rated order already 
accepted must not be allowed to 
interfere with scheduled delivery on 
the first order, but if both deliveries 
can be made on schedule it is not 
necessary to produce or make de- 
livery on the first customer’s order 
ahead of the second. 

The general rule is that any change 
in a customer’s rated order consti- 
tutes a cancellation of the order and 
must be considered as a new order 
received on the date of the change, if 
the change will require the manufac- 
turer to interfere with his produc- 
tion, for example: 

(1) A change in shipping desti- 
nation does not constitute the plac- 
ing of a new order. 

(2) An increase in the total 
amount ordered is a new order to the 
extent of the increase unless it can 
be filled with only a negligible in- 
terference with the filling of later 
rated orders. 

(3) A change in the date of the 
delivery, whether advanced or de- 
ferred, when made by the customer, 
is a new rated order if it interferes 
with production or delays delivery 
on another rated order. 

(4) A reduction in 
amount ordered will 
not require a change in the manu- 
facturer’s schedule and will not con- 
stitute a rated order. If the 
quantity is reduced below a mini- 
mum production quantity, the manu- 
facturer may insist on the delivery 
of not less than a minimum produc- 


the total 
presumably 


new 
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tion quantity. If the customer is not 
willing to order that amount, the 
manufacturer may reject the order. 
The manufacturer may not dis- 
criminate between customers in re- 
quiring delivery of minimum pro- 
duction amounts. 

(5) When the customer directs 
the manufacturer to hold or suspend 
production without specifying a new 
delivery date, the rated order must 
be considered cancelled. If requested 
to do so within ten days after re- 
ceiving such an instruction, the man- 
ufacturer must reinstate the order as 
nearly as possible to its former place 
in his proposed schedule of delivery 
as long as the reinstatement does not 
cause loss of production or delay in 
the scheduled deliveries of other 
rated orders. Any request for rein- 
statement made after ten days shall 
be treated as the placing of a new 
rated order. 

Where variations in 
size, design, capacity, etc., are re- 


(6) minor 
quested by the customer and can be 
arranged by the manufacturer with- 
out interfering with his production, 
such changes do not constitute a new 
rated order. 

Where a change in an order con- 
stitutes a new rated order, the con- 
ditions existing at the time the 
change is received govern the ac- 
ceptance of the rated order and its 
sequence in delivery under the rules. 

Every rated order must specify 
delivery or performance on a par 
ticular date or dates or during a 
particular month, which, in no case, 
may be earlier than required by the 
person placing the order. Any order 
which fails to comply with this re- 
quirement shall not be treated as a 
rated order. The words ‘ 
ately” or “as soon as possible” or 
other words to that effect do not 
meet the requirements of this para- 
graph. 

The required delivery or per 
formance date, for purposes of de- 
termining the sequence of deliveries 
or performance shall be the date on 


‘immedi- 


which delivery or performance is 
actually required. The person with 
whom the rated order is placed may 
assume that the required delivery 
or performance date is the date 
specified in the order or contract 
unless he knows either (1) that the 
date so specified was earlier than 
required at the time the order was 
placed, or (2) that delivery or per- 
formance by the date originally 


May, 1951—ELECTRICAL WHOLESALING 


specified is no longer required by 
reason of any change of circum- 
stances. A delay in the scheduled re- 
ceipt of any other material which the 
person placing the order requires 
prior to or concurrently with the ma- 
terial ordered, shall be deemed a 
change of circumstances 

If, after accepting a rated order 
which specifies the time of delivery, 
the person with whom it is placed 
finds that he cannot fill it approx- 
imately on time, he must promptly 
notify the customer, telling him 
when he expects to be able to fill 
the order. 

Special directives or authorizations 
issued by NPA take precedence 
over rated orders previously or sub- 
sequently received, unless a contrary 
instruction appears on the directive 
or authorization. 

Any person who gets material 
with a rating or through a specific 
authorization or a directive of the 
NPA must, if possible, use or dis- 
pose of it (or of product into which 
it has been incorporated) for the 
purpose for which the assistance was 
given. Physical segregation is not re- 
quired as long as the restrictions ap- 
plicable to any specific lot of material 
or product are observed with respect 
to an equivalent amount of the same 
material or product. 

The restriction apply 
when a material, or a product into 
which it has been incorporated, can 
no longer be used for the purpose 
for which the priority assistance was 
given, for example, when the assis- 


does not 


tance was given to fill a particular 
order and the material or product 
does not meet the customer’s speci- 
fications or the contract order is 
cancelled. In such cases the follow- 
ing rules must be observed. 

The holder of a material or prod- 
uct may sell it as long as he complies 
with all requirements of other ap- 
plicable sections of this part and of 
other orders and regulations of the 
NPA, or he may use it himself in 
any manner or for any purpose as 
long as he complies with such re- 
quirements 

No person shall deliver any ma- 
terial which he knows or has reason 
to believe will be accepted, redeliv 
ered, held or used in violation of 
any order or regulation of the NPA. 

The provisions of this regulation 
apply not only to deliveries to other 
persons, including affiliates, and sub- 
sidiaries, but also to deliveries from 
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NPA 


one branch, division or section of a 
single enterprise to another branch, 
division or section of the same or 
any other enterprise under common 
ywnership or control 

The inventory restrictions de- 
scribed in NPA Regulation 1, apply 
to all listed materials acquired with 
ratings or other priorities assistance. 

All regulations and orders of the 
NPA 
tives and other 
to all subsequent transactions even 
though they are covered by contracts 


(including directions, direc 


instructions) apply 


previously entered into. 

All orders and regulations of the 
NPA which control the sale, trans- 
any material, 
product or equipment, apply to sales 
made by whether for 
his Own account or for the account 
of others, and all restrictions upon 
accepting delivery apply to accep- 
tance of delivery at any type of sale, 


fer or delivery of 


any person, 


including sales made by auctioneers, 
bankruptcy, 
and other cases where the assets of 


receivers, trustees in 
a business are being liquidated. 

No person shall be held liable for 
damages or penalties for any default 
under any contract.or order which 
shall result directly or indirectly 
from compliance with any regulation 
or order of the NPA (including any 
direction, directive or other instruc- 
ion) notwithstanding that any such 
regulation or order shall thereafter 
be declared by judicial or other 
competent authority to be invalid. 


Records 


Each person participating in any 
transaction covered by this part shall 
retain in his possession for at least 
two years records of receipts, del 


eries, inventories, and use, in suf 
cient detail to permit an audit that 
determines for each transaction that 
the provisions this part have 
met. This does not specify 
particular 


been 
any accounting method 
and does not require alteration of 
the system of records customaril 
maintained, provided such records 
supply an adequate basis for audit 
Records may be retained in the form 
of microfilm or other photographic 
copies instead of the originals 

\ll records required by this part 
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shall be made available at the usual 
place of business where maintained 
lor inspection and audit by duly 
authorized representatives of the 


NPA. 
Violations 


Any person who wilfully violates 
any provision of this regulation or 
any other regulation or order of the 
NPA, or furnishes false information 
or conceals any material fact in the 
course of operation under any such 
regulation or order, is guilty of a 
crime and upon conviction may be 
punished by fine or imprisonment or 
both. In addition, administrative 
action may be taken against any such 
person to suspend his privilege oi 
making or receiving further deliv- 
eries of materials or using facilities 
under priority or allocation control 
and to deprive him of further pri- 
orities assistance. 

Any person atfected by any provi- 
sion of this regulation may file an 
application for an adjustment or ex- 
ception upon the ground that such 
provision works an unreasonable 
hardship upon him not suffered 
generally by others in the same trade 
or industry or that its enforcement 
against him would not be in the 
interest of the national defense. 


Explanation Of “DO” Numbers 


Defense Order Numbers 


DO-01 Aircraft 

02 Guided Missiles 

03 Ships 

04 Tanks Automotive 

05 Weapons 

06 Ammunition 

07 Electronic and Communications 
Equipment 

08 Fuels and Lubricants 

09 Clothing and Equipage 

10 Transportation Equipment 

11 Building Materials and Equipment 
for Overseas (Troop) Construction 

21 Miscellaneous 

22 Department of Defense Construction 
Contract 

98 Production Equipment for Certain 
Contractors 

99 Miscellaneous as Referred to in Reg- 
ulation 2 Sec. 11.9 Paragraph D 


Atomic Energy Commission 


DO-40 Operations 

41 Construction 

42 Construction Equipment 

Numbers used following the letters 
“DO” in the NPA Priority Rating 
System are for classification only 
and have no bearing on the priority 
of the rated order, because all DO 
orders have equal standing on the 
basis of “first come, first served.” 


Numbers 01 to 10 refer to different 
industrial programs of the Defense 
Department; 11 covers building ma- 
terials and equipment for overseas 
troop construction; and 22 covers 
domestic construction contracts 
awarded by the Defense Department. 

Defense Department orders which 
do not apply to any of the above 
programs are rated “DO-21.” 

Note that the letters “DA” preced- 
ing a contract number refer to 
“Department of the Army”, and 
have nothing to do with the prior- 
ities system. 

Number 39 is given merely as an 
example in Sect. 11.8 of NPA Reg. 
2 and has no significance. 

Numbers in the 40s have been 
assigned to the Atomic Energy 
Commission. 

Number 98 is reserved for certain 
contractors who have applied to the 
Defense Department for a specific 
letter of authority to use a priority 
rating on orders for production 
equipment required to complete 
“authorized procurement programs” 
as provided for in para. 2 of NPA 
Delegation 1. (amended Nov. 1, 
1950). 

DO ratings may not be 
to cover orders for such production 
equipment (See Sect. 11.6 para. (a) 
of Reg. 2) and the procedure to be 
followed in applying for a specific 
letter of authority is as follows: 

A letter, in duplicate, should be 
addressed to the Contracting Officer 
of the Defense Agency from which 
the contractor has received the bulk 
of his rated orders, and should: 

(a) Explain fully why his present 
equipment cannot handle the defense 
work fast enough to meet the re- 
quired delivery dates. 

(b) List exactly what types and 
sizes of machines he wiil require. 

(c) Contain the following certi- 
fications : 

i) That the contractor is using 
his suitable existing equipment to 
the full extent, to perform his rated 
orders. 

ii) That he has exhausted all 
reasonable efforts to obtain new or 
used equipment on an unrated basis. 

Number 99 has been designated 
by the NPA in Sect. 11.9 para. (d) 
of Reg. 2 for use by any holder of 
two or more rated Defense Orders 
requiring two or more materials 
which he wishes to obtain from a 
single supplier, by using only one 
purchase order. 


extended 
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Instead of listing on the purchase 
order the quantity of each material 
or component required to fill each 
rated Defense Order and giving the 
various DO numbers which have 
been assigned, a manufacturer is 
authorized by Reg. 2 to use simply 
“DO-99”, 

He must, of course, keep an office 
record showing those quantities, so 
that, if occasion arises, the NPA 
may make an audit to determine that 
the quantities ordered under “DO- 
99” did not exceed the amounts 
actually needed to complete the 
Defense Orders in hand at the time 
the “Basket-rating” was used. 


Maintenance, Repair and 
Operating Supplies and 
Minor Capital Additions 


Regulation 4 


{As amended April 16, 1951 
Including direction 1) 


What it does—This regulation 
provides a uniform procedure by 
which any business enterprise, gov- 
ernment agency, or public or private 
institution may use a DO rating 
(identified by the symbol “DO-97”) 
to obtain limited quantities of main- 
tenance, repair, and operating sup- 
plies (hereinafter collectively refer- 
red to as “MRO”) as well as minor 
capital additions. The regulation 
does not limit the quantity of MRO 
or capital additions that a person 
may obtain without using this DO 
rating, except that, if he makes any 
use of the rating in any particular 
calendar quarter, his total acquisi- 
tion of MRO (rated and unrated) 
for such quarter becomes subject 
to the limitations of the regulation 
The rating may not be used to se- 
cure materials for personal or house- 
hold use. 

For purposes of this regulation: 

“Maintenance” means the mini- 
mum upkeep necessary to continue 
any plant, facility, or equipment in 
sound working condition, and “re- 
pair” means the restoration of any 
plant, facility, or equipment to sound 
working condition when it has been 
rendered unsafe or unfit for service 
by wear and tear, damage, failure 
of parts, or the like. Neither “main- 
tenance” nor “repair” includes the 
improvement of any plant, facility, 


A “regulation” is always a direct statement of fact and never leaves 
any doubt in the reader’s mind as to its exact meaning. 


or equipment by replacing material 
which is in sound working condition 
with material of a new or different 
kind, quality, or design. 

“Operating supplies’ means, in 
the case of a business enterprise, 
any materials which are normally 
carried as operating supplies accord- 
ing to established accounting prac- 
tice, and also includes items (such 
as hand tools) purchased by an em- 
ployer for sale to his employees for 
use only in his business and under 
circumstances where they would 
constitute operating supplies accord- 
ing to established accounting practice 
if issued to his employees without 
charge. In the case of a Government 
agency or an institution, however, 
“operating supplies” means any ma- 
terials which are essential 
ducting any activity or rendering 
any service, provided such materials 
do not constitute capital equipment 
according to established accounting 
practice but are consumed in the 
course of operation. Materials in- 
corporated in a product ordinarily 
may not be treated by the producer 
as operating supplies but may be so 
treated where they are normally 
chargeable as an operating expense 
according to established accounting 
practice. 


for con- 
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“Minor capital additions” means 
any improvement or addition carried 
as capital according to established 
accounting practice where the total 
cost of materials used does not ex- 
ceed $750 for any one complete ad- 
dition. The term “one complete capi 
tal addition” includes all items 
entering into the improvement or 
addition as part of a single project 
or plan whether or not installed or 
completed at the same time and the 
cost of all such is to be in- 
cluded in figuring the total cost of 
the addition regardless of whether 
they are acquired with or without 
the use of a rating. No capital addi 
tion shall be subdivided for the 
purpose of bringing it or any part of 
it within the foregoing definitions 
Where the capital addition requires 
construction, authorization to con 
struct must be obtained wherever so 
required by any applicable order of 
the NPA. 


“MRO” means maintenance, re 


items 


pair, and operating supplies but does 
not include minor capital additions 
The latter term is specifically used 
in this the 
Products used 


regulation wherever 
meaning so requires 
for “MRO” (or materials required 
for incorporation in such products) 
shall not be deemed “MRO” as to 
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NPA 


the producer of such products even 
though he sells them for use by 
others as “MRO”, However, when 
he receives rated orders for such 
products, he may extend the rating 
to get materials to be incorporated 
in the products. Materials or prod- 
ucts sold by a distributor thereof 
for use by others as “MRO” shall 
not be deemed “MRO” as to such 
distributor but, when he receives 
rated orders for them, he may 
extend the rating to get them. 


DO Rating Assigned 
The NPA 
every business enterprise, Govern- 
ment and institution the 
right to apply a DO rating to obtain 
MRO and minor capital additions 
except as provided in paragraph (b) 
of this subject to the 
quantity restrictions specified in an- 
other section of this regulation. Such 
DO rating shall be applied by plac- 
ing on the order for MRO or minor 
capital additions, or on a separate 


(a) has assigned to 


agency, 


section and 


piece of paper attached to the order 
or cl 
“DO-97” together with the words 
“Certified NPA Reg. 4.” 
Such certification shall be signed as 
NPA Reg. 2. This 


certification shall constitute a rep 


early identifying it, the symbol 
under 
prescribed in 


resentation to the supplier and to 
the NPA that the person making 
it is authorized under the provisions 
of this regulation to use the rating 
to obtain the materials covered by 
the order. 

(b) The DO-97 rating shall not 
be applied or extended to obtain any 
ot the materials listed at the end of 
this regulation. However, 
tures for all such materials, if MRO, 


may be he 


expendi 


included in computing t 
quotas referred to below and must 


be included in 


making charges 
against quotas. 

(c) A DO-97 rating which prior 
to April 16, 1951, was applied or 
extended to any contract or purchase 
order for material listed, is 

and such 
shall no longer have any effect what 
ever } 


any 


hereby cancelled rating 


Nothing herein snall be con- 


strued such con- 


tract or purchase order itself is can 


to mean that any 


celled or otherwise affected by this 
regulation 
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Every person making any use of 
the DO-97 rating herein assigned 
must establish his quarterly MRO 
quotas in accordance with this sec- 
tion. In figuring such quotas, he may 
include all expenditures for MRO 
(including MRO materials listed ) 
in the applicable 1950 base periods, 
but shall not include expenditures 
for minor capital additions. 

Standard quota A. person's 
standard quarterly MRO quota, to 
be used unless he elects to use the 
seasonal quota, is one-fourth of the 
amount he spent for MRO in the 
calendar year 1950 (or, if he oper- 
ated on a fiscal year basis, in his 
fiscal year ending nearest to Decem 
ber 31, 1950). An election to use 
either the standard quota or the sea 
sonal quota may not afterward be 
changed without prior written auth 
orization of the NPA 

Seasonal quota—A 
if he so elects, take as his quarterly 
MRO quotas the amounts he spent 
for MRO in the corresponding 
quarters of the calendar year 1950 
he operated on a fiscal year 
December 31, 


person may, 


(or, if 
ending nearest to 
1950) 

Quotas where 1950 base inappli- 
cable A person not in operation 
throughout the year 1950 (calendar 
or fiscal) shall establish and report 
his quarterly MRO quotas as fol- 
lows: 

(1) Partial operation in 1950 
\ person who was in operating dur- 
ing a part of the year 1950 (calen- 
shall the 
amount he would have 
MRO in that year, had he continued 


he same rate 


dar or fiscal) compute 


spent for 


throughout the year t 
of expenditure for MRO as during 
that part of the year when he was 
in operation, making such reason 
able corrections as necessary to com- 
pensate for seasonal or other excep 
tional characteristics of the period 
ot actual operation, so that the year 
y amount so computed will be fair 


1 
I 
ly representative of the year as a 
whole. His standard quarterly MRO 


one-fourth of the 


quota shall be 
amount so computed. If he elects to 
use seasonal quotas, he may appor 
tion the amount so computed into 
four seascnal quarterly MRO quo 
tas, in accordance with the seasonal 
demands of the activity in which he 
is engaged 

(2) No operation in 1950—If a 
person was not in operation in any 
part of the year 1950 (calendar or 


fiscal), his quarterly MRO quota 
seasonal) shall be the 
minimum MRO which 
he determines to be reasonably nec- 


(standard or 
amount of 


essary for his operation, but not in 
$5,000 quarter, If 
such quota is insufficient, an appli- 


excess of per 
cation for an increased quota may 
be made as provided in this regula- 
tion. 

(3) Notice to NPA—Any pet 
who establishes a quarterly 
MRO quota in excess of $1,000 un- 
der the provisions of subparagraphs 
(1) 2 
after his first use of a DO-97 rating 
NPA 
i writing of the quota he has estab- 
lished, the base period he has used, 


son 


or (2) must, within 30 days 


pursuant thereto, notify the 


the method by which he has figured 
the quota, and any corrections he 
has made for seasonal or other fac- 
tors. 

If a 
quota 1s 
orization of the NPA, he may con- 
tinue t ] 
quota as 
the increase is granted on a tempor 


MRO 


by specific auth- 


quarterly 


person’s 
increased 
operate with the increased 
his standard quota unless 


ary or seasonal basis or is otherwise 
restricted by the terms of the author 
ization \n quarterly 
MRO quota granted as 


increased 
a seasonal 
in the cor 
subsequent 


quota may be used only 
responding quarter of 
years. 

An increase in quota 
granted for any period prior to the 
filing of the application and will not 
have the effect of retroactively auth- 
orizing receipt of MRO or minor 


will not be 


capital additions previously received 
ii violation of this regulation. 


Quantity Restrictions 


Every 
calendar 


Charges against quota 


person who, during any 
quarter, makes any use of the DO- 
97 rating assigned by this regula- 


tion, shall charge against his MRO 
quota for that quarter 

(1) All MRO material (includ- 
ing MRO materials listed) ordered 
for delivery during the quarter, 
whether or not obtained by use of 
the DO-7 rating, and 

(2) All material for minor capi- 
ta! additions ordered for delivery 
during the quarter, if (but only if) 
obtained by use of the DO-97 rat- 
ing. 

(If, instead of 
charges against his quarterly MRO 
quota on the basis of orders calling 


computing his 
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for delivery during a quarter, a per- 
son prefers to compute such charges 
on the basis of actual receipts of 
MRO during the quarter, he may 
do so. However, he cannot use one 
method for a part of his MRO and 
the other method for the remanider 
in any one quarter.) 

Excess of quota prohibited—No 
person shall use the DO-97 rating 
assigned by this regulation to get 
anything except material needed for 
MRO or minor capital additions nor 
shall any person who, during any 
calendar quarter, makes any use of 
the rating so assigned, order for de 
livery (or, if he is operating on the 
basis of receipts, he shall not re 
ceive) during such quarter a quan 
tity of material chargeable against 
his quarterly MRO quota which 
exceeds the amount of such quota 
(nor, during the first month of such 
quarter, a quantity of such material 
exceeding 40 percent of such quart 
erly quota): Provided, 
That the quantity restrictions shall 
not apply in any calendar quarter to 
any person whose aggregate charges 
against his MRO quota for that 
quarter do not exceed $1,000 

Materials 
trades 


however, 


supplied by service 
Any business enterprise 
(such as a service repair shop) en 
gaged in doing maintenance or re 
pair work or installing minor capi 
tal additions for any other person 
may use the DO-97 rating to obtain 
material therefor to the same extent 
that such person would be entitled 
to use it if he were doing the work 
himself. The 
obtained shall be 


cost of materials so 
charged to the 
MRO quota of the person for whom 
the work is done, 

Materials for operators under gov 
ernment franchise Any person 
(such as the operator of a toll bridge 
contract garbage collector ) 
who, pursuant to a franchise from 
or contract with any Government 


or a 


agency, performs any service for 
such use the DO-97 
rating to MRO or minor 
capital additions to the same extent 
that such agency would be entitled 


agency, may 


obtain 


to use it if the agency performed 
such service itself. Such service shall, 
for purposes of computing the quan- 
tity restrictions of this regulation, 
be treated as if performed by a sep- 
arate unit of such agency, and the 
cost of the materials so obtained 
shall be charged against the quota 
of such unit. 


A person who is obligated to 
maintain, repair, or operate any 
plant, facilities, or equipment, under 
the terms of any lease or other agree 
ment for the use of such property 
by another person, may use the DO 
97 rating to obtain materials needed 
for such purposes. Expenditures for 
such materials shall be charged to 
the MRO quota of the person thus 
using the DO rating except that, 
if his purchase is made on a reim- 
bursable basis for the account of the 
person using the property, the lat 
ter’s MRO quota shall be charged 


Use of Material 


If a person has acquired material 
for MRO or minor capital additions 
by use of the DO-97 rating and then 
finds that he 
it, he may use the material for sucl 
other purpose if he could have used 
any DO rating {to acquire the ma 
terial for such other purpose. How- 


has another use for 


ever, if he uses the material for an- 
other rated purpose, he may not re 
place it in inventory by the use of 
the DO-97 rating assigned by this 
regulation. He may replace such ma 
terial in inventory only by using the 
DO rating under which he might 
have obtained the material for the 
purpose to which it was devoted. If 
he uses material acquired under this 
regulation for another rated use, his 
records must be adequate to show 
that his purchases of material are 
substantially proportionate to his 
authorized rated uses. 

Rules governing use of rating 
This regulation supplements NPA 
Reg. 2, which sets forth the basic 
of the priorities system, and 
provisions of that regulation 
govern the use of the DO-97 rating 
herein assigned. 

Inventory limitations Nothing 
in this regulation shall be deemed 
to authorize any person to order ot 
receive any material if 
thereof would increase his inventory 


acceptance 
above a practicable working mini- 
mum as provided in NPA Reg. 1 


or the limit fixed in any other ap 
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plicable regulation or order of the 
NPA. 

Delegations to Government agen- 
This regulation does not re- 
voke or prevent the use of any auth- 
oritv delegated by NPA to any other 


cies 


Government agency whereby such 
agency may use ratings other than 
DO-97 for direct procurement of its 
own requirements of MRO or min 
or capital additions 
Other regulations and orders 

Nothing in the regulation shall be 
construed to relieve any person 
from the obligation of complying 
with such limitations on acquisition 
or use of materials or such other 
provisions as may be contained in 
any applicable regulations or order 
of the NPA or with any 
any other competent authority. 


order of 


Records and Reports 


Records to be kept—Each per- 
son who makes any use of the 
rating assigned by this regula- 
tion shall make and preserve, for 
so long as this or any successor 
regulation remains in effect and 
for 2 years thereafter, accurate 
and complete records showing 
what his quarterly MRO quotas 
are, how he computed them, the 
factual justification for them and 
for corrections or _ revisions 
thereof, any elections made as to 
the use of seasonal quotas, meth- 
ods of figuring quotas and 
charges against them, or other 
options exercised, all materials 
ordered or received for use as 
MRO or minor capital additions 
whether rated or not, and all 
other relevant data, in sufficient 
detail to permit an audit that de- 
termines for each transaction 
that the provisions of this regu- 
lation have been met. This does 
not specify any particular ac- 
counting method and does not 
require alteration of the system 
of records customarily main- 
tained, provided such records 
disclose the above data and sup- 
ply an adequate basis for audit. 
Records may be retained in the 
form of microfilm or other pho- 
tographic copies instead of the 
originals. 

Inspection and audit—All records 
shall be 
made available at the usual place of 
business where maintained for in- 
spection and audit by duly author- 


required by this regulation 





NPA 


Adjustments and exceptions — 
\ny person affected by any provi- 
sion of this regulation may file a 
request for adjustment or exception 
upon the ground that the MRO 
quotas of this regulation are insuffi- 
cient for his requirements, that a 
specified provision otherwise works 
an undue or exceptional hardship 
upon him not suffered generally by 
others in the same trade or indus- 
try, or that its enforcement against 
him would not be in the interest of 
the national defense or in the pub- 
lic interest. In examining requests 
for adjustment claiming that the 
public interest is prejudiced by the 
application of any provision of this 
regulation, consideration will be giv- 
en to the requirements of the public 
health and safety, civilian defense, 
and disclocation of labor and result- 
ing unemployment that would im- 
pair the defense program. Each re- 
uest shall be submitted in writing 
nd in triplicate, shall set forth all 
pertinent facts and the nature of the 
relief and shall state the 
justification therefor. More partic- 
ularly, where the relief sought is an 
increase of MRO quota, the appli- 
cant shall fully describe the nature 
of his business or other activity, in- 


noht 
sous 
OULNT, 


dicating any seasonal or other un- 
usual features, products made or 
distributed, or services or other ac- 
tivities performed, the quarterly 
volume of such business or other 
activity since January 1, 1950, etc. ; 
state the amount spent for MRO in 
each quarter since January 1, 1950; 
specify the amount of increase in 
quota requested; and set forth in 
detail the and circumstances 
llegedly justifying such an increase. 
concerning 


Tacts 


\ll communications 
this regulation shall be addressed to 
tl ea 

National Production Authority 

Washington 25, D.C. 
Ref.: Reg. 4 


Violations 


\ny person who wilfully violates 
any provision of this regulation or 
who wilfully conceals a material fact 
or furnishes false information in the 
course of operation under this regu- 
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lation is guilty of a crime and, upon 
conviction, may be punished by fine 
or imprisonment or both. In addi- 
tion, administrative action may be 
taken against any such person to 
suspend his privilege of making or 
receiving further deliveries of ma- 
terials or using facilities under pri- 
ority or allocation control and to 
deprive him of further priorities as- 
sistance. 

Materials to which a DO-97 rat- 
ing may not be applied or extended 
under NPA Reg. 4: 

1. All basic, organic or inorganic 
chemicals, their intermediates and 
cerivatives other than compounded 
end-products not customarily sold 
as chemicals 
2. Items appearing in List A of 
NPA Order M-47, (Use of Iron 
and Steel) made in whole or in part 
from iron and steel products : House 
hold Furniture ; Office, Public Build- 
ing, Professional Business and Store 
Furniture and Fixtures; Partitions, 
Shelving, Lockers and Fixtures; 
Household Appliances ; Utensils and 
Cutlery; Radio, Television and 
Phonographs; Transportation 
Equipment. 

3. Nylon fibers and yarns. 

4. Packaging materials and con- 
tainers. 

5. Paint, lacquer, and varnish. 

6. Paper and paper products. 

7. Paperboard and paperboard 
products. 

8. Photographic film. 

9. Rails, tie plates, track spikes, 
splice bars, rail joints, frogs, and 
switches. 

10. Rubber tires and tubes. 

NOTE: Orders for MRO ma- 
terials that include any copper, 
copper-base alloy, brass mill 
products, copper wire mill prod- 
ucts, foundry copper products, or 
copper-base alloy products, must 
be accompanied with a certifica- 
tion as required in NPA Order 
M-12 (in addition to the DO-97 
certification). 


NPA Reg. 4, Direction 1 
Transitional Provisions 


This direction provides for the 
transition to operation under Reg. 4 
and particularly for operation during 
that portion of the first calendar 
quarter of 1951 which remains after 
Reg. 4 takes effect (February 27, 
1951). 

A person must compute his MRO 


ELECTRICAL WHOLESALING 


quota for the first calendar quarter 
of 1951 as provided in Reg. 4. How- 
ever, he need not charge against that 
quota any MRO or minor capital 
additions ordered for delivery (or 
received, if he operates on the basis 
of receipts) prior to the effective 
date of Reg. 4. Instead, he may take 
one-half of such quota and consider 
that as his remaining MRO balance 
available for use until April 1. 

\ person whose quarterly MRO 

quota is too small to provide him 
with MRO and minor capital addi- 
tions needed for performance of DO 
rated orders which he holds may, 
upon filing an application for an 
increased quota under section 10 of 
Reg. 4, consider his application as 
approved by NPA (unless he is 
advised to the contrary) to the ex- 
tent that it calls for no larger MRO 
quota than in fact needed for per- 
formance of DO rated business. He 
miay accordingly take one half of 
such requested quota as the balance 
remaining available for use prior to 
\pril 1, 1951. 
A person who, on the effective 
date of Reg. 4, has outstanding non- 
rated orders for MRO or minor 
capital additions which he would be 
entitled to rate under Reg. 4, or who 
thereafter places such orders with- 
cut rating them, may nevertheless 
apply the DO-97 rating to them at 
any time while they remain out- 
standing. If he so rates them prior 
te March 15, 1951, such ratings and 
all DO-97 ratings applied to new 
MRO orders prior to March 15, 
1951, shall take effect as of March 
15, 1951. All ratings applied on or 
after March 15, 1951, shall take 
effect only as of the dates when ap- 
plied, 

A person who has placed DO 
rated orders pursuant to section 5 
of NPA Reg. 2, as amended Janu- 
ary 11, 1951, for jigs, dies, tools, or 
fixtures used directly in the produc- 
tion of rated orders, need not re- 
rate such outstanding rated orders 
by applying the DO-97 rating to 
them regardless of their delivery 
dates. He need not cancel such out- 
standing rated orders, even if they 
exceed his MRO quota for one or 
more quarters, but in the latter 
event they will exhaust his quota so 
that no other MRO or minor capi- 
tal additions chargeable against it 
may be obtained in such quarter or 
quarters without specific authoriza- 


tion from NPA. 
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Questions and Answers 
About NPA Regulation 4 


Q. What is meant by “extendible DO 
97 rating?” 

A. Under NPA’s basic priorities sys- 
tem, certain essential production is given 
preference. “DO-97” is the preference 
symbol assigned by NPA for use on orders 
for maintenance, repair and operating sup- 
plies. This preference rating may be ex- 
tended by the person receiving the rated 
order in the same way as any other DO 
rating may be extended. 

Q. Is there any special significance to 
the number “97”? 

A. The number is used for identifying 
the MRO program, just as other pro- 
grams are identified by a two-digit num- 
ber. There is only a single-band priorities 
system, which means that all orders with 
a priority rating, regardless of the pro- 
gram identification number, receive equal 
treatment. 

Q. What about other organizations, 
such as schools, hospitals, churches and 
government agencies? 

A. Regulation 4 includes them, too. 
Federal, state, municipal and other govern- 
ment units may use the DO-97 rating, and 
so may schools, libraries, churches, hos- 
pitals and similar institutions. 

Q. Does the regulation exclude 
type or types of institutions? 

A. No. All institutions in the United 
States and its possessions and territories 
when necessary may use DO-97 ratings 
to get the maintenance, repair and oper- 
ating supplies they require. 

Q. Is any special authorization required 
from NPA for the use of the rating? 

A. No. The regulation is self-explana- 
tory and the rating may be used by any 
concern in accordance with Regulations 
4 and 2. 

Q. Is there any limitation on the amount 
of these supplies a business or institution 
may obtain? 

A. Yes. In general MRO supplies may 
be obtained only in the same dollar amount 
spent for such supplies during 1950 

Q. Must MRO quotas be figured on a 
quarterly basis? 

A. That is right. 
ment agencies and institutions simply di- 
vide the amount they spent for MRO in 
1950 by four and that is their quarterly 
quota. 

Q. Is any provision made for seasonal 


any 


Businesses, govern 


business ? 

A. Yes. A business or institution that 
desires to do so may take as its quarterly 
MRO quotas the amounts spent for MRO 
in the corresponding quarters of the calen- 
dar year 1950. 

Q. How does a new business establish 
its MRO quota? 

A. If it was in operation during part 
of 1950 it is permitted a quota in propor- 
tion to the amount spent while it was in 
operation, with reasonable adjustments 


for seasonal and other variable factors. 

Q. What about new firms started dur- 
ing 1951? 

A. They are permitted to acquire for 
MRO minimum 
necessary for operation, up to $5,000 a 
quarter. They must obtain special NPA 
permission for MRO expenditures above 
this amount. When the quarterly quotas 
for these exceed $1,000, th 
NPA must be informed in writing of the 
base period used, the reasons for selecting 
it, and what adjustments have been made. 

Q. Many firms operate on a fiscal-year 
rather than a calendar-year basis. How do 
such firms determine their quarterly MRO 
ota? 

A. Any firm or institution may, if it 
wishes, use its fiscal year rather than the 
calendar year in establishing its quota. 

Q. Is a business firm or other institu- 
tion required to use a DO-97 rating to 
acquire the MRO supplies it needs? 

A. No. MRO may be obtained without 
using the DO rating. But if a person does 
make use of this rating, then his total ac- 
quisition of MRO, both rated and unrated, 
becomes subject to the quarterly limita- 
tions of the Regulation 

Q. May a small businessman—say the 
ener of a shoe repair shop or a filling 
station—issue a DO-97 to obtain the sup- 
plies he needs to maintain his business 
and equipment in good condition? 

A. Certainly. 

Q. What does he have to do to use such 
a rating? 

A. He merely writes on the order, or on 
a piece of paper attached to it, these 
words: “DO-97, Certified under NPA 
Regulation 4,” and then signs his name, 

Q. Does such a DO-97 carry the same 
priority value as other DOs, those issued 
hy the armed services, for instance? 

4. Yes, since all DO ratings have the 
same priority value. 

Q. Suppose the operator of a furniture 
repair shop needs to get some sandpaper 
md hand tools. May he oun 
DO-97 to obtain these supplies? 

A. Yes. 

Q. After he has 
else must he do? 


purposes the amounts 


businesses 


tissue his 


used a DO-97 


what 

\. If he uses more than $1,000 worth 
of MRO per quarter, he must record the 
expenses as a charge against his MRO 
quota, but if he uses less than $1,000 of 
MRO per quarter he need only keep a 
record of the transaction. 

Q. Does every firm or institution using 
DO-97s have to keep records of its MRO 
purchases? 

A. Yes. the NPA requires that all per- 
sons using the DO-97 rating must keep 
complete records and preserve them for 
the duration of this Regulation and two 
years thereafter. 

Q. Is any particular accounting system 
required in these records? 

A. No. Any system is satisfactory, pro- 
vided that it will disclose the information 
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needed by the NPA for an adequate audit. 

Q. Is there any provision in the regu- 
lation for minor capital additions? 

A. Yes. NPA permits the use of rat- 
ing for minor capital additions not ex 
ceeding $750 for any one complete capital 
addition. 

Q. Can an example be given to show 
this provision might work ? 

A. Yes. Suppose a shoemaker needs 
a new leather stitching machine. He may 
obtain the machine under a DO-97 rating, 
providing it does not cost more than $750 

Q. Is any provision made for queta 
adjustments in later quarters? 

A. Yes. Any person may at any time 
file with NPA a request for adjustment on 
the ground that his MRO quota is not 
sufficient for his requirements, or that 
it works an undue or exceptional hard- 
ship on him not suffered generally by 
others in the same trade or industry, or 
that its enforcement against him would 
not be in the interest of national defense 
or the public interest. 

Q. Suppose a firm has been granted an 
Must it make 
succeeding 


increased quota for MRO 
a new application for each 
quarter? 

A. No. Once an increased quota is 
established, this becomes the firm’s stand- 
ard quota, unless the increase was granted 
on a temporary or seasonal basis, or is 
otherwise restricted by NPA. 

Q. Many firms have already placed non- 
rated orders for MRO supplies. May these 
firms now apply DO-97 ratings te 

A. Yes, and the ratings will take effect 
as of March 15 if the firm applies the 
DO-97 to these outstanding orders before 
that date. All MRO orders carrying a DO- 
97 rating applied prior to March 15 shall 
effect March 15, while all rat 
ings applied on or after March 15 shall 
take effect as of the dates when applied 

Q. What if a machine repair shop is 
hired by the proprietor of a shoe shop to 
repair a To whose quota are 
the repair parts used on this 3 

4. The machine repair shop may us¢ 
a DO-97 rating to the same extent that 


them? 


take as of 


machine 


h charaed 


the shoe shop proprietor would be per 
mitted to use it if he himself were repair- 
ing his The cost of the 
materals is charged to the MRO quota of 
the person for whom the work is done—in 


own machine 


this case the shoe shop proprietor 
Q. Suppose a home owner needs to ot 
tain repair parts for some equipment in 
his home. May he also make use of the 
DO-97 rating? 
\. No. The 


rating may not be used 
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Construction 


(As Amended April 16, 1951) 


This order prohibits the com- 
mencement of construction of certain 
types of buildings, structures and 
projects unless specific exception is 
made, or authorization issued, by the 
National Production Authority. The 
construction prohibited generally 
does not further the defense effort, 
either directly or indirectly, and 
does not increase the Nation’s pro- 
duction capacity for defense. The 
order allows, within specified limits, 
small construction jobs, and neces 
sary maintenance and 
buildings, structures or 
and also permits, under specified 
circumstances, the restoration of 
buildings, structures, or projects in 
the event of a disaster, act of God, 
o1 an act of war. 

Sec. 3—‘Construction” means the 
erection of any building, structure, 
or project, or addition or extension 
thereto, or alteration thereof, 
through the incorporation-in-place 
on the site of materials which are to 
be an integral and permanent part 
of the building, structure or project 

“Commence construction” 
to incorporate into a building, struc 
ture or project, a substantial quan 


repair of 
pre ject 7 


means 


tity of materials which are to be an 
integral and permanent part of such 
building, structure, or project (for 
example, the pouring or placing of 
footings or other foundations). 
The following activities do not 
constitute commencing construction : 
Demolition of buildings; tearing out 
partitions ; 
ing temporary fences or construc 
tion barricades, and 
shanties; bringing utilities to the 
fabrication or 
building materials, building equip- 
ment, or personal property to be in- 


stalled 


site preparation; erect- 
work sheds, 


site ; processing of 


IMPORTANT NOTICE: 
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“Construction cost” means the 
total expense for demolition of ex- 
isting structures in connection with 
a new construction, for site prepara- 
tion, and for building materials, 
building equipment, labor and serv- 
ices used in the construction of the 
particular building, structure, or 
project, by whomever spent. It does 
not include the cost of personal prop- 
erty, or the expense for land acqui- 
sition, attorneys, architects, and fi- 
nancing. 

“Consumer goods” means articles 
or commodities that directly satisfy 
human wants or desires, and which 
are capable of use without further 
processing (for example, clothing, 
food, furniture, floor 
household appliances, motor vehicles, 
They are distinguished from 


ig 


covering, 


Cr}. 
capital goods (for example, dyna- 
mos, industrial generators, 
etc.). They are distinguished also 
from production goods that satisfy 


ovens, 


wants only indirectly as factors in 
the production of other articles or 
commodities (for example, machine 
tools, heavy duty presses, etc.) 

“Damage restoration” means re 
storing to substantially the same size 
and condition or project which has 
been damaged by storm, fire, flood, 
or other disaster, or by act of God, 
or act of war. 

“Maintenance and repair” means 
such work as is necessary to keep 
a building, structure, or project in 
sound working condition or to re- 
habilitate a building, structure, or 
project or any portion thereof, when 
the same has been rendered unsafe 
or unfit for service by wear and 
The 
term does not include any building 
operation or job where substantial 
structural alterations or changes in 


tear, or other similar causes. 


design are made. 

“Personal property” means prop- 
used in with, but 
which does not become a part of, 
the building, structure, or project 
in the sense of its becoming a per- 
manent part of the real property 
upon which it is located or in which 
it is installed 

“Office building” means any build- 
ing the principal use of which is 
to provide office space of office fa- 
cilities, regardless of whether it is 


erty connection 


designed for the exclusive or partial 
use of its owner or is to be used 
commercially and rented to prospec- 
tive tenants, including buildings for 
use by government agencies. The 
size of the building is not a deter- 
minative factor in deciding whether 
a building is an office building as the 
term includes both one-story and 
multi-stories structures; but the 
term does not include a private resi- 
dence with incidental office space lo- 
cated therein for the use of the oc- 
cupant. 

“Hotel” means either or both an 
establishment furnishing sleeping ac- 
commodations for transient guests, 
or an establishment classified as a 
hotel under applicable State, munic- 
ipal, or other local law. 


Prohibited Construction 


Sec. 4—Except as noted in this 
order, no shall commence 
construction of any building, struc- 


person 


ture, or project to be used for, or 
in connection with, any of the pur- 
poses specified in this order. 

Since October 26, 1950, the Na- 
tional Production Authority has is- 
sued exceptions to permit the com- 
mencement of construction of spe- 
cific buildings, structures, or proj- 
ects of the type prohibited by sec- 
tion All such ex- 
ceptions granted prior to January 
13, 1951, will cease to be effective 
120 days after the date of issuance, 
has been com- 


15 of this order. 


unless construction 
menced within that time; and con 
struction of any such building, struc- 
ture, or project may not be com- 
menced thereafter without a further 
authorization from the National Pro- 
duction Authority. 

After midnight, January 13, 1951, 
no person shall commence construc- 
tion of any building, structure, or 
project to be used for, or in connec- 
tion with, any of the purposes spe- 
cified, as set forth in section 16 of 
this order, until a specific authori- 
zation therefor has been issued by 
the National Production Authority. 

In matters involving unreasonable 
hardship, or when required in the 
interest of the national defense, the 
National Production Authority may 
grant an exception from this order 
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at any time, pursuant to section 11 
of this order, with respect to types 
of construction specified in section 
16 

Exemptions 


Sec. 5—The following construc- 
tion in connection with the build- 
ings, structures, or projects to be 
used in connection with any of the 
purposes specified in sections 15 and 
16 of this order is exempted from 
this order: 

(a) Maintenance and repair on 
any building, structure, or project 

(b) Small jobs of new construc- 
tion or in connection with any such 
building, structure, or project in 
cluding, but not limited to, altera- 
tions, additions, improvements, and 
modernization, provided the work 
does not require the use of partitions 
made in whole or part of metal, 
where the cost of all such work shall 
not exceed : 

(1) In the case of alterations, ad- 
ditions, improvement, or moderniza- 
tion of hotels, store-space of depart 
ment stores, office buildings, and loft 
buildings, 25 cents per square foot 
of occupied space for any consecu 
tive 12-month period. (In comput- 
ing this cost, both construction cost 
and all other expenses or charges 
incident to the work shall be taken 
into consideration ) 

(2) In the case of any type of 
construction of all other buildings, 
structures, or projects specified in 
section 15 (List A) and section 16 
(List B), $5,000 for any consecu- 
tive twelve-month period. (In com- 
puting this cost, only construction 
cost shall be considered). 

(c) Reconstruction of any 
building, structure, or project 
following a fire, flood, storm, dis- 
aster, act of God, or act of war, 
which occurred on or after July 29, 
1950. 

(d) Construction by, or for the 
account of the Department of De- 
fense, the Atomic Energy Commis- 
sion, or the National Advisory Com- 
mittee for Aeronautics. 

(e) Buildings, structures or proj- 
ects for radio broadcasting and tele- 
vision broadcasting. 

(f) Printing establishments where 
the primary use of the building is 
the publication of a newspaper; or 
printing establishments which are 
operated by a publishing company 
primarily for the publication of 
books and periodicals. 


such 


“Lemme up! When | said government order | meant the kind issued 


by the NPA.” 


(g) Terminal warehouses which 
are an integral part of a common 
carrier system. 

Sec. 6—Any person desiring to 
erect a building, structure, or proj- 
ect to be used for, or in connection 
with, any of the purposes specified, 
forth in 16 of this 
order, may apply for a National Pro- 
duction Authority authorization to 
commence such construction. The 
application shall be made on NPA 
Form NPAF-24, copies of which 
are available at all field offices of the 
Department of and 
should be addressed to the field 
office of the Department of Com- 
merce in the region of the site of 
the proposed construction. 


as set section 


Commerce, 


Authorization under this section 
will be granted if the National Pro- 
duction Authority is satisfied that 
the desired construction conforms to 
the following requirements : 

(1) It furthers the defense effort 
by providing facilities of the type 
specified in section 16 of this order 
in areas adjacent to military estab- 
lishments or defense plants and proj- 
which construction the Na- 
tional Production Authority con- 
siders necessary to furnish or to 
supplement facilities in connection 
with the activities of the Defense 


ects, 
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Production Administration, the De 
partment of Defense or the Atomic 
Energy Commission, including their 


programs for increasing production 


capacity ; or 

(2) It is essential to maintenance 
of public health, safety or welfare. 

Further, with respect to an ap- 
plication for authorization to con- 
struct a facility not directly related 
to the defense effort, the NPA will 
consider the type and quantity of 
materials on hand, and needed, for 
the facility, and the effect on the 
community at large if the authoriza- 
tion were denied. 

Sec. 7—Where a building, 
ture, or project to be constructed is 
designed for a number of different 
uses and occupants, no portion there- 
of shall be constructed for use or 
connection with any 


struc- 


occupancy in 
of the purposes specified in sections 
15 or 16 of this order where the 
construction cost apportionable to 
such use or will éxceed 
the small job exemption provided 
section 5 (b) of this order. 
No person shall accept 


occupancy 


for in 

Sec. 9 
an order for, sell, deliver, or cause 
tc be delivered, material, equipment, 
or supplies which he knows, or has 
reason to believe, will be used in 
violation of this order. 





NPA 


Sec. 10—-No person shall be held 
liable for damages or penalties for 
any default under contract or order 
which shall result directly or in 
directly from compliance with any 
regulation or order of the National 
Production Authority (including 
any direction, directive or other in 
struction ), notwithstanding that any 
such regulation or order shall there- 
after be declared by a judicial or 
other competent authority to be in- 
valid. 

Sec. 11—Any person affected by 
any provision of this order may file 
a request for adjustment or excep- 
tion upon the ground that: 

(a) Such provision works an un 
reasonable hardship upon him not 
suffered generally by others in the 
same trade, industry, or other rela- 
tive position ; or that enforcement of 
such provision against him would 
not be in the interest of the national 
defense. In determining whether un 
reasonable hardship exists, the Na- 
tional Production Authority will 
consider, among other things: 

(1) The extent of the work done 
by the applicant incident to the 
proposed construction. 

(2) Whether a building, struc- 
ture, or project requires reconstruc- 
tion as a result of a fire, flood, storm, 
disaster, act of God, or act of war. 

(a) Whether a building, struc- 
ture, or project of the applicant has 
been seized by legal action under 
eminent domain, or condemned by 
governmental author- 
and the applicant requests 
permission to replace such facility. 

(b) Each request shall be made 
on NPA Form NPAF-24, copies of 
which are available at all field offices 
of the Department of Commerce, 
and should be addressed to the field 


office of the 


responsible 
ities ; 


Department of Com- 
merce in the region of the site of the 
proposed construction, 

Sec. 12—All communications con 
cerning this order shall be addressed 
tc the Field Offices of the Depart- 
ment of Ref: NPA, 
M-4 


Commerce, 


Violstiors 


Sec. 14—Any person who wilfully 
violates any provisions of this order, 


122 


or any other order or regulation of 
the National Production Authority, 
or wilfully conceals a material fact, 
or furnishes false information in the 
course of operation under this 
order, is guilty of a crime, and upon 
conviction, may be punished by fine 
or imprisonment or both. In addi- 
tion, administrative action may be 
taken against such person to suspend 
any authority to commence or com- 
plete construction or such other 
assistance as may be rendered pur- 
suant to this order. 

Sec. 15. List A—Prohibited con- 
struction—All buildings, structures, 
or projects to be used for, or in 
connection with, any recreational, 
amusement, or entertainment pur- 
pose, whether public or private (un- 
less authorized pursuant to section 
6 of this order), including, but not 
limited to: 

Amphitheater 

Amusement arcade 


Amusement device built into place on 
the site such as a roller coaster, merry-go 


or kind. This 


demountable or port 


round, or similar device 


shall not include 
able equipment 

Amusement park 

Arena, 

Assembly hall used primarily for recrea- 
tion or amusement 

Athletic field house. 

_Band stand 

Bars and buildings or structures where 
business carried out 
therewith 
consumption on the 


the predominant 


therein or in connection shall 
be the 


premises of alcoholic liquors 


sale for 


Baseball park 

3ath house 

Billiard or pool parlor. 

Bleachers and similar seating arrange- 
ments when they are built in place as a 
permanent part of the building, structure 
or project 

Boardwalk used primarily for recrea- 
tion or amusement 

Boat or canoe club 

Bowling alley establishment. 
Cabana. 


Camp (except for public or social 
welfare). 

Carnival. 

Club building except for social wel 
fare purposes 

club 

hall 


Dance studio. 


Country 
Dance 


Dude ranch used primarily for recrea- 
tion or amusement. 
or exhibition building or 
recreational, amusement or 
entertainment displays or purposes. 

Flood lighting (including piers, poles, 
framework or foundation with 
fixed equipment) in connection with any 


Expe sition 


structure for 


towers, 


recreational, amusement, or entertainment 
purposes. 
Gambling establishment 
Golf course. 
Golf club 
Golf driving range. 
Grandstand. 
Gymnasium (except where it is a part 
educational and is to 
be used primarily for instructional pur- 
poses in physical education and training). 
Lodge hall. 
Music shell. 
Night club 
Pier used primarily for 


of an institution 


recreation or 
amusement. 
track, 

Riding academy 

Rodeo. 

Shooting gallery. 

Skating rink 

Ski lodge. 

Slot machine establishment. 

Stadium. 

Swimming pool. 

Theater, any kind (including drive-in 
theater). 

Yacht basin or marine railway prima- 


Race any kind 


rily for the use of pleasure craft. 

Sec. 16. List B Construction 
where NPA authorization is re- 
quired—Any building, structure or 
project to be used for, or in con- 
nection with any of the following 
purposes: 


Bank, 


establishment. 


credit institution, or brokerage 
or neighborhood building 
of personal services (e. g. 
barber shop, beauty shop, undertaking 
and mortuary establishment, cemetery 
building, mausoleum, crematory, garage, 
service station, shoe repair shop, laundry, 
dry cleaning establishment, tailor shop). 

Hotel, moiel, motor court, tourist camp, 


Community 
Furnishing 


trailer camp 

Loft building. 

Office building. 

Outdoor advertising sign. 

Printing or duplicating establishment. 

Restaurant. 
Storage, distribution, display or sale 
of consumer goods (for example, retail 
store, shopping center, wholesale estab- 
lishment, gasoline filling station, drug- 
store, soda fountain, florist shop, green- 
wholesale food establish- 
ment, wholesale supply facility for fuel 
distribution 


house), except 


oil, gasoline or coal, gas 
system, pipeline. 
Storage warehouse for personal effects. 
Tobacco auction warehouse. 


Questions and Answers 
Abut NPA Order M-4 


Q. What types of construction are 
prohibited by the order? 
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A. The order prohibits construction of 
buildings or structures to be used for, or 
recreational, amuse 


in connection with, 


ment, or entertainment purposes. Some 
examples of prohibited construction are 
amusement arcades, billiard or poo! par- 
lors, golf driving ranges, and theaters. 
A complete list of the prohibited buildings 
or structures will be found in Section 15 
of the order. 

Q. What types of construction require 
NPA authorisation? 

A. The order makes it 
NPA authorization before 

construction of most types of 
Some examples of 
construction for which authorization must 
be obtained are: buildings for the furnish 


necessary to 
obtain com- 
mencing 


commercial buildings 


ing of personal services, such as barber 
shops and laundries, and buildings for th 
storage, distribution, display or sale of 


consumer goods, such as retail stores 
shopping centers, and wholesale establis! 
ments. Authorization is not required for 
warehouses and whol 
listed in 


Question 4. A complete list of constru 


certain types of 


sale establishments, answer to 


tion for which authorization is required 
will be found in Section 16 of the order 

Q. What types of construction do not 
require NPA authorization? 

A. Storage or warehouse buildings for 
ming a part of manufacturing or process 
ing plants ; wholesale food establishments ; 
wholesale supply facilities for fuel oil, 
distribution 
institutions, 


gasoline, coal, gas 
and 
religious buildings, hospitals. This list is 
you are in doubt, 
refer to last Question for sources of ad 
ditional information on the order. 

Q. What is the effective date of the 
order? 


systems 
pipelines; educational 


not all-inclusive; if 


A. The prohibition on construction of 
and structures 
amusement or entertainment 
purposes has been in effect since October 
26, 1950. The requirement for NPA 
authorization of construction of most 
commercial buildings effect 
January 13, 1951. Construction which was 
commenced prior to these dates is not 
affected by the order. 

Q. When is construction considered to 


buildings other for re 


creational, 


went into 


have commenced? 

A. Construction will be considered to 
have commenced when a substantial quan- 
tity of materials has been incorporated in- 
to the building or structure, for example, 
the pouring or placing of footings or 
other foundations. 

Q. What if I am uncertain whether my 
construction would be considered com- 
mencea ? 

A. You should submit a full statement 
of the facts, ia writing, to the nearest 
Department of Commerce Field Office 
for an interpretation. 

Q. Are there any exemptions from the 
order? 

A. Exempted from 


the order are: 


necessary maintenance and repairs; alter- 
additions, modernization or im- 
provement of office and loft buildings and 


ations, 


hotels, provided no metal partitions are 
used if the total cost dees not exceed 25 
cents per square foot of occupied space 
for a consecutive twelve-month period; 
small jobs of new construction, altera 
tions, additions, modernization or improve 
ment of all other types of buildings or 
listed in Sections 15 and 16, 
provided no metal partitions are used, if 
exceed $5,000 for a 
consecutive twelve month period; recon 


structures 


the cost does not 
struction, under specified conditions, fol 
lowing a fire or other 
occurred after July 29, 1950; construction 
by or for the Department of Defense and 
the Atomic Energy Commission; radio 
and TV plants used primarily 
for the publication of newspapers, books 


disaster which 


stations ; 


and periodicals 


NPA 


construction of a 


Q. Under what conditions will 
generally authorise 
commercial building or structure? 

A. NPA generally will authorize com- 
construction if it furthers the 


is essential to mainte- 


mercial 
defense effort or 
nance of public health, safety or welfare. 
If the proposed construction is not related 
directly to the defense effort, NPA will 
take 
quantity of materials on hand, and needed, 
and the 


authorization 


into consideration the type and 


for the construction; effect on 


the community if the were 
denied 

(). How does the order affect a multi- 
ple-use building? 

A. Unless authorized by NPA, no part 
of the building can be constructed for use 
with an 
amusement or specified commercial pur- 


or occupancy in connection 
pose, if the cost of that part of the build- 
ing will exceed the small job exemption 
for the particular type of building 

Q. How do I request authorization for 
construction of a 
building? 

A. You application 
NPAF-24 for construction authorization 
from the nearest office of the Department 


covered commercial 


should obtain an 


of Commerce 

Q. If authorization is refused, do I have 
the right to appeal the decision? 

A. Yes, you may re-submit the original 
information, together with any new sup- 
porting material, with a request for re- 
view. 

QO Is il posst le to get 
Order? 

A. Yes. In Section 5 of the order, pro 
vision is made for certain exemptions (See 


relief from the 


Question 8). The order also provides, in 
Section 11, for an adjustment or exception 
upon the grounds that (a) the order works 
an unreasonable hardship upon you not 
suffered genera‘ly by others in the same 
trade, industry or relative position, or (b) 
enforcement of the against you 
would not be in the interest of national 
defense. Some of the factors which NPA 


order 
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will consider in determining whether un- 
reasonable hardship exists are stated in 
Section 11. 

Q. Where can I obtain additional infor 
mation about the order? 

4. Additional information can be ob- 
tained from the Department of Commerce 
Field Office which serves your area. If there 
Field Office in or near your com 
munity, you should write to the National 
Production Authority, Washington 25, D 
C., Ref. M-4. Smaller firms may write to 
the NPA Office of Small Business, Wash- 
ington 25, D. C., Ref. M-4. 


Is no 


Aluminum 
M-5 
(As amended Mar. 26, 1951) 

This order applies particularly to 
primary and secondary producers, 
fabricators, distributors and jobbers 
of aluminum and provides rules fot 
placing, accepting, and scheduling 
rated orders for aluminum, Its pur 
pose is to make possible maximum 
production of aluminum by reducing 
to a minimum disruption of normal 
distribution and by providing equi 
table distribution of rated orders 
among all aluminum producers and 
fabricators and all distributors and 
jobbers of aluminum. 

Sec. 2—This order applies to the 


following forms and products of 
aluminum : 


Rod and bar. 

WIRE (UNDER 3/8"). 

CABLE (ELECTRICAL 
MISSION ONLY.) 

Rivets. 

Forgings and pressings (before machin- 


TRANS- 


ing.) 

Impact extrusions. 

Castings. 

Rolled structural shapes (angles, chat 
nels, zees, tees, etc.) 

Extruded shapes. 

Sheet, strip and plate 

Slugs. 

Foil. 

TUBING. 

Tube blooms. 

Powder (including atomized, granular 
flake, paste and pigment). 

Ingot, pig, billets, slabs. 

Sec. 3—A rated order for alu- 
minum in the forms listed in section 
2 must specify shipment on a par- 
ticular date or during a particular 
month. which in no may be 
earlier than required by the person 
placing the order. The producer of 
aluminum must schedule the order 
for shipment within the requested 
month as close to the requested ship- 


case 
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ment date as is practicable consider- 
ing the need for maximum produc- 
tion. 

Sec. 4—Producers and fabricators 
of aluminum in the forms fisted in 
section 2 need not accept a rated 
order which is received less than 60 
days prior to the first day of the 
month in which shipment is request- 
ed, unless specifically directed to ac- 
cept the order by the National Pro 
duction Authority. 

Sec. 5—Subject to the tonnage 
limitation stated in section 6 and un- 
less specifically directed by the Na 
tional Authority. 

(a) In order to make provision 
for a supply of metal to independent 
fabricators of aluminum, producers 
of primary aluminum shall accept 
rated orders from such fabricators 
up to 11% 
uled production each month of pri 


percent of their sched 
mary pig and ingot; 

(b) No aluminum producer or 
fabricator shall be required to ac 
cept rated orders for the products 
listed below for shipment in any one 
month in excess of the following 
percentages of his average monthly 
shipments of such products during 
the first eight months of 1950: 

Percent 
Sheet (coiled and flat), plate, circles 

and blanks 
Extrusions and tubing 
ROLLED SHAPES 
ROD, BAR, WIRE 


Forging and pressings 


AND CABLE 
Castings 55 
Se condary ingots 60 
All other 
Sec. 6 


mill products, each 55 
Unless specifically direct 
ed by the National Production Au 
thority: 

(a) No producer of primary alu 
minum shall be required to accept 
rated orders for shipment in any one 
month of a total tonnage of alumi- 
num products, including pig and in 


got, in excess of 60 percent of his 


scheduled production in terms of 
total primary pig tonnage for that 
month; no producer of secondary 
aluminum shall be required to accept 
rated orders for shipment in any one 
month of a total tonnage of alumi 
num products, including ingots, in 
excess of 60 percent of his scheduled 
production 


terms of total ingot 
tonnage for that 
(b) No aluminum 


shall be required to accept rated or 


month 


fabricator of 


ders for shipmeat in any one monta 
of a total tonnage of aluminum prod 
ucts in excess of 60 percent of his 
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average monthly shipments during 
the first 8 months of 1950. 

Sec. 7—Unless specifically di- 
rected by the National Produc- 
tion Authority, no distributor or 
jobber of aluminum products 
shall be required to accept rated 
orders for shipment in any one 
month of a total tonnage of alum- 
inum products in excess of 45 
percent of the products available 
to him during such month. 

Sec. 8—The National Production 
Authority will from time to time ap- 
prove scheduled programs calling 
for the production and delivery of 
aluminum products for stated pur- 
poses over specified periods of time. 
Upon approval of major programs 
of this type, supplements to this or- 
der will be issued describing such 
programs and specifying the manner 
in which they are to be carried out 
by the Aluminum Industry. There- 
after, directives will be issued to in- 
dividual concerns establishing sched- 
ules for their participation in such 
Such shall be 


complied with by the recipients in 


programs directives 
accordance with the terms thereof, 
unless otherwise directed by the Na- 
tional Production Authority. 

Sec. 9—Any person who is unable 
to place a rated order for aluminum 
die to the limitations imposed by 
sections 5, 6, or 7 shall apply to the 
National Production Authority, 
Light Metals Division, Washington 
25, D. C., Ref. M-5, specifying the 
producers, fabricators, distributors 
or jobbers who refused to accept the 
The National Production Au 
thority will arrange to assist him in 


order. 


locating sources of supply. 

Sec. 10—Any person affected by 
any provision of this order may file 
a request for adjustment or excep- 
tion upon the ground that such pro 
vision works an unreasonable hard 
ship upon him not suffered generally 
by others in the same trade or in 
that its 
against him would not be in the in- 


dustry or enforcement 
terest of national defense. Each re- 
quest shall be in writing and shall 
set forth all pertinent facts and the 
nature of the relief sought, and shall 
state the reasons why denial of the 
request could result in undue and 
exceptional hardship. 

Sec. 11—All communications con 
cerning this order shall be addressed 
National Production Authority 
Washington 25, D. C. 

Ref: M-5 


Sec. 13—Any person who wil- 
fully violates any provision of this 
order or any other order or regula- 
tion of the National Production Au- 
thority or wilfully conceals a mate- 
rial fact or furnishes false informa- 
tion in the course of operation under 
this order is guilty of a crime and 
upon conviction may be punished by 
fine or imprisonment or both. In ad- 
dition, administrative action may be 
taken against any such person to 
suspend his privilege of making or 
receiving further deliveries of ma- 
terials or using facilities under pri- 
ority or allocation control and to 
deprive him of further priorities as- 


sistance. 


Aluminum For 
Civilian Use 
M-7 
Amended April 20, 1951) 
Che purpose of this order is to de- 


how 


scribe the aluminum remaining 
after allowing for the requirements 
be distrib 
uted and used in the civilian econ- 
omy. It is the policy of the National 
Production Authority that aluminum 
and articles made of aluminum, not 
required to fill rated orders, shall be 
distributed equitably through normal 
channels of distribution, and that due 
regard shall be given by suppliers to 
the needs of new and small business. 


f national defense may 


Sec. 2—<As used in this order: 


“Base period” means the 6-month 
period ending June 30, 1950. 
““Manufacture”’ means to put into 
process, machine, fabricate, or other- 
wise alter materials by physical or 
chemical means. Provided, however, 
That as applied to “castings (foun 
dry products as shipped by the pro- 
ducer )”’ specified in section 3 of this 
order the word “manufacture” also 
means the assembly of said items 
into components oT end products, 
and that as applied to “powder (in- 
cluding atomized, flake, paste, and 
pigments).” The word “manufac- 
ture” also means segregating, weigh- 
ing, or packaging for sale or resale 
by persons other than producers. 
“Maintenance” the mini- 
mum upkeep necessary to continue 
a building, machine, piece of equip- 
ment or facility in sound working 
condition, and “repair” means the 
restoration of a building, machine, 


means 


piece of equipment or facility to 
sound working condition when the 
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same has been rendered unsafe or 


unfit for service by wear and tear, 
damage, failure of parts or the like: 
Provided, however, Neither mainte- 
nance nor repair includes the im- 
provement of any such item with 
material of a better kind, quality or 
design. 

“Operating supplies” means any 
aluminum forms or products listed 
in section 3 of this order which are 
normally carried by a person as op 
erating supplies according to estab 
lished accounting practice and are 
not included in his finished product, 
that materials included in 
such product which are normally 
chargeable to operating expense may 


except 


be treated as operating supplies. 
Sec. 3—The word “aluminum”’ as 

used in this order means only the 

following aluminum forms and prod- 


ucts obtained 


from either domestic 
or foreign sources: 
Rod and bar. 
Wire (under 3% inch). 
Cables (electrical transmission 
only ). 
Rivets. 


“Give ten feet of cable to this one . . 


Reap 


Forgings and pressings (before 
machining). 
Impact extrusions. 
(foundry 
shipped by the producer). 
Rolled structural shapes (angles, 
channels, 


Castings products as 


sees, tees, cic. ). 
Extruded shapes. 
Sheet (coiled and flat), plate, cir- 
cles and blanks. 
Slugs. 
Plain coil foil. 
Tubing (extruded, drawn and roll 
formed ). 
lube blooms. 
Powder (including atomized, 
flake, paste and pigments). 
Ingot, billets, slabs, 
lated. 
Purchasing scrap. 
Sec. 4+—Subject to the exemptions 
stated in section 8 of this order, this 


granu- 


nig 
P's, 


order applies to the use of aluminum 
for purposes of manufacture or con- 
struction, or for maintenance, re 
pair or operating supplies. It does 
not apply to (a) the production of 
aluminum in or {the conversion of 
aluminum to the forms and prod- 


. and five feet to this one, 
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NPA 


ucts listed in section 3 of this order ; 
or (b) the use of aluminum in the 
production of other metals (includ- 
ing aluminized steel), or of metal 
alloys, the chief constituent of which 
is not aluminum, or of chemical salts 
of aluminum and compositions of 
aluminum used as a catalyst. 

Sec. 5—Subject to the exemptions 
stated in section 7 of this order, and 
unless specifically directed by the 
National Production Authority, no 
person shall use in manufacture or 
construction : 

During the calendar quarter com- 
mencing on April 1, 1951, a total 
quantity by weight of aluminum in 
excess of 65 percent of his average 
quarterly use of aluminum during 
the base period 

Any person who was authorized 
by the National Production Author 
ity to use an adjusted monthly base 
to determine permitted use of alu 
minum during January, February, 
or March 1951, shall not use during 
the second calendar quarter of 1951 
a quantity by weight of aluminum 
in excess of 65 percent of three times 
such adjusted monthly base. The 
National Production Authority re 
serves the right to review and mod 
ify or revoke any such adjustment 
\n authorization by the National 
Production Authority to use a spe 
cific quantity of aluminum in 
specified month or months or in the 
first quarter of 1951 shall not be con- 


any 


sidered an adjusted base for the pur- 
poses of this paragraph. 

Sec. 6—Use of aluminum for cer 
tain addition to the 
limitations on the use of aluminum 
set forth in section 5 of this order: 

(a) No person shall use in manu- 
facture, assembly, or construction a 


purposes—In 


greater quantity or better grade of 
aluminum than is necessary for func 
tional or operational purposes 

(b) No person shall use alumi 
num in manufacture, assembly, or 
construction for decorative or orna 
mental purposes. 

(c) Subject to the 
stated in section 8 of this order, or 


he 


exemptions 


unless specifically directed by t 
National Production Authority, no 
person shall use during each of the 
months of May and June 195], in 





NPA 


the manufacture of any item includ- 
ed in List A or, in construction for 
any item in List A, a total quantity 
by weight of aluminum in excess of 
50 percent of his average monthly 
use of aluminum in such item dur- 
ing the base period: Provided, how- 
ever, That no person shall use any 
aluminum in the manufacture of 
windows of the nonresidential type 
during said period except to com 
plete orders received by him prior 
to February 20, 1951, and the use of 
aluminum for such purpose shall not 
he subject to the provisions of this 
this 
who, 


paragraph or of section 5 of 
order. However, person 
during the months of May or June 
1951, purchases parts made wholly 
or partly of aluminum for incor- 
poration in an item in List A, which 
parts he manufactured during the 
base period, shall deduct, to the ex- 
tent that he purchases such parts, 
the quantity of aluminum he used in 
such manufacture during the base 
period in computing his permitted 
during said months. During 
each of the months of May and June 
1951, 
aluminum in the manufacture of an 
item in List A, but who assembles 
parts made wholly or partly of alu- 
minum into such item in List A, 
shall not assemble a total number of 


any 


use 


any person who does not use 


units of such item in excess of 50 
percent of the average monthly num- 
ber of such units which he assem 
bled during the base period 

(d) Any person who was author 
ized by the National Production Au- 
thority to use an adjusted monthly 
base to determine permitted use of 
Jwuminum during January, Febru 
ary, or March 1951, shall not use 
during either of the months of May 
in the manufacture of 
iny item in List A, a total quantity 
by weight of aluminum in excess of 
50 percent of such adjusted monthly 
The National Production Au- 


thority reserves the right to review 


ir June 1951, 


base 


and modify or revoke any such ad 
justment. An authorization by the 
National Production Authority to 
use a specific quantity of aluminum 
in any specified month or months or 
in the first quarter of 1951 shall not 
be considered an adjusted base for 
the purposes of this paragraph 
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(e) Any person who has placed 
an order with a supplier for alumi- 
num for use in the manufacture of 
List A, which order is 

such mill 


an item in 
included in 
schedule for the second quarter, may 
accept delivery thereof after the end 
of the quarter, and may use such 
aluminum during the third quarter 
of 1951 subject to such restrictions 
as the National Producton Author- 


supplier’s 


ity may prescribe. 

Sec. 7—Unless specifically direct- 
ed by the National Production Au- 
thority, during the 6-month period 
commencing on December 1, 1950, 
and each 6-month period thereafter, 
no person shall use for maintenance, 
repair, and operating supplies a 
quantity by weight of aluminum in 
excess of the quantity of aluminum 
that he used for such purposes dur 
ing the base period 


Exemptions 


Sec. 8—(a) The use of aluminum 
required by any person to fill an or- 
der that is rated under the priorities 
system established by NPA Reg. 2 
(excluding orders for items included 
in List A), or to meet any other 
mandatory order of the National 
Production Authority, is permitted 
in addition to the use of aluminum 
authorized by the provisions of sec- 
this order. The use 
of aluminum required by any per- 
son to fill a rated order for any 
item included in List A which is 
marked by an asterisk is permitted 
in addition to the use of aluminum 
authorized by the provisions of sec- 
or 7 of this order where 
such item is for use of the Armed 
Forces of the United States, includ- 
ing the United States Coast Guard, 
in the construction, fitting, or fur- 
nishing of ships (other than pleas- 
ure craft), aircraft, and hospitals, or 
to supply military specification or- 
ganizational equipment items. The 
use of aluminum required to fill an 
order, whether or not rated, for any 
item in List A which is not marked 
by an asterisk shall be subject to the 
limitations on use stated in section 
6 of this order. 

(b) The procurement and use by 
electric utilities of aluminum con- 
ductor and aluminum conductor ac- 
cessories as those terms are defined 
in NPA Order M-50, is subject to 
order M-50 and is accordingly ex 
empt from this order. The use by 
electric utilities of forms and shapes 


tions 5 or 7 of 


tion 5, 6 


of aluminum listed in section 3 of 
this order, other than aluminum con- 
ductor and aluminum conductor ac 
cessories, remains subject to the re- 
strictions of this order, and in com- 
puting permitted use of such other 
forms and shapes of aluminum, use 
of aluminum conductor and conduc- 
tor accessories during the base period 
shall be excluded 

(c) The provisions of sections 5, 
6, and 7 of this order do not apply 
to persons who use less than 1,000 
aluminum during any 
period of 12 consecutive months: 
Provided, That persons 
who by reason of the provisions of 


pounds of 
howe fA 


section 5 or 6 would be permitted to 
use less than 1,000 pounds during 
any period of 12 consecutive months 
may use during such period a quan- 
tity up to 1,000 pounds. 

(d) The provisions of section 5 
of this order will not apply, com- 
mencing on February 1, 1951, to 
the use of aluminum in the manufac- 
ture of collapsible tubes as defined 
in NPA Order M-27, nor, commenc- 
ing on April 6, 1951, to the use of 
the manufacture of 
defined in 


aluminum in 
packaging closures as 
NPA Order M-26. 
Sec. 9—In addition to the provi- 
sions of NPA Reg 1, relating to in- 
ventory control. it is considered that 
a more exact requirement applying 
to users of aluminum is necessary. 
No person obtaining aluminum for 
use in manufacture or construction, 
or for maintenance, repair, or oper- 
ating supplies, may receive or ac- 
cept delivery of a quantity of alumi- 
num if his inventory is, or by such 
receipt would become, in excess of 
that necessary to meet his deliveries 
or supply his services on the basis 
of his scheduled method and rate of 
operation pursuant to this order dur- 
ing the succeeding 60-day period, or 
in excess of a “practicable minimum 
working inventory” (as defined in 
NPA Reg. 1), whichever is 
For the purpose of this section, alu- 


Iess 


minum shapes and forms listed in 
section 3 of this order in which only 
minor changes or alterations have 
been effected shall be included in in- 
ventory. NPA Reg. 1 will apply to 
aluminum except as modified by this 
section. 
Sec. 10 
any provision of this order may file 
a request for adjustment or excep- 
tion upon the 
ness operation was commenced dur- 


Any person affected by 


ground that his busi- 
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ing or after the base period, or 
because any provision otherwise 
works an undue and exceptional 
hardship upon him not suffered gen- 
erally by others in the same trade or 
industry or that its enforcement 
against him would not be in the in- 
terest of the national defense or in 
the public interest. Each request 
shall be in writing and shall set forth 
all pertinent facts and the nature of 
the relief sought, and shall state the 
justification therefor. 

Sec. 11—(a) Persons subject to 
this order shall preserve the records 
which they have maintained and will 
maintain of inventories, receipts, de- 
liveries, and uses of aluminum forms 
and products commencing with Jan 
uary 1, 1950. 

(b) Persons subject to this order 
shall make records and submit such 
reports to the National Production 
Authority as it shall require. 

Sec. 12—All communications con- 
cerning this order shall be addressed 
to the National Production Author- 
ity, Washington 25, D. C., Ref: M- 


Fo 
Violations 


Sec. 13—Any person who wil- 
fully violates any provision of this 
order or any other order or regula- 
tion of the National Production Au- 
thority or who wilfully conceals a 
material fact or furnishes false in- 
formation in the course of opera- 
tion under this order is guilty of a 
crime and upon conviction may be 
punished by fine or imprisonment or 
both. In addition, administrative ac- 
tion may be taken against any such 
person to suspend his privilege of 
making or receiving further deliver 
ies of materials or using facilities 
under priority or allocation control 
and to deprive him of further priori 
ties assistance. 


List A 


See section 6 of this order as to 
the limitations on the use of alumi- 
num in manufacture and construc- 
tion in connection with the items on 
the following list. 

See section 8 (a) of this order as 
to the effect of a rated order for 
items on the following list which are 
marked by am asterisk. 

Bells 
material is 


signaling devices used as 
munication systems.) 


* Brackets: Light, shelf and wall. 


(except parts where nonmagnetic gong 
electrically operated 
adjuncts to com 


required for 


* Burglar alarms and protective systems (ex- 
cept where essential to the proper servicing 
or functioning of the parts). 

* Cabinets: kitchen, medicine. 

Door chimes 

Fences, wire 

Frames: electric sign, picture 

Garden tools and equipment. 

Giftware 

Hand-tool handles (except portable electric 
tools) 

Highway markers, signals, and signs (ex- 
cept electrically operated traffic control signals) 

Ice cream freezers for home use 

Lawn mowers, seeders, roller, 

Lightning rods 

* Metal letters and numbers (except for in- 
ljustrial or public utility control identification) 

Ornaments, Christmas tree 

Spools such as wire (except magnet), adhesive 
tape, solder 

Spray guns (except paint spraying equipment 
and agricultural sprays) 

* Whistles (except safety devices, air raid, and 
fire alarms.) 


and tampers 


Copper and Copper-Base 
Alloys 
M-1] 


(As Issued Nov. 29, 1950) 


This order applies particularly t 
producers, sellers, owners of refined 
copper and copper-base alloy ingot, 
producers of brass mill products, 
copper wire products, foundry cop- 
per products and copper-base alloy 
products, distributors, jobbers and 
warehousers of copper and copper- 
base alloy and provides rules for 


DA Aes ov 


“He says they keep the money some place else now . . 


wire in the safe!” 
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placing, accepting and scheduling 
rated orders for copper and copper- 
base alloy. Its purpose is to make 
possible maximum production of 
copper and copper-base alloy by re 
ducing to a minimum disruption of 
normal distribution and by provid- 
ing equitable distribution of rated 
orders upon all copper and copper- 
base alloy producers and fabricators, 
and all distributors, jobbers and 
warehousers of copper and copper 
base alloys. It supplements NPA 
Reg. 2, but only those provisions of 
Part 11 which are inconsistent with 
this part are superseded, and all the 
provisions of that part continue to 
apply to the copper industry. 

This order applies to the follow 
ing forms and products of coppet 
and copper-base alloy: 

a) Unalloyed copper It 
cludes electrolytic copper, fire re 
fined copper and all unalloyed cop 
per in any form including scrap.) 

(b) Copper-base alloy. Any alloy, 
the composition of which the per 
centage of copper metal by weight 
equals or exceeds 40 per cent of the 
total weight of the alloy. (It in- 
fired or demilitarized car- 


tridge cases and artillery cases and 


cludes 


all copper-base alloys as specified 
above in any form, including scrap.) 


c) Brass mill products. Copper 





. and copper 





and copper-base alloy products as 
listed below: 

Plate, sheet and strip (including 
cups and discs). 

Rod, bar and wire, including forg 
ings (rough as forged), and ex- 
truded shapes, but excludes wire for 
electrical transmission. 

Pipe and tube. 

(d) Copper wire mill products 
Bare or insulated wire and cable for 
electrical conduction made from cop 
per or copper-base alloy including, 
but not limited to, the products list 
(All copper mill 
products should be 
terms of pounds of copper content. ) 

Hot rolled copper rods 

3are and tinned wire and cable 

Weather-proof wire and cable. 

Magnet wire 

Insulated building wire products. 


ed below: wire 


measured in 


Paper and lead cable, power 
Paper and lead cable, telephone 
Asbestos cable. 
Portable and 
cable. 
Other 
cable. 
Shipboard cable. 
Automotive and aircraft wire and 


flexible cord and 


communication wire and 


cable. 
Varnished cambric wire and cable. 
Insulated power cable products. 
Signal and control cable. 


Required Shipment Dates 


A rated order for copper and cop- 
per-base alloy in any of the forms 
listed above must specify shipment 
on a particular date or during a par- 
ticular month, which in no case may 
be earlier than required by the per- 
son placing the order. The producer 
of copper and copper-base alloy in 
any of the forms listed above must 
schedule the order for shipment 
within the requested month as close 
to the required shipment date as is 
practicable considering the need for 
maximum production. 

Producers and fabricators of cop 
per and copper-base alloy in the 
forms listed previously need not ac- 
cept a rated order which is received 
less than 45 days prior to the first 
day of the month in which the ship- 
ment is requested, unless specifically 
directed to accept the order by the 
National Production Authority. 

Subject to the tonnage limitations 
stated below, or unless specifically 
directed by the National Production 
Authority : 
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(a) No producer ot brass mill 
products shall be required to accept 
rated orders for shipment in any one 
month in excess of the following per- 
centages of its average monthly ship- 
ments of the products listed below 
made by it during the first six 
months of .1950: 

Percent 

Pipe and tubing, unalloyed 

and alloyed 

Plate, sheet and strip, unal- 

loved and alloyed a 

Rod, bar and wire—unalloyed 1: 

Rod, bar and wire—alloyed.. 2( 

All other products, each 15 

(b) No producer of copper wire 
mill products shall be required to 
accept rated orders for any type or 
range of a wire mill product 
listed for shipment in any one month 


size 


in excess of 15 per cent of its aver- 
age monthly shipments of the same 
product during the first six months 
of 1950. 

Unless specifically directed by the 
National Production Authority : 

(a) No producer of brass mill 
products shall be required to accept 
rated orders for shipment in any one 
month of a total tonnage of such 
products in excess of 20 per cent of 
its average monthly shipments of 
such products during the first six 
months of 1950. 


(b) No producer of copper wire 
mill products shall be required to 
accept rated orders for shipment in 
any one month in excess of total 
poundage (copper content) of such 
products in excess of 5 per cent of 
its average monthly shipments of 
such products during the first six 
months of 1950. 

Effect of rated orders 
loyed copper and copper-base alloy 


for unal- 


ingot. 

(a) No producer, seller or owner 
of unalloyed copper shall be required 
to accept rated orders from any 
producer of brass mill products, cop- 
per wire mill products, foundry cop- 
per products or copper-base alloy 
products, or from any ingot maker 
or other user of unalloyed copper 
unless the buyer presents a copy of 
a specific authorization from the Na- 
tional Production Authority cover- 
ing such rated order. 

(b) No producer, seller or own- 
er of copper-base alloy ingot shall 
be required to accept rated orders 
from any producer of brass mill 
products, foundry copper products 
or copper-base alloy products or 
from any user of copper-base alloy 
ingot unless the buyer presents a 
copy of a specific authorization from 
the National Production Authority 
covering such rated order. 


“It’s Mr. Jones, sir. He has some cable for you.” 
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(c) Nothing in paragraphs (a) or 
(b) of this section shall interfere 
with the acceptance of unrated or- 
ders for unalloyed copper or copper- 
base alloy ingot. 

Unless specifically directed by the 
National Production Authority : 

(a) No distributor or jobber of 
brass mill products shall be required 
to accept rated orders for shipments 
in any one month for a total tonnage 
in excess of 20 per cent of his aver- 
age monthly shipments by products 
(including shipments made by others 
for his account) during the first six 
months of 1950. 

(b) No distributor or wholesaler 
of copper wire mill products shall be 
required to accept rated orders for 
shipment in any one month of total 
poundage (copper content) of such 
products in excess of 5 per cent of 
his total shipments from his ware- 
house stocks during the preceding 
monthly inventory period. 

Any person who is unable to place 
a rated order for copper or copper- 
base alloy due to the limitations im- 
posed by this order should apply to 
the National Production Authority, 
Washington 25, D. C., Ref: M-11, 
specifying the producers, fabricators, 
distributors, warehousers or jobbers 
who refused to accept the order. The 
National Production Authority will 
arrange to assist him in locating 
sources of supply. 

Any person affected by any provi 
sion of this order may file a request 
for adjustment or exception upon 
the ground that such 
works an undue or exceptional hard 
ship upon him not suffered gener- 
ally by others in the same trade or 
industry, or its enforcement against 
him would not be in the interest of 
the national defense or in the public 
interest. In considering requests for 
adjustment claiming that the public 
interest is prejudiced by the applica 
tion of any provision of this order, 
consideration will be given to the 
requirements of the public health and 
safety, civilian defense, and disloca- 
tion of labor and resulting unemploy 
ment that would impair the defense 
program. Each request shall be in 
writing and shall set forth all perti 
nent facts, the nature of the relief 
sought and shall state the justifica 
tion therefor. 


provision 


Violations 


Any person who wilfully violates 


any provisions of this order or any&®a person as 


other order or regulation of the Na- 
tional Production Authority in the 
course of operation under this order 
is guilty of a crime and upon convic 
tion may be punished by fine or im 
prisonment or both, In addition, ad 
ministrative action may be taken 
against any such person to suspend 
his privilege of making or receiving 
further deliveries of materials or us- 
ing facilities under priority or allo- 
cation control and to deprive him of 
further priorities assistance. 


Use of Copper and 
Copper-Base Alloys 


M-12 


(As amended April 1, 1951, including 


direction 2) 


he purpose of this order is to de- 
how the copper remaining 
after allowing for the requirements 


ional defense may be distrib 


scribe 


of nat 
ited and used/in the civilian econ 
omy. It is the policy of the National 
Production Authority that copper 
and articles made of copper, not re- 
quired to fill rated orders, shall be 
distributed equitably through normal 
channels of distribution, and that due 
regard shall be given by suppliers 
to the needs of new and small busi- 
ness. It is the intent of this order 
that other materials which 
in short supply shall be substituted 


are not 


for copper and copper-base alloy 


wherever p ssible 
2—As used in this order: 


the six 


Sec 


“Base period” means 


months period ending June 30, 1950. 
“Maintenance” means the minimum 


upkeep necessary to continue a 


building, machine, piece of equip 
working 


ment or facility in sound 


condition, and “repair” means the 
restoration of a building, machine, 
piece of equipment or facility to 


sound working condition when the 


same has been rendered unsafe or 
unfit for service by wear and tear, 
damage, failure of parts or the like: 


Pri vided, Neither 


tenance nor repair includes the im- 


however, main 
provement of any such item with ma- 
terials of a better kind, quality or 
design. 

“Operating supplies” means any 
copper or copper-base alloy forms or 
products listed in section 3 of this 
order which are normally carried by 
operating supplies ac- 
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NPA 


cording to established accounting 
practice and are not included in his 
finished product, except that materi- 
als included in such product whic 
are normally chargeable to operating 
expense be treated as operating 
supplies. 


: > 
sec. J 


nay 

Chis order applies to the 
following forms and products of cop- 
per : Copper, copper-base alloy, brass 
mill products, copper wire mill prod 
ucts, and foundry copper products 
and copper-base alloy products. For 
the purpose of this order, these items 
are defined as follows: 

(a) “Copper” means unalloyed 
copper. (It includes electrolytic cop- 
per, fire refined copper and all un- 
alloyed copper in any form including 
scrap. ) 

(b) “Copper-base alloy’’ means 
any alloy in the composition of which 
the percentage of copper metal by 
weight exceeds 40 pet 
cent of the total weight of the alloy. 
(It shall include fired and demilitar- 
ized cartridge and artillery cases, 


equals or 


and all copper-base alloy, as specified 
above, in any form including scrap. ) 
(It does not Id 
produced in accordance 


Commercial standard CS67-38. ) 


include alloved & 
with U.S 


(c) “Brass mill product” means 
sheet, including strip and plate; rod, 
including bars, forgings (rough as 
forged) and extruded shapes ; wire ; 
or tube, including pipe; made from 
1 


mill 


copper or copper-base alloy. This 
include 


does not copper wire 


products 
(d) “Copper wire mill products” 
means hare wire, insulated wire and 


cable whatever the outer protective 
verings may be. ard uninsulated 


wire and cables, where the conduc 


tors are made from copper, copper 
base alloy, or copper clad steel con 
taining copper hy 


. 


weight 


over 20 per cent 
All copper wire mill products 
should be measured in terms of 
pounds of copper content 

“Foundry products” means cast 
copper and copper-base alloy shapes 
wx forris suitable for ultimate use 
drawing, 
extruding (Includes the 
removal of gates, risers and sprues, 
ind sandblasting 


rolling, 


without remelting, 


forging 


tumbling. or dip 





NPA 


ping, but excludes any further ma- 
chining or processing. ) 


Application of Order 


Sec. 4—Subject to the exemptions 
stated in section 9, this order applies 
to all persons who produce brass mill 
products, copper wire mill products 
or foundry products as listed in sec- 
tion 3 of this order, or who use any 
of the forms and products of copper 
detined in paragraphs (a), (b), (c), 
(d), and (e) of section 3 for the 
purpose of manufacture, use in in 
stallation or construction, or for 
naintenance, repair or operating sup 
plies. This order also contains limi- 
tations on the use of such copper 
forms and products in the manu- 
facture or assembly of certain items. 
rhis order does not apply to persons 
who use copper or copper-base alloy 
in the production of other metals or 
metal alloys. 

Sec. 5—Subiect to the 
stated in section 9 of this order or 
unless specifically directed by the 
National Production Authority : 

During the calendar quarter com 
mencing on April 1, 1951, no person 
shall produce a total quantity by 
weight of brass mill products and 


exemptions 


copper wire mill products in excess 
of 80 per cent of his average quar 
terly production of such products 
during the base period: Provided, 
That such production in 
any one month shall not exceed 40 


rmitted quarter! 


howez er, 


per cent of the pe 
production. The production of brass 
mill products and copper wire mill 
products, pursuant to a valid toll or 
agreement or other ar 
title 


material to he processel re 


conversion 


rangement 


vested in the person who delivers it, 
is permitted in addition to the pro- 
duction permitted by this paragraph. 
In determining average monthly pro- 
duction during the base period, the 
brass mill products and copper wire 
produced shall not 
the hase period pro 
wire 
this 
restric 


mill products so 
he included it 
duction of the brass mill or 
Nothine cor 


1 1 {Ft 


ined in 


ect the 


mill 
paragraph s 


t 
tions on toll and othe similar agree- 


ments contained NPA Order 


\M-16 
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During each of the calendar quar- 
ters commencing on January 1, 1951, 
and Apr.l 1. 1951, shall 
produce a total quantity by weight 
products in excess ol 


) per son 


of foundry 
100 per cent of his average quarter 
production of foundry products dur- 
ing the base period. 

Sec. 6—Subject to the exemptions 
stated in section 9 of this order, or 
unless specifically directed by the 
National Production Authority, no 
person shall use in manufacture, in- 
stallation or construction : 

During the calendar quarter com- 
mencing on April 1, 1951, a total 
quantity by weight of the forms and 
products of copper defined in para- 
graphs (a), (b), (c), and (d) of 
section 3, (Including copper forms 
ind products produced under toll and 
onversion agreements or other simi- 
lar arrangements) in excess of 75 
per cent of his average quarterly use 
f such copper during the base per- 
iod: Provided, however: That such 
use in any one month shall not ex- 
ceed 40 per cent of the permitted 


se. 


Prohibited Uses of Copper 
Sec. 7—(a) Commencing on 
March 1, 1951, no person shall use 
and produ 


the for Ss 


copper in 
lefined in section 3 of this order, or 
inv component part made therefrom, 
manufacture or assembly of 
inv item included in attached List 


\, except as permitted therein; and 


in the 


» person shall use in the manufac 


or assembly of anv item, wheth 


T ist - 


- ¢ 1 
etter grade of such 


ture 
er or not included ir a great 
er quantity or | 
materials than is necessary for func 
tional or operational purposes, or use 
such materials solely for decorative 
or ornamental purposes. However, 
these prohibitions shall not apply to 
such use of: 

(1) 
products, or component parts made 
therefrom, on or after March 1, 
1951, if such materials were 
tained in such person’s inventory on 
said date and are wholly unsuitable 
for use in the manufacture or as 


Any such copper forms and 


con 


sembly by such person of anv item 
not included in List A; or (2) any 
such materials covered by an order 
placed with a producer and included 
in the producer’s schedule for Feb. 
1951, which are delivered to such 
person at his plant prior to April 1, 
1951, to the extent that such mate- 


rials are wholly unsuitable for use in 
manufacture or assembly by such 
person of any item not included in 
List A. Every person who relies on 
the provisions of the next preceding 
sentence shall prepare a detailed rec- 
ord showing: (A) The quantities of 
such copper forms and products, and 
component parts made therefrom, 
which were contained in his inven- 
tory on the first days of December 
1950, and of January, February and 
March, 1951, and which were wholly 
unsuitable for use in his manufac- 
ture or assembly of any item not in- 
‘luded in List A; and (B) the quan- 
tities of such materials wholly un- 
suitable for such use which were de- 
livered to him on or after March 1, 
1951, the names and addresses of the 
suppliers thereof, and the dates of 
the orders and acceptances covering 
such materials together with the ap- 

mill schedule record 
shall be retained for at least two 
vears and shall be made available at 
business where 


licable Such 


the usual place of 
maintained for inspection and audit 
hy duly authorized representatives 
\f the National Production Author- 


\ 


(b) Commencing on April 1, 1951, 
1 person shall use copper in the 
orms and products defined in sec- 
tion 3, or any component part made 
herefrom, in the manufacture or as- 
sembly of any item included in at- 
tached List B, except as permitted 
therein. However, this prohibition 
shall not apply to such use of: (1) 
\ny such copper forms and products 
or component parts made therefrom, 
on or after April 1, 1951, if such ma- 
terials were contained in such per- 
son’s inventory on said date and are 
wholly use in the 
manufacture or by such 
person of any item not included in 
List A or List B; or (2) any such 
materials that have been covered by 
any order placed with a producer 
which were included in the pro- 
ducer’s schedule for March 1951, 
and are delivered to such person at 
his plant prior to May 1, 1951, to the 
extent that such materials are wholly 
unsuitable for use in manufacture or 
assembly by such person of any item 
not included in List A or List B. 
Every person who relies on the pro- 


unsuitable for 
assembly 


visions of the next preceding sen- 
tence shall prepare a detailed record 
showing: (A) the quantities of such 
‘opper forms and products, and com- 
ponent parts made therefrom, which 
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were contained in his inventory on 
the first days of January, February, 
March and April 1951, and which 
were wholly unsuitable for use in his 
manufacture or assembly of any item 
not included in List B; and (B) the 
quantities of such materials wholly 
unsuitable for such use which were 
delivered to him on or after April 1, 
1951, the names and addresses of the 
suppliers thereof, and the dates of 
the orders and acceptances covering 
such materials, together with the ap- 
plicable mill schedule. Such record 
shall be retained for at least two 
years and shall be made available at 
the usual place of business where 
maintained for inspection and audit 
by duly authorized representatives of 
the National Production Authority. 

(c) Notwithstanding the provi- 
sions of paragraphs (a) and (b) of 
this section, copper and copper-base 
alloy may be used: (1) For plating 
any item included in List A or List 
B, or any component part thereof, 
where such plating is an undercoat 
for chromium, nickel, gold or silver; 
or (2) for brazing any item, or com- 
ponent part thereof, included in List 
A or List B. 

(d) During February 1951, no 
person shall use in the manufacture 
or assembly of the items included in 
attached List A a total quantity by 
weight of the copper forms or prod- 
ucts defined in paragraphs (a), (b), 
(c), and (d) of section 3, or any 
component part made therefrom, in 
excess of 85 per cent, or of the foun- 
dry products defined in paragraph 
(e) of said section, or any compo- 
nent part made therefrom, in excess 
of 100 per cent of his average month- 
ly use of such materials for such 
purposes during the base period. 
During March 1951, the same limita- 
tions shall apply to the manufacture 
or assembly of the items included in 
attached List B, except that the per- 
centage limitation as to the copper 
forms and products defined in para- 
graphs (a), (b), (c) and (d) of sec- 
tion 3 shall be 80 per cent instead of 
85 per cent. To the extent that man- 
ufacture or assembly of the items 
on attached List A or List B is per- 
mitted under paragraphs (a) or (b) 
of this section, the limitations of sec- 
tion 6 of this order, shall also apply 
during March 1951, and each suc- 
ceeding month. 

(e) Commencing on April 1, 1951, 
no person shall use in construction 
any brass mill product as such for 


any item included in List A or List 
B except as permitted therein. 

(f) The following items included 
in List A or List B shall be exempt 
from the application of this section if 
they are used on vessels other than 
pleasure craft: (1) Furnishings, fit- 
tings, and fixtures when located 
within the sphere of the magnetic 


compasses; and (2) builders’ hard- 


ware, building materials and snap 
hooks where the properties supplied 
hy copper are essential and satisfac- 


tory substitutes not available. 

(g) The prohibitions of this sec- 
tion apply notwithstanding the pro- 
visions of NPA Reg. 2 with respect 
to the filling of rated orders and are 
not affected by any of the exemp- 
tions stated in section 9 or this or- 
der: Provided, however, That such 
provisions of NPA Reg. 2 and para- 
graphs (a) and (b) of section 9 
apply to such items included in at- 
tached List A or List B as are spe- 
cifically designated as being per- 
mitted for the! use of the Armed 
Forces of the United States, includ 
ing the United States Coast Guard. 

(h) Any component parts of items 
included in List A or List B which 
are manufactured or assembled with- 
in the limitations of paragraphs (a) 
or (b) of this section may be sold at 
any time and the purchaser thereof 
may assemble these component parts 
into items included in List A or List 
B at any time, provided these com- 
ponent parts are wholly unsuitable 
for use in the production, manufac- 
ture, or assembly of any item not 
prohibited by this section. 

Sec. S—Unless specifically direct- 
ed by the National Production Au- 
thority, during the calendar quarter 
commencing on January 1, 1951, and 
each calendar quarter thereafter, no 
person shall use for maintenance, 
repair and operating supplies a quan- 
tity by weight of the forms and prod- 
ucts of copper defined in paragraphs 
(a), (b), (c), (d), and (e) or sec- 
tion 3 of this order, in excess of 
100 per cent of his average quarterly 
use of such purposes during the base 
period. 


Exemptions 


Sec. 9—(a) The production of 
brass mill, copper wire mill, and 
foundry products and the use of 
such products is permitted to fill 
rated orders, or to meet any manda- 
tory order of the National Produc- 
tion Authority, in addition to the 
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production and use permitted by the 
provisions of sections 5, 6, and 8 of 
this order. 

(b) Copper forms and products 
defined in section 3 acquired with 
ratings, or to meet a National Pro- 
duction Authority scheduled pro- 
gram may be used in addition to the 
quantities permitted by the provi- 
sions of sections 6 and 8. 

(c) The provisions of sections 6 
and 8 do not apply to persons who 
use less than 1,000 Ibs. of copper 
forms and products defined in sec- 
tion 3 during any calendar quarter ; 
Provided, however, That persons 
who by reason of the provisions of 
sections 6 and 8 would be permitted 
to use less than 1,000 Ibs. during any 
calendar quarter, may use during 
such period a quantity up to 1,000 
Ibs. 


Inventories 


Sec. 10—In addition to the provi 
sions of NPA Reg. 1 relating to 
Inventory Controls, it is considered 
that a more exact requirement ap- 
plying to producers of brass mill 
products, copper wire mill products 
and foundry products, and to users 
of the copper forms and products 
defined in section 3 of this order is 
necessary. 

(a) No person producing brass 
mill products, copper wire mill prod- 
ucts or foundry products may re 
ceive or accept delivery of copper or 
copper-base alloy if his inventory is, 
or by such receipt would become, in 
excess of that necessary to meet his 
deliveries or supply his services on 
the basis of his scheduled method 
and rate of operation pursuant to 
this order during the succeeding 45- 
day period, or in excess of a “prac- 
ticable minimum working inventory” 
(as defined in NPA Reg. 1), which- 
ever is less. 

(b) No person obtaining copper 
forms or products defined in section 
3 for use in manufacture, installation 
or construction, or for maintenance, 
repair or operating supplies, may re- 
ceive or accept delivery of a quantity 
of such forms and products if his in- 
ventory is, or by such receipt would 
become, in excess of that necessary 
to meet his deliveries or supply his 
services on the basis of his scheduled 
method and rate of operation pursu- 
ant to this order during the succeed 
ing 60-day period, or in excess of a 
“practicable minimum working in- 
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ventory” (as defined in NPA Reg. 
1), whichever is less. 

(c) For the purpose of this sec 
tion, any copper forms and products 
defined in section 3, in which minor 
changes or alterations have been ef 
fected, shall be included in inventory. 
NPA Reg. 1 will apply to all such 
forms and products except as modi 
fied by this section. 

Sec. 1l—(a) No person shall de- 
liver any of the forms and products 
of copper defined in section 3 of this 
order, if he knows or has reason to 
believe that his customer may not 
accept delivery of such materials 
under this order or will 
materials in violation of this order. 

(b) No person shall deliver any 
copper forms or products defined in 
section 3 unless the purchaser shall 


1 
use sucn 


have furnished to the seller a signed 
certification as follows: 

The undersigned, subject to stat 
utory penalties, certifies that accep 
tance of delivery and use by the 
undersigned of the copper forms or 
products herein ordered will not be 
in violation of NPA Order M-12 

This constitutes a 
representation by the purchaser to 
the seller and to the National Pro 


\uthority that delivery of 


certification 


duction 
such copper forms of products may 
be accepted by the purchaser under 
this order, and that such materials 
will not be used by the purchaser in 
violation of this order. 

(c) The certification required by 
paragraph (b) of this section shall 
not be required in connection with 
copper and 
products (1) to the General Services 


the delivery of forms 


\dministration for the stockpile of 
strategic materials, (2) to purchasers 
where delivery is made prior to 
\pril 1, 1951, pursuant to an order: 
received prior to February 19, 1951, 
(3) to 


purchasers of quantities 


weighing 25 pounds or less, (4) to 
purchasers in foreign countries; or 
(5) in connection with the delivery 
of serap. 

\ny person affected by any pro 
vision of this order may file a request 
for adjustment or exception upon 
the ground that his business opera- 
tion was commenced during or after 


the base period, or because any pro 


vision otherwise works an undue or 
exceptional hardship upon him not 


suffered generally by others in the 


same trade or or its en 


forcement against 1 would not be 
in the interest of the national defense 
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or in the public interest. In consider- 
ing requests for adjustment claim- 
ing that the public interest is prej- 
udiced by the application of any 
provision of this order, consideration 
will be given to the requirements of 
the public health and safety, civilian 
defense, and dislocation of labor and 
resulting unemployment that would 
impair the defense program. Users 
shall make Form 
NPAF-12 “Copper Forms and 
Products: User’s Application for 
Adjustment or Exception.” Copies 


application on 


of these forms may be obtained from 


the Department of Com- 


merce Field Office. 


Sec. 14—All communications con- 
cerning this order shall be addressed 
to the 

National Production Authority 

Washington 25, D. C. 
Ref. M-12 


nearest 


Violations 


Sec. 15—Any 


fully violates any provisions of this 


who wil 


person 
order or any other order or regula 
tion of the National Production Au- 
thority or who wilfully conceals a 
material fact or furnishes false in 
formation in the course of operation 
under this order is guilty of a crime 
conviction may be pun 


and upon 


ished by fine or imprisonment or 
both. In addition, administrative ac- 
tion may be taken against any such 
person to suspend his privilege of 
making or receiving further deliver- 
ies of using facilities 
under priority or allocation control 
and to deprive him of further priori- 


materials or 


ties assistance. 


List A 

See section 7) 
The use of the forms and products 
of copper defined in section 3 and 
of any component parts made there- 
from in the items listed below (ex- 
cluding repair parts) is prohibited 
except to the extent permitted in the 
order or the list: Provided, however, 
material may be used in 


1 


That such 
such items included in the list as are 


marked with an asterisk in cases 
where such items are to be used by 
the Armed the United 


States, including the United States 


Forces < f 


Coast Guard 


nit ventilator 
blast heating 
nis aS part 


, controls, 


“You gotta let me go underground, Mister. My customers think I’m 


holding out on them.” 
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fins, bearings or parts n 


electricity, and for water or steam courses an 
heaters) 

Lamp shades. 

Space heaters, flue connected and non-flue con 
nected (except valves, controls and parts neces- 
sary for proper operation or for conducting 
electricity). 

Stoves and ranges of all fuels for household 
cooking use (except valves, compression fittings, 
thermostats and parts 


controls including timers, 


for conducting electricity or necessary for safe 


operation) 
Household Electrical Appli 
(Except for operational parts wher 


ties supplied by the copper are 


where necessary for electrical con 
Household electrical 


not limited to 


appliances 
Laundry equipment 
Vacuum cleaners. 
Refrigerators. 

Floor and furniture polishers 
Food mixers 

Electric 


Hair 


Toasters. 


irons 
driers 

headlamps, and lighting a 
d 


loors, 


Lights, lamps 


sories (except for bezels, adjusting a 


attaching screws, retaining rings, copper flash 


reflectors and conducting 


including light bulbs) 


plating on parts for 
electricity 

Alarm and protective systems (except parts f 
conducting electricity or where essential to 
service or fu 


and bells 
where 


proper ictioning of the parts 


Chimes (except parts for co 
gong wm 
ated 


ymmunt 


ing electricity or non-magnetic 


terial is required for electrically ope signal 


ing devices) used as adjuncts to « 
on boa 


systems and except bells for use 


where essential to the proper functioning of 
parts. 

Lighting fixtures (except (1) current-carrying 
eyelets, s¢ small 


rivets, rews, 


threaded 


plating, 
(2) 
attachment 
dust-tight and va 


parts 


fasteners; the parts clamping, 


sealing or exterior, ¢x- 


plosion-proof, or-tight fixtures; 


3) Marine and airport). 
Razors operated by electricity 


tional parts and parts for « lucting 


Signs and advertising displays 


rent-carrying parts) 


List B 
(See section 7) 

The use of the forms and prod 
ucts of copper defined in section 3 
and of any component parts made 
therefrom in the items listed below 
(excluding repair parts) is prohib- 
ited except to the extent permitted 
in the order or the list: Provided, 
however, That such material may be 
used in such items included in the 
list as are marked with an asterisk in 
cases where such to be 
used by the Armed Forces of the 
United States, including the United 
States Coast Guard. 


items are 


Radio antennae for vehicles 
installation con 
LPG con 


Refrigerator and water heater 
nections for high 
nections from tank to fixture). 


(except pressure 


Household Electrical Appliances 
(Except for operational parts where the proper 
the copper essential or 


for electrical 


are 
conductivity) 


ties supplied by 


where necessary 


Coffee makers. 
Home and farm freezers 

Ice cream freezers 

Waffle irons. 

Dehumidifiers for home and office use (except 
operational parts where the properties supplied 
are essential or where necessary 
ctivity). 


by the 
for electrical 

Flashlight 
current) 


copper 


cases (except ntact poimts tor 


electr unterns, such as railroa 


parts tor 


carrying 
Portable 
iners’ and 


electricity and for 


Strial (except 


plating). 


ind 
ducting 
Direction 2: in any case in which 
production or manufacturing opera 
tions or construction was shut down 
yr suspended for more than 15 con 

secutive calendar days, the applicant 
in determining its average quarterl) 
use during the base period may ex 

clude from the base period specified 
in the order the month or months in 
which the shut-down or suspension 
existed and may calculate the same 
to be three times its average monthly 
use during the base period as above 
determined. 

Illustration 1: The A company 
shut down from March 16 
April 5, 1950. Its base peri 
od will comprise the 
January, February, May and June 
1950. Its average monthly use will 
be one-fourth of its total use during 
these months, and its average quar- 
terly use will be three times this 


was 
through 


months of 


average monthly use. 

Sec. 2—(a) The above determina 
tion of adjustment is subject to the 
(1) That ev- 
ery person relying on this determina- 
tion will, promptly after the date of 
the 
pare a detailed written record of the 


following conditions 


issuance of this direction, pre 


facts relating to the application of 
the determination to his operations 
which will be signed by such person 
or by an authorized officer or rep 
resentative ; and (2) that such record 
shall be retained for at least 2 vears 
and will be made available at his 
usual place of business for inspec 
tion and audit by duly authorized 
representatives of the National Pro 
duction Authority 

(b) The National Production Au 
thority reserves the right to modify 
or revoke adjustments made pursu 
ant to this Direction No. 2. Any 
person affected by such a modifica 
tion or revocation will be notified in 
writing of the nature of the action 
taken and the reasons therefor. Such 
actions will be effective upon such 
late or dates subsequent to the date 
f the notification as are specified 
therein. 
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NPA 


Components or Parts 
M-17 

(As amended Mar. 23, 1951) 
This order applies particularly to 
manufacturers of components ot 
parts listed in column A of 
12. It makes provision for and sets 
forth ceiling limitations for required 
rated orders based on 


section 


acceptance of 
the percentage of previous ship 
ments for the listed products. Its 
purpose is to provide equitable dis 
tribution of rated orders among the 
manufacturers of 
ponents or parts in order to achieve 


the specified com 


maximum production and to reduce 
to a minimum any disruption of nor 
mal distribution. It supplements 
NPA Regulation 2, but only those 
provisions of Regulation 2 
are contradictory to this order are 
superseded and all other provisions 
of that regulation continue to apply 
to manufacturers of components o1 


which 


parts. 

Sec. 3—A rated order 
ponents or parts listed in column A 
of section 12 must specify shipment 
on a particular date or during a par 
ticular month, which, in no 
may be earlier than that required by 


for com 


case, 


the person placing the order. The 
manufacturer of such components or 
parts must schedule the order for 
shipment within the requested month 
as close to the requested shipment 
date as practicable considering the 
need for maximum production. 
Sec. 4—Unless specifically direct 
NPA, manufacturer of 
components or shall be re 
quired to accept rated orders for 
shipment from any one of his pro 
ducing units regardless of location 


no 
parts 


ed by 


one month in excess of the 


in any 
in column B 


percentages set forth 
of section 12 of his average monthly 
the components or 
parts listed in column A of section 
12 as made by him during the pe 
1950, through 


shipments of 


riod from January 1, 
August 31, 1950. 
Sec. 5—Any person who is un 
able to place a rated order due to 
the limitations imposed by section 4 
should apply to the National Pro 
duction Authority, Washington 25, 
D. C., Ref: M-17, specifying the 
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NPA 


manufacturers who refused to ac- 
cept the order. The National Pro- 
duction Authority will arrange to 
assist him in locating sources of 
supply. 

Sec. 6—Any person affected by 
any provision of this order may file 
a request for adjustment or excep- 
tion upon the ground that such pro- 
vision works an undue or excep- 
tional hardship upon him not suf- 
fered generally by others in the same 
trade or industry, or its enforcement 
against him would not be in the in- 
terest of the national defense or in 
the public interest. In considering 
requests for adjustment claiming 
that the public interest is prejudiced 
by the application of any provision 
of this order, consideration will be 
given to the requirements of the pub- 
lic health and safety, civilian defense, 
and dislocation of labor and result- 
ing unemployment that would impair 
the defense program. Each request 
shall be in writing, shall set forth all 
pertinent facts and the nature of the 
relief sought, and shall state the jus- 
tification therefor. 

All communications con- 
cerning this order shall be addressed 
to National Production Authority, 
Washington 25, D. C., Ref: M-17. 

Sec. 9—Each person participating 
in any transaction covered by this 
order shall retain in his possession 
for at least 2 years records of re- 
ceipts, deliveries, inventories, and 
use, in sufficient detail to permit an 
audit that determines for each trans- 
action that the provisions of this or- 
der have been met. This does not 
specify any particular accounting 
method and does not require altera- 
tion of the system of records cus- 
tomarily maintained, provided such 
records supply an adequate basis for 
audit. Records may be retained in 
the form of microfilm or other pho- 
tographic copies instead of the orig- 
inals. 

Sec. 10—-All records required by 
this order shall be made available at 
the usual place of business where 
maintained for inspection and audit 
by duly authorized representatives 
of the National Production Author- 
ity. 

Sec. 11—Any person who wil- 


Sec. 7 
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fully violates any provisions of this 
order or any other order or regula- 
tion of the National Production Au- 
thority or wilfully conceals a mate- 
rial fact or furnishes false informa- 
tion in the course of operation under 
this order is guilty of a crime and 
upon conviction may be punished by 
fine or imprisonment or both. In ad- 
dition administrative action may be 
taken against any such person to 
suspend his privilege of making or 
receiving further deliveries of mate- 
rials or using facilities under prior- 
ity or allocation control and to de- 
prive him of further priorities as- 
sistance. 

Sec. 12—The types of components 
or parts to which this order shall 
apply and the limitation percentage 
for acceptance of rated orders pur- 
suant to section 4 of this order are 
as follows: 


Percentage 
Pressed steatite electrical 
ceramic products 15 
Extruded steatite electri- 
cal ceramic products. ... 
Machined steatite electri- 
cal ceramic products... 
Electron tubes (except 
power tubes) : 
Tf produced by only one 
company 
If produced by more than 
one company 
Fixed composition 


(a) 
(b) 


(c) 


Rigid electrical conduit 
—electrical metallic tub- 


Highlights of M-Orders 
of General Interest 


Rubber 
(M-2) 


Manufacturers of industrial rub- 
ber goods are limited in these ways: 

Conveyor, elevator, transmission 
and “V” belts may be black only, 
except those designed for handling 
unpackaged foods or light colored 
products that might be marked or 
discolored by a black belt. Percent- 
age by volume of natural rubber 
permitted for use in “V” belts for 
fractional h.p. motors is 20 per cent. 

In the wire and cable field, all 
compounds for insulation may be 
natural color or black only; jacket 


and sheath compounds may be black 
only; but colors are permitted for 
circuit identification. Restrictions on 
line, type, quality, and style do not 
apply. Permissible content of natu- 
ral rubber in friction tape is 5 lbs. 
for 100 sq. yds.; that for splicing 
compound is 35 per cent by volume. 
(As amended April 6, 1951) 


Tin 
(M-8) 


As of March Ist, the use of tin 
in any form was prohibited in the 
manufacture of chimes and bells, 
refrigerator trays or shelves (all 
types), and in plating or coating 
for decorative purposes. 

However, pig or secondary tin 
may be used to make solder to be 
used for all soldering on electrical 
precision instruments; meters, re- 
cording and indicating ; dairy equip- 
ment; and hospital and sterilizing 
equipment. Permissible tin content 
of solder for these applications is 
unlimited. For other hand soldering 
operations done either with a solder- 
ing iron or with a torch and wiping, 
40 per cent is the maximum permis- 
sible tin content of solder; for any 
other soldering operations, it is 35 
per cent. 

Pig tin or alloys containing tin 
may be used to coat solely for pro- 
tective or functional purposes 
copper and  copper-base alloy 
wire and strip as follows: wire, 
0.032-in. nominal diameter or finer ; 
wire, larger than 0.032-in. nominal 
diameter (coat with alloy contain- 
ing not more than 12 per cent tin 
by weight); strip, 0.0250-in thick 
or thinner where solderable coating 
is required for electrical connection 
(coating limited to .0004-in. in thick- 
ness). Armature binding steel wire 
and steel wire for all electrical equip- 
ment and aircraft parts including 
aircraft wire and cable may be tin 
coated. 

(As amended April 12, 1951) 


Nickel 
(M-14) 

Prohibited uses of nickel apply- 
ing to the electrical manufacturing 
industry include the following: 
nickel bearing stainless steel—pole 
line hardware and guy wires, range 
tops, refrigerator shelves and trim, 
toasters, cooking stoves and ranges, 
electric housewares (including heat- 
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ing and cooking appliances, motor- 
driven appliances, personal appli- 
ances ), fans, floor waxers and polish- 
ers, home and farm freezers, portable 
electric lamps, laundry equipment 
(including clothes driers, ironing 
machines, washing machines), re- 
frigerators, sewing machines, and 
vacuum cleaners; /igh nickel alloy 
—¢element name plates and element 
pans on electric ranges, oven lin- 
ings, range crumb trays, range tops 
and vents, refrigerator light shields 
and shelf parts, steam iron casings, 
washing machine tubs, home and 
farm freezers, irons (except heat- 
ing elements and controls) ; nickel 
plating—knobs, escutcheon plates, 
name plates, speaker grilles and 
decorative trim on radio and tele- 
vision sets, food mixers, heaters, 
polishers, refrigerators (except 
shelving and door handles), wash- 
ing machines, waxers, vacuum 
cleaners (except runners), electri- 
cal fixtures, power tools (except 
for functional parts), electric fans, 
cooking stoves and ranges (except 
door and drawer handles), electric 
housewares (including heating and 
cooking appliances, motor-driven 
appliances, personal appliances), 
home and farm freezers, laundry 
equipment (including clothes dri- 
ers, ironing machines), sewing 
machines. 

However, the use of nickel silver 
is permitted in the functional parts 
of both electrical equipment and 
communications equipment. 

(As amended March 31, 1951) 


Cadmium 
(M-19) 


Production of cadmium-contain- 
ing electrical goods is permitted as 
follows: luminescent coatings for 
cathode ray tubes, except tubes to 
be used in signs, lighting fixtures or 
lamps; current-carrying parts of 
electrical current interruption de- 
vices to the extent that sufficient 
contact pressure cannot be main 
tained in service with other 
critical materials; parts inside elec- 
tronic tubes ; resistance welding elec- 
trodes; overhead electrical contact 
wire in railroad (including indus- 
trial and mines), streetcar and trol- 
ley bus s\stems ; multistrand railroad 
signal bond wire; shunt wire leads 
for motors and generators; flexible 
terminals of resistors, condensers 
and field coils; low melting point 


less 


alloys on dry type rectifier elements 
and in fire protective systems, safety 
devices and electrical fuses; low 
melting point alloys for bending of 
thin wall tubes; standard cells; cad- 
mium-impregnated carbon or cad- 
mium-silver alloys for ‘use as con- 
tacts in electric current interruption 
devices. 

Production of cadmium-plated 
electrical goods is permitted as fol- 
lows: operating parts of electric 
controllers and switches; parts 
which serve to maintain an electrical 
contact for the suppression of radio 
interference to the extent that one 
of the contacted surfaces is alumi- 
num, magnesium, or their alloys; 
parts of electrical equipment to the 
extent that they, for performance 
reasons, must be soldered with the 
use of non-corrosive fluxes and 
where other finishes do not provide 
required corrosion protection ; parts 
of electronic equipment (including 
surfaces involved in unsoldered butt 
joints which must remain constant 
in electrical or radio frequency re- 
sistance or both, surfaces which re- 
quire good conductivity for radio 
frequency current, non-ferrous parts 
in contact with aluminum parts for 
prevention of electrolytic corro- 
sion) ; electrical contact parts which 
touch parts of aluminum, magne- 
sium, or their alloys. 

(As amended March 16, 1951) 


Power Equipment 
(M-44) 


A program to assure the orderly 
production of essential heavy power 
equipment affects the manufacture 
of all such equipment costing $5,000 
or more. Equipment costing less 
than $5,000 is exempt from the 
order. 

Power equipment involved in the 
program include: oil circuit breakers 
of 2,200 volts or higher; air circuit 
breakers except type AB, ET, or 
similar; power switchgear, includ- 
ing all equipment for control and 
protection of apparatus used for 
power generation, conversion trans- 
mission and distribution (including 
disconnecting switches, buss sup- 
ports, fittings, associated intercon- 
nections and supporting structures, 
busses and buss structures 2,200 
and above, cutouts, power 
and current limiting resist- 
ors) ; metal-clad switchgear contain- 
ing oil circuit breakers 2,200 volts 


volts 
fuses 
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and higher, or air circuit breakers 
except AB, ET, or similar and 
power switchboards; liquid-filled 
and dry type transformers with a 
capacity of 501 kva. and larger de- 
signed for single phase and multiple 
phase operation above 15 kv. 

(As issued March 5, 1951) 


Iron and Steel 
(M-47) 


Use of iron and steel by manufac 
turers and assemblers of hundreds of 
consumer durable goods is limited to 
80 per cent of their rate of use dur- 
ing the first six months of 1950. 
Electrical products subject to the 
provisions of this order include: 
cooking stoves and ranges; small 
electric appliances (including but 
not limited to broilers, coffee per- 
colators and urns, heating units for 
coffee makers, hot plates and disc 
roasters, toasters, waffle 
irons, sandwich grills, cookers, cas- 
seroles, food mixers, juice extrac 
tors, drink mixers and whippers, 
hand and hair dryers, vibrators, 
portable electric air space heaters, 
electric steam radiators, flat irons, 
steam and immersion heat 
ers); electric fans, 16 inches and 
under; floor waxing and polishing 
machines; portable electric lamps 
(including office types such as floor, 
bridge, desk, torch, table, pin-up 
lamps, and lamp shades); home 
laundry equipment (included but 
not limited to clothes dryers, me- 
chanical ironers and manglers, and 
washing machines); refrigerators; 
home and farm freezers under 13 
cu. ft. capacity; dish-washing ma 
chines; automatic food and gar- 
bage disposal units; vacuum clean- 
ers; packaged air-conditioning units, 
window and console types 34-hp. 
and under; radio receivers, home, 
portable, and broadcast band auto- 
mobile receivers; television receiv- 
ers; phonographs and record play- 
ers; radio-television receivers; tele 
vision - phonograph combinations ; 
and _ radio - television - phonograph 
combinations. 

(As amended April 4, 1951) 


stoves, 


irons, 


raryst up-t jJate, au 
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thenti« 
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a ee ee 


rerrreaeeexee CK TLING PRICE REGUL ATION Settee eteee* 


General Ceiling Price 
Regulation 


(Originally issued Jan. 26, 1951) 


The General Ceiling Price Regu- 
lation establishes ceiling prices for 
all commodities and services (except 
those specifically exempt) upon the 
basis of prices in effect during the 
period from December 19, 1950 to 
This 
period is referred to as the “base 
period.” With respect to those food, 


January 25, 1951, inclusive. 


agricultural and related commodities 
exempt under the provisions of sec- 
tion 14 (s), however, the applicable 
“base period” used after removal of 
to establish the ceil- 
this 


the exemption 
Ing price under section 3 of 
regulation shall be the most recent 
five-week per od prece ling the date 


1 
the exemption is removed. 
Prohibitions 
of this order, re- 


other 
and 


contract orf 
sell, 


regular 


gardless 
gi b 
obligation, you shall not 
shall 


you not buy in the 


course of business or trade, any 
commodity or service at a price ex- 
ae 


ceeaing 


the ceiling price established 


vy this regulation. 
General Ceiling Prices 


(a) Ceiling prices for all 
commodities or services 
Your ceiling 
rice for sale of a commodity or 


in base period. 


service is the highest price at which 
vou delivered it during the base peri- 
od to a purchaser of the same class. 
If you did not deliver the commodity 
or service during the base period, 
your ceiling price is the highest price 
at which you offered it for base peri 
od delivery to a purchaser of the 
The offer must 


same class have been 
d communicated 


number of 


made in writing at 
to a substantial custom- 
ers, but in the case of a retailer may 
have been made by display. If you 
a wholesaler, 
permitted by 
of this section 
use a price as your ceiling price to 


are a manufacturer or 
cannot, 


1 
unless 


paragraph (b) (i 


you 


a class of purchaser unless you made 


at least 10 percent by dollar volume 
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of your total deliveries of the com- 
modity during the base period to 
that class of purchasers at that price 
or at a higher price. 

(b) General increases by manu 
facturers and wholesalers. If you are 
a manufacturer or wholesaler of a 
commodity, you may apply the fol- 
lowing provisions in determining 
your ceiling prices. 

(1) General increases to all of a 
class of purchasers. If, before or dur- 
ing the base period, you announced 
in writing and put into effect a price 
increase for a class of purchasers by 
making some deliveries to that class 
it the higher price and no deliveries 
at a lower price (except pursuant 
to written firm commitments made 


before the price increase}, the in- 


creased price becomes your ceiling 
price for that class of purchaser, 
even though less than 10 percent of 
your base period deliveries to that 


class were made at the higher price. 


(2) General increases to several 
classes~of purchasers. If, before or 
during the base period, an- 
nounced in writing, and communi- 
cated to the trade or a substantial 


number of customers in your cus- 


yi yu 


tomary way, a general increase or 
pri es for base period delivery to 
more than one class of purchasers 
and if you made deliveries which, 
under the preceding paragraphs of 
this section, established the increased 
price or prices as the ceilings to all 
purchasers of one or more classes 
and if you made no deliveries to the 
pursuant to 


be- 


other classes 


written firm commitments made 


(except 


fore the price increase), then the 
announced increased prices are your 
ceiling prices for all classes of pur- 
chasers for whom increases are an- 
nounced. 

(3) General increases on several 
items. If before or during the base 
period you announced in writing 
a price increase on a list of commodi- 
and if you made deliveries 
which, under the preceding para- 
graphs of this section, established 


tie 
L1es, 


the increased price or prices as the 
ceilings to all classes of purchasers 
of one or more of the commodities 
covered by the price list, and if those 
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commodities accounted during the 
year 1950 for at least 30 percent of 
your dollar sales of the commodities 
covered by the price list, then the 
price list prices are your ceiling 
prices for all the items on the list. 
Sec. 4. Manufacturers, ceiling 
prices for new commodities falling 
within categories dealt in during the 
base period. (a) If you are a manu- 
facturer of a commodity which you 
did not deliver or offer for delivery 
during the base period but which 
falls within a “category” in which 
you dealt during the base period, de- 
termine your ceiling price by apply- 
ing to your current unit direct cost 
the percentage markup you are cur- 
rently receiving on a “comparison 
commodity.” Your current unit di- 
rect cost for the commodity being 
priced and for the comparison com- 
modity shall consist if the total unit 
direct labor and direct material cost 
for each. The comparison commodity 
must be in the same category as the 
commodity being priced; must be a 
commodity for which your ceiling 
price was determined under section 
3; and must be of the commodities 
in that category with lower current 
unit direct cost, the one most nearly 
like the commodity being priced. If 
there is no commodity in the cate- 
gory having a lower current unit di- 
rect cost your comparison com 
modity is the one with the same or 
higher current unit direct cost 
which is most nearly like the com- 
modity being priced. If you are no 
longer manufacturing any commod- 
ities which meet the above standards 
for a comparison commodity, the 
ommodity which you dealt in during 
the base period, in the same category, 
which is most nearly like the com- 
modity being priced, is vour com 
parison commodity, but the current 


unit direct cost of the base period 
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commodity must be computed by 
using current material prices and 
wage rates. 

(b) To determine your ceiling 
price you ascertain the percentage 
markup for the comparison com- 
modity by comparing its current unit 
direct cost with its ceiling price. You 
determine your ceiling price on the 
new commodity by applying this 
markup to your current unit direct 
cost for the new commodity. The 
ceiling price so determined remains 
your ceiling price on all subsequent 
sales. 

(c) “Category” means a 
of commodities which are 


group 
normally 
industry 
for purposes of production, account- 
ing, or sales. You are required by 
section 16 of this regulation to pre- 
pare a list of your categories and in 
applying the pricing provisions of 
this section, you should refer to this 
list. You might, for example, have a 
category such as one of the follow- 
ing: glass containers; fractional 
horsepower motors ; brass mill prod- 
ucts ; millwork ; print cloth yarn fab- 
screw machine products; ball 
bearings; textile machinery; wo- 
men’s misses’ 


classed together in your 


rics ; 
and blouses; house 
and barn paints; motor oils. 

Sec. 5. Wholesalers, and retailers, 
ceiling prices for new commodities 
falling within categories dealt in 
during base period.—(a) If you are 
a wholesaler or retailer and wish to 
determine a ceiling price for a com- 
modity which you did not deliver or 
offer for delivery during the base 
period, but which falls within a 
“category” in which you dealt dur- 
ing the base period, you determine 
your ceiling price by applying to your 
net invoice the percentage 
markup you are currently receiving 
on a “comparison commodity”. 

The comparison commodity must 
be in the same category as the com 
modity being priced ; must be a com- 
modity for which your ceiling price 
was determined under section 3; and 
must be, of the commodities in that 
category with lower costs, the one 
most nearly like the commodity be- 
ing priced. (If you have no com- 
modity in the category with a cost 
below that of the commodity being 
priced, your comparison commodity 
is the one with same or higher 
cost which is most nearly like the 
commodity being priced. The per- 
centage markup of the comparison 
commodity must be determined with 


cost 


reference to your most recent net in- 
voice cost for that commodity. The 
ceiling price so determined remains 
your ceiling price for all subsequent 
sales of that commodity. 

(b) “Category” means a line of 
merchandise, a merchandise depart- 
group 
which are normally classed together 


nent, or a of commodities 
in your trade for selling, buying, 
merchandising or accounting. You 
ire required by section 16 of this 
regulation to prepare a list of your 
itegories and in applying the pric 
ng provisions of this section you 
should refer to this list. You might, 
for example, have a category such as 
yne of the following : men’s clothing ; 
infants’ 


men’s furnishings ; 


fruits; cosmetics and 


wear ; 
toil 
notions; mu 


‘canned 
frozen foods: 


etries, 
sical instruments ; women’s coats and 
suits; cotton piece goods; major 


} ‘ ly- . ° ’ 
household appliances; women’s 


house dresses ; $ffice furniture ; hand 
tools 

Sec. 6. Ceiling prices for com- 
modities in new categories; for new 


and for new sellers.—(a) 


If you are pricing a commodity which 


services ; 


is in a different category from any 
dealt in by you during the base pe- 
riod or if you are selling a service 
which cannot be priced under section 
3, your ceiling price is the same as 
the ceiling price of your most closely 
competitive seller of the same class 
selling the same commodity or serv 
ice to the same class of purchaser. 
Once you have determined your 


Pa an 


“Supply salesman—terrible case. 
catalog.” 
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ceiling prices under this section you 
Before 
selling any commodity or service for 


may not redetermine them. 


which you have determined a ceiling 
price under this section you must file 
the report required by paragraph 
(b) with the Director of Price Sta- 
bilization, Washington 25, D.C., and 
in addition you must observe the 
following requirements : 

(1) If you are a manufacturer, 
you may not sell the commodity un 
til ten days after mailing your re 


} 
+ 


port; thereafter sell the 


| 
commodity at your proposed ceiling 


you may 
price unless and until notified by the 
Director of Price Stabilization that 
your proposed ceiling price has been 
disapproved or that more informa 
tion is required. 

(2) If you are a wholesaler, you 
until 
thirty days after mailing the report ; 
may sell the com- 
at your proposed ceiling 
prices and until are 
notified by the Director of 
Stabilization that your proposed 
ceiling price has been disapproved or 
that more information is required 


may not sell the commodity 


thereafter you 
modity 
unless you 
Price 


2 


(3) If you are a retailer or are 
selling a service, you must prepare 
and maintain for the commoditics 
or services being priced under this 
section the records required of you 
16. You may begin 


the new 


under section 


sales of commodities and 


services as soon as you have pre- 


pared these records and mailed the 
required report to the Director of 


ot 

















A customer hit him with his 





Price Stabilization, Washington 25, 
D.C., and may continue to sell them 
unless and until notified by the Di- 
rector of Price Stabilization that 
your ceiling prices have been disap- 
proved or that more information is 
required. If, as a retailer, you feel 
that because of the large number of 
new commodities which you propose 
to sell, an item by item price com- 
parison would be too burdensome, 
vou may apply to the Director of 
Price Stabilization for an alterna- 
tive method of establishing ceiling 
prices. Your application should con- 
tain the information required in para- 
graph (b) together with a complete 
statement of the formula proposed 
and vour reasons demonstrating that 
it will result, on the average, in 
ceiling prices no higher than those 
of your most closely competitive 
sellers. In such a case you may not 
hegin sales of any commodity with 
reference to which the application 
has been made until the Director of 
Price Stabilization has fixed a 
method for establishing your ceiling 
prices. ; 

(b) Required report if vou are 
pricing under this section. Your re- 
port should state the name and ad- 
your company; the new 
categories in which the commodities 
fall and the most comparable cate 
gories dealt in by you during the 
base period: the name, address and 
type of business of your most closely 


dress of 


competitive seller of the same class: 
vour reasons for selecting him as 
your most closely competitive seller 
a statement of 


price 


customary 
and, if you 
starting a new business, a statement 


your 
differentials ; are 
whether you or the principal owner 
of your business are now or during 
the past twelve months have heen 
engaged in any capacity in the same 
or a similar business at any other 
establishment, and if so, the trade 
name and address of each such estah 
lishment. Your report should also 
include the following: 

(1) Tf vou are a manufacturer: 
Your proposed ceiling price and the 
specifications of the commodity vou 
the manufacturine 
processes involved: your unit direct 


are pricing: 
costs: and the tvnes of customers to 
whom vou 


(?) If vor 


will be selling. 
are a wholesaler : Your 
ig price and your net 


ng 
invoice cost of the commodity being 


proposed ceili 


priced; the names and addresses of 
vour sources of supply, the function 
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performed by them (e.g., manufac- 
turing, distributing, etc.), and the 
types of purchasers to whom they 
customarily sell; the types of custo- 
mers to whom you plan to sell; and a 
statement showing that your pro- 
posed ceiling price will not exceed 
the ceiling price your customers 
paid to their customary sources of 
supply. 

(3) If you are selling a service: 
Your proposed ceiling price and a 
description of the most comparable 
service delivered by you during the 
base period showing your present 
direct labor and materials costs and 
ceiling price for it. 

Sec. 7.—Sellers who cannot price 
under other If you claim 
that you are unable to determine 
your ceiling price for a commodity 
or service under any of the foregoing 
provisions of this regulation (which, 
in the opinion of the Director of 
Price Stabilization, provides ade- 
quate pricing instructions for vir- 
tually all transactions), you may ap- 
ply in writing to the Director of Price 
Stabilization, Washington 25, D.C., 
for the establishment of a ceiling 
price. This application shall contain 
in explanation of why you are unable 
to determine your ceiling price under 
any other provision of this regula- 
tion; all pertinent information de- 
scribing the commodity or service, 
andthe nature of your business ; your 
proposed ceiling price and the meth- 
od used by you to determine it; and 
the reason you believe the proposed 
price is in line with the level of ceil- 
ing prices otherwise established by 
this regulation. You may not sell the 
commodity or service until the Di- 
rector of Price Stabilization, in writ- 
notifies your ceiling 


section. 


ing, you of 
price. 

Sec. 8.—Modification of proposed 
ceiling prices by Director of Price 
Stabilization. —- The Director of 
Price Stabilization may at any time 
disapprove or revise ceiling prices 
reported or proposed under this reg- 
ulation so as to bring them into line 
with the level of ceiling prices other 
wise established by this regulation. 

Sec. 9—Customary price differen- 
tials —Your ceiling prices, when de- 
termined, shall reflect your custo- 
mary price differentials, including 
discounts, allowances, premiums and 
extras, based upon differences in 
classes or location of purchasers. 
or in terms and conditions of sale 
wr delivery. 
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Sec. 15—Amendments, protests 
and interpretations. The Director 
of Price Stabilization may issue sup- 
plementary regulations modifying or 
implementing this regulation as he 
deems appropriate. Price Procedural 
Regulation No. 1 sets forth the cir- 
cumstances and the manner in which 
you may obtain an official interpre- 
tation of this regulation; file a pro- 
test; or petition for an amendment. 
If the Director of Price Stabilization 
determines that adjustments are 
necessary to prevent or correct hard- 
ships or inequities and can be put 
into effect consistently with the ob- 
iectives of the Defense Production 
Act of 1950, he will issue appropri- 
ate amendments or supplementary 
regulations providing for such ad- 
justments. 

Sec. 16—Records. This section 
tells you what records you must pre- 
serve and what additional records 
vou must prepare. 

(a) Base period records. (1) You 
must preserve and keep available 
for examination by the Director of 
Price Stabilization those records in 
your possession showing the prices 
charged by you for the commodities 
or services which you delivered, or 
offered to deliver during the base 
period. and also sufficient records 
to establish the latest net cost incur- 
red by vou prior to the end of the 
hase period in purchasing the com- 
modities (if you are a wholesaler cr 
retailer). 

(2) In addition, on or before 
March 22, 1951, you must prepare 
and preserve a statement showing 
the categories of commodities in 
which vou made deliveries and offers 
for delivery during the base period ; 
or if vou sold services you must pre- 
pare and preserve a statement listing 
the services which vou delivered or 
offered to deliver during the base 
period 

(3) On or before March 22, 1951, 
vou must also prepare and preserve 
a ceiling price list, showing the com- 
modities in each category (listing 
eich model, type, style. and kind), 
or the services, delivered or offered 
for delivery by vou durine the base 
period together with a description 
or identification of each such com- 
moditv or service and a statement 
of the ceiling price. Your ceiling 
price list may refer to an attached 
price list or catalogue. If you are a 
retailer you may satisfy the require- 
ment of this paragraph (3) by re- 
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cording on your purchase invoices, 
covering the commodities (including 
every model, type, style, and kind) 
delivered or offered for delivery by 
you, during the base period, the price 
at which you sold, or offered the 
commodities for delivery, during the 
base period, 

(4) You must also prepare and 
preserve a statement of your custo- 
mary price differentials for terms 
and conditions of sale and classes of 
purchasers, which you had in effect 
during the base period. 

(5) It you operate a restaurant, 
you are required to preserve all 
menus used by you during the last 
ten days of the base period and all 
menus hereafter used by you. 

(b) Current records. If you sell 
commodities or services covered by 
this regulation you must prepare and 
keep available for examination by the 
Director of Price Stabilization for a 
period of two years, records of the 
kind which you customarily keep 
showing the prices which you charge 
for the commodities or services. In 
addition, you must prepare and pre- 
serve records indicating clearly the 
basis upon which you have deter- 
mined the ceiling price for any com 
modities or services not delivered by 


you or offered for delivery during 
the base period. If you are a re- 
tailer you are required to preserve 
your purchase invoices and to re 
cord thereon both your initial selling 
price and the section of this regula- 
tion under which you have deter- 
mined your ceiling price. 

(c) In certain situations, other 
sections of this regulation require 
additional records to be prepared 
or submitted 

Sec. 17—Sales slips and receipts. 
\ny seller who has customarily given 
a purchaser a sales slip, receipt, or 
similar evidence of purchase shall 
continue to do so. Upon request 
from a purchaser, a seller, regard- 
less of previous custom, shall give 
the purchaser a receipt showing the 
date, the name and address of the 
seller, the name of each commodity 
or service sold, and the price received 
for it. 

Sec. 18—Evasion. Any practice 
which results in obtaining indirectly 
a higher price than is permitted by 
this regulation is a violation of this 
regulation. Such practices include, 
but are not limited to, devices making 
use of commissions, services, cross 
sales, transportation arrangements, 
premiums, discounts, special priv- 


“Pardon me, but by any chance would you have some cadmium- 


plated line clamps?” 
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OPS 


ileges, tying-agreements and trade 
understandings. 

Sec. 20—Separate statement of 
taxes. In addition to your ceiling 
price, you may collect the amount of 
any exercise, sales or similar taxes 
paid by you as such only if, during 
the base period, you stated and col- 
lected such taxes separately from 
your selling price. In the case of 
such a tax imposed by law which is 
not effective until after January 
26, 1951, you may collect the amount 
of the tax actually paid as such by 
you, in addition to your ceiling price, 
if not prohibited by the tax law. You 
must in all such cases state separ 
ately the amount of the tax. 

Sec. 21—Penalties. Persons vio- 
lating any provision of this regula- 
tion are subject to the criminal pen- 
alties, civil enforcement actions, and 
suits for treble damages provided 
for by the Defense Production Act 
of 1950 


Highlights of Pertinent 
Additions and Changes To 
The General Ceiling Price 

Regulation 


Interpretation 1——(April 9, 1951) 


In order to clarify the situation 
with regard to the general increase 
in freight rates recently authorized 
by the ICC, the Office of Price 
Stabilization has issued the follow 
ing rules for determining whether 
a seller under the General Ceiling 
Price Regulation may pass on to his 
buyers increases in transportation 
costs: 

(1) inbound trans 
portation the 
seller in obtaining delivery from his 
supplier, cannot be added to the 
seller’s ceiling prices. The seller 
must absorb all such increases. 

(2) Increases in outbound trans 
portation costs on shipment by the 
seller to his customers: 

(a) If the seller during the base 
period quoted a delivered price he 
must, subject to the exceptions in 
paragraph (d) below, absorb any 
increases in transportation 
Thus a seller who sold to all buy 


Increases in 


costs, incurred by 


costs 
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OPS 


ers at the same delivered price, or 
who had different delivered prices 
in different zones which do not cor- 
respond with the precise difference 
in transportation costs incurred by 
the seller for delivery to each such 
zone, must absorb increases in trans- 
portation, 

(b) If the sold 
the base period, adding on only 


seller f.o.b. in 


transportation costs, increases in 


outbound transportation costs actu 
seller 


incurred by the 
properly be passed on to the pur- 
chaser. 

*) Where the 
period qu ted an f.o.b. 


ally may 


seller in the base 
price, plus 
but such 
did 


transportation 


a “transportation charge,” 


‘ ” . haraen’® 
transportation charge not 
, 


represent the actual 
+} 


incurred by the such 


of this inter- 


seller, 


sale, for the purpose 


pretation, is considered as falling 


within paragraph (a) above and the 
seller must therefore absorb any in 
crease in transportation costs, as 
provided in paragraph (a). 

(d) If the seller sold at a de- 
livered price during the base period, 
hut such price was computed on the 
basis of an f.o.b price, adjusted for 
the actual cost of making delivery 
to each individual purchaser, the 
seller may pass on increases in 
actually in- 
this 


costs 


transportation 


curred. However, method of 
computing the base period delivery 
price must have been objectively es 
tablished to purchasers, as wher« 
the seller offered both 


and an f.o.b. 


a delivered 
price, the difference 
being the actual transportation costs, 
or where the seller quoted or billed 
actual transportation charges sep- 
arately, or where the delivered price 
varied in each locality precisely by 
the difference in actual cost of trans- 
portation incurred by the seller for 
delivery to the several localities. 
(e) If the seller sold only at de- 
livered prices in the base period 
f.o.b 
reduce his 
as established for 
delivered the 
base period, by the amount of each 


ind now desires to shift to 
prices, the seller must 
ceiling prices, 
basis in 


sales on a 


1 


purchaser’s actual freight cost. 


GCPR—Amendment 3 to Sup. Reg. 1— 
(Feb. 28, 1951) 
The 


Director of Price Stabiliza- 
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tion, on application for adjustment 
in the form prescribed in Price Pro- 
cedural Regulation 1, may adjust 
the ceiling price or prices of any 
seller who has entered into or pro- 
poses to enter into a defense contract 
or subcontract for the sale of a com 
to the 
program, ap- 
pears that the ceiling price impedes 
or threatens to impede the produc- 
tion, manufacture, or distribution 
of such commodity or the supply of 


modity or service essential 


defense whenever it 


such service. In exceptional cases, 
the Director of Price Stabilization, 
upon request by the appropriate 
his dis 
cretion, accept an application for ad 


Defense Agency, may, in 
justment by a group of sellers. 

| he filing of an individual 
or group application for adjustment 
with the Defense 
\gency for transmittal to the Di- 
rector of Price Stabilization and 
pending final disposition of the ap- 
plication, contracts may be 


Upon t 


appropriate 


entered 
into or proposals and bids may be 
submitted at the price or prices re 
| 


quested in the application and de- 


may be 


liveries made under such 
contracts, but the seller may not re- 
ceive and the buyer may not pay the 
amount by which the requested price 
exceeds the ceiling price unless and 
until 
price has been issued. The 
shall include in any sale, contract 
to sell, or offer to sell at the price 
requested : 


an order granting a_ higher 


seller 


(a) The ceiling price for the com 
modity or service in question. 

(b) A statement that the quoted 

price is subject to approval by the 
Director of Price Stabilization. 
A statement that an appro 
priate application has been filed with 
the Defense 
to the 
tion. 


(Cc) 


\gency for transmittal 
Director of Price Stabiliza- 


GCPR—Amendment 6—(March 16, 1951) 


Since the issuance of the General 
Ceiling Price Regulation, the Office 
of Price Stabilization has been en- 
formulating ‘“‘tailored”’ 
regulations which are designed for 
particular industries and are more 
suitable than the general freeze type 
of regulation. This office has an- 
nounced frequently that a number 
of such regulations are now in 
preparation. In many cases they will 
permit sellers to deliver commodi- 
ties or services at ceiling prices dif- 
ferent from those established under 


gaged in 
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the General Ceiling Price Regula- 
tion. In order that the taking of 
orders for future delivery not be 
impeded while the tailored regula- 
tions are under consideration it is 
deemed advisable to permit the mak- 
ing of offers and contracts to sell a 
commodity or service at the ceiling 
price in effect at the time of de- 
livery or, if a fixed price is speci- 
fied, at either that price or the ap- 
plicable ceiling price at the time of 
delivery, whichever is lower. This 
amendment applies only to those 
commodities and services covered by 
the General Ceiling Price Regula- 
It does not apply to any com- 
modity or service for which a ceil- 


tion 


ing price is established by any other 
regulation or order of the Director 
of Price Stabilization in effect at 
the time the offer or contract is 
made. Moreover, the present amend- 
ment does not permit a seller to de- 
liver a commodity or service at a 
price to be adjusted subsequent to 
the delivery of such commodity or 
service 


GCPR—Supplementary Reg. 19— 
(April 21, 1951) 


This regulation permits ceiling 
prices established under the General 
Ceiling Price Regulation for whole- 
salers and retailers to be adjusted in 
certain situations to minimum prices 
established under State Fair Trade 
Acts. 

Any wholesaler or retailer seek- 
ing an adjustment under this regu- 
lation must file an application in ac- 
cordance with Price Procedural 
Regulation 1, with the Office of 
Stabilization, Washington, 
C., showing the following facts: 


Price 
D 


(a) Either that his ceiling price 
for any commodity established by 
the 
tion is less than the minimum price 


General Ceiling Price Regula- 


at which he was lawfully required 
to sell the commodity during the 
base period December 19, 1950, to 
January 25, 1951, under the provi- 
sions of a State Fair Trade Act, or 
that he has been permanently en- 
joined by a court from selling the 
commodity at less than such min- 
imum price; and also 

(b) That the commodity 
generally sold at retail or whole- 
sale during the base period at prices 
no lower than such minimum price 
within the locality in which his sell- 
ing establishment is located. 

If the Office of Price Stabiliza- 


was 
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tion finds that the requirements of 
section 2 ot this regulation are met, 
it will issue an order permitting the 
ceiling price of the retailer or whole- 
saler to be increased to the fair trade 
minimum price. 

The National Office of the Office 
of Price Stabilization may refer any 
application for adjustment filed 
pursuant to this regulation to the 
appropriate Regional Administrator 
Any Regional Administrator, or any 
District Director authorized by the 
appropriate Regional Administrator, 
may in any case properly referred 
to him, issue orders in accordance 
with this regulation. 

“Sale at retail and retailer” 
“Sale at wholesale and wholesaler” 


and 


shall have the same meaning as when 
used in the General Ceiling Price 
Regulation. 

This supplementary regulation to 
the General Ceiling Price Regula- 
tion shall become effective on April 


21, 1951. 


Retail Ceiling Prices 
CPR 7 
(As amended April 27, 1951) 


If your retailer customers have 
not already prepared and filed a 
“pricing chart’ under the provisions 
of Ceiling Price Regulation 7, the 
time to start is now! For according 
to the new regulation as amended, 
no retailer may sell articles covered 
by this regulation on and after May 
30 unless he has filed a pricing chart 
to the OPS office. An additional 30 
days after the filing deadline have 
been provided for processing and 
acknowledgment of data filed. Mer- 
chants have not 
knowledgment by June 30 may not 


who received ac- 
legally do business in products cov 
ered by this order. 

Ceiling Price Regulation 7 is the 
first replacement, on a major scale, 
of the General Ceiling Price Regu- 
lation. The GCPR was essentially a 
“stop-gap” measure issued to bring 
under immediate control the prices 
of most goods and services at all 
levels of production and distribu- 
tion. It was not well-suited to all 
classes of trade or business, and had 
to be replaced by other regulations 
to meet the needs of individual dis- 
tribution. 

Ceiling Price Regulation 7 pro 
vides a different type of price con- 
trol for a large segment of retail 


trade, covering a substantial share of 
the sales of department, apparel, 
furniture, mail order, and general 
merchandising stores. The new reg 
ulation is a “pricing chart” type of 
order. Each retailer 
chart showing what he sold goods 
for on February 24, 1951 (specified 
what he paid for 


makes up a 


as the “‘list date’), 
these goods, and what his margin 
was between cost and selling price. 
In essence, the pricing chart method 
allows each retailer to use margins 
based on his own previous experi- 
ence as reflected by the prices of the 
goods in his store on one single day 
in relation to the cost of these goods. 
These margins are subject to checks 
added by the regulation designed to 
bring 
used by the retailer in the year be 
fore Korea. 

A retail margin is that amount of 


margins in line with those 


the selling price which the retailer 
adds to the cost of the merchandise 
to cover his operating costs in getting 
the merchandise to the customer at 
the retail counter or at his home. 
These operating costs include wages 
and salaries for the store’s person- 
nel, rent of the store and its main 
tenance, heat, light, and other utili 
ties, taxes, advertising and delivery 
costs, and other customer costs. 

In preparing a pricing chart it 
would be well to make up a work 
sheet in duplicate, rule the paper, 
and print headlines at the f 
each column to properly identify the 
merchandise, net 


top oft 
category of cost 
per unit, list date offering price per 
unit, percentage markup on cost, 
and an index of supporting invoices 

The categories which directly af 
fect the electrical dealer are found in 
Appendix B of CPR 7. They are: 
categories 310, 502, 716, 851, 852, 
852A, 871-878, 880-884, 890-895, 
902, 905-908 and 984. Articles in 
cluded under these specific cate 
gories are bottle warmers, bottle 
sterilizers, electric blankets, kitchen 
cabinets of all kinds, electric roaster 
sink floor 
lamps, reflector lamps, bridge lamps 
of all types and materials, table and 
desk lamps costing over $2.94, and 
table and desk lamps costing $2.94 
and under. Also included are radios, 
television sets, phonographs, power 


base cabinets, cabinets, 


lawn mowers and electrical house- 
wares. 

If your retailer customers sell 
commodities covered by this list, 
they must establish their prices by 
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this regulation if (a) ten per cent 
of their dollar volume of sales of 
these commodities, bought by them, 
and sold in substantially the same 
form, is to individual ultimate con 
sumers, and (b) if their dollar vol 
ume of sales of these commodities 
amounts to $20,000 or more 

each category on the 
pricing chart the retailer must list 
the net cost per unit for all articles 
included in the category which were 


( )pposite 


offered for sale on the list date, be 
ginning with the lowest cost at the 
top. Net cost means unit cost of an 
article after deducting all discounts 
the retailer could have taken, or his 
supplier's ceiling price for the ar 
ticle, The re 
tailer may not include in “net cost” 
labelled 


whichever is lower. 


any item on an _ invoice 


“OPS adjustment charge.” 
The retailer must then list oppo 
offering 


each net cost 


site 
price he had on the list date for ar 


every 


ticles of that net cost in the category 
If he had an article which he marked 
down, he must show on the chart 
the first offering price and insert 
the letter ““M” beside it. Where he 
had originally offered an article at 
one price, and then had raised the 
price, he must note on the chart 
the first offering price and put the 
letter “U”’ beside it. Where the re 
tailer and 
marked the article at a price above 


received an invoice 


what he normally charged, he must 
note on his chart the normal price 
‘hen he must insert the letter “] 
beside the normal price and add the 
original price in parenthesis beside 
the net cost in column 2 
To determine the percentage 
markup on cost, the retailer must 
subtract the total of the net 
from the total of the offering prices 


and the remainder by the 
total of the costs 


costs 
divide 
retailer must list 


In column 5 the 


the last invoice he 


received for each 
2. In 
that markups on his chart may as 


nearly as possible reflect his normal 


shown in column order 


cost 


markups, the retailer may list the net 
cost on the next to the last invoice 
if his last invoice was received afte1 
January 1, 1951, 
price was unchanged from his initial 


and his selling 
offering price based on the next to 
the last which he had re- 
ceived for that article 
duct discounts he could have taken, 
took them or not. No 
or handling OPS 


invoice 


He may de 


whether he 


freight charge, 


141 





adjustment charge, or other similar 
charges may be added. 

When the retailer furnishes the 
information listed above, his pricing 
chart is complete, ready to be dated 
and signed by one of his officers or 
owners. One copy must be kept for 
his use and for inspection by the 
OPS and the other must be filed 
with his OPS office. 

As a further reminder, on and 
after May 30 the retailer cannot 
offer, sell or deliver any article cov- 
ered by this regulation unless he has 
filed the chart. On and after June 
30, he may not offer, sell or deliver 
any article covered by this order 
until he has received from OPS an 
acknowledgment of the filing of his 
chart. 


Manufacturers General 
Ceiling Price Regulation 
CPR 22 

(As issued April 25, 1951) 

Ceiling Price Regulation 22 is an 
order of the Office of Price Stabil- 
ization setting ceiling prices for 
many manufactured products at a 
plus actual in- 
creases in materials costs through 
1950 (later for some goods ) 
increases in factory payroll costs 
through March 15, 1951. 

The base period is April 1 through 
June 24, 1950, or any one of the 
three preceding calendar quarters 
selected by the seller. 


pre-Korean base 


and 


Ceiling price is the highest base 
period price of a commodity, with 
adjustments for factory payroll and 
materials cost increases. 

Sales terms must be wholly con 

tos 


sistent with base period delivery 


terms, differentials for 


] 


classes, 


purchaser 
discounts, premiums, and 
other conditions. 


When It Is Effective 
Effective date of CPR 22 is May 
28, 1951. Manufacturers must notify 
PS by registered mail as to pro- 
1 than 


posed higher 
Ceiling 


ceiling prices 


those under the General 
wait 15 
notifica 
tion before selling at the new fig 

Notification may be given to 
(OPS before May 28 


lation and must 


OPS receives 


ures 


Who Is Covered By It 


22 applies to sales by all 


manufacturers in the continental 
United States, including exporters, 
except sales at retail and sales of 
commodities specitically exempted. 
Manufacturers with last fiscal year 
gross sales under $250,000 have the 
option of using CPR 22 or remain- 
ing under GCPR. 

Manufacturers means a producer, 
processor, assembler, finisher, print- 
er, or fabricator; it does not mean 
anyone who merely packages, labels, 
markets, or sells a commodity or 
combines commodities without sub- 
stantially altering them. 

An estimated 75,000 industrial 
concerns are directly affected by 
CPR 22. 

Examples of manufactured prod- 
ucts covered: 

House and equipment 
radios, TV sets, refrigerators, wash- 
ing machines, ranges, sewing ma- 
chines, furniture, bedding, house- 
wares, office supplies, typewriters, 
business machines, etc. 

Processed food and grocery prod- 
nonseasonal items like candy, 


office 


ucts 


breakfast cereals, crackers and cook- 
ies, ice, baked beans, pickles, peanut 
butter, sauces and seasonings, baking 
powder, soup mixes, meat extracts, 


dog and cat food, gelatin deserts, 
olives, yeast. 
Miscellaneous — man y building 


materials, most chemicals, many 
textile products, tires and rubber 
products, paper and paper products. 


(See exemptions x 
Who Is Exempted From It 


CPR 22 does not apply to sales 
by manufacturers of the following 
commodities, most of them now or 
to be covered by other OPS regula- 
tions or specifically exempted : 

Raw agricultural products, raw 
forest products. 

Fuels—gas, electricity and steam. 

Industrial materials—lumber and 
allied products, metals and minerals, 
including ores, alloys, scrap non- 
metallic minerals, fabricated struc- 
tural steel. 

Repairs and replacement parts 
when sold by manufacturer of assem- 
bled article for its repair. 

Chemicals, hides and skins, leath- 
er, stone, clay, and glass products, 
textiles, apparel and footwear, to- 
bacco products, passenger automo 
biles, food and kindred products, 
precious jewelry, works of art, pub- 


lications, and lead pencils 


“ . . And that covers item one under subhead A of section four 
of amendment three to M-526, men. We'll take up item two at 


the next sales meeting. 
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CPR 22 has three main purposes : 

To roll back margins widened 
after the Korean outbreak 

Many companies raised prices be- 
yond the point justified by labor and 
materials cost increases. 

To restore more normal cost-price 
relationships 

lhe price structure frozen by the 
General Ceiling Price Regulation 
was unbalanced. Some industries 
lagged behind cost increases, others 
outran them in price; competing 
companies charged divergent prices ; 
quotations for individual products 
within a single company were often 
out of sale. 

To grant needed relief to manu- 
facturers from the freeze 
order— 

Prices lagged behind 
creases in some industries, with the 
general freeze hampering profitable 
operations. Companies which fol 
lowed voluntary pricing standards 
last December were handicapped as 
against competitors ignoring them. 

The regulation aims to fill the gap 
between the GCPR and additional 
separate 


general 


cost in- 


regulations designed for 
problems of individual industries: 

OPS is moving toward ironing out 
distortions and inequities. Regula- 
tions covering many retail businesses 
have been issued ; specific orders for 
some manufacturing branches have 
been prepared ; a wholesalers’ order 
is in the work stage. 


Principles Behind It 


The formula of CPR 22 is a re 
turn to pre-Korean prices adjusted 
for increases in manufacturing costs 
in the interim: 

Between July 1949 and June 1950 
prices and costs were in general bal- 
ance yielding satisfactory margins to 
most industries. If that margin was 
sufficient, then the formula should 
be sound for current production. 

Increases are limited to advances 
in manufacturing costs affecting 
labor and materials actually required 
for production : 

Several 
costs are provided to meet needs of 
manufacturers with different ac 
counting and record systems. 


methods of calculating 


Increases mayqnot reflect changes 
in overhead costs such as major re- 
pair, expansion, general administra- 
tion, sales, and research: 

Such costs cannot be allocated to 
individual commodities. 


Unit overhead varies with vol- 
ume; for most manufacturers, out- 
put has gone up since Korea and unit 
overhead cost has declined. 

Calculations will be repeated later 
to give effect to the impact on costs 
of CPR 22 and other OPS orders: 

Products of one manufacturer are 
raw materials for another; but it 
would be impractical for each pro- 
ducer to postpone calculations until 
other ceiling prices down the line 
were determined. 

CPR 22 provides in most cases 
only for cost increases up to De- 
cember 31, 1950: 

Price increases based on current 
materials costs which the regulation 
itself may roll back must be avoided, 
Decreases since Korea must also be 
taken into account. For imported 
materials, basic ores and metals, raw 
materials, and others not under the 
order, cost incyeases may be com- 
puted to March 15, 1951. Provision 
is also made for farm products sell- 
ing below parity. 

Every increase in cost is not auto- 
matically translated into rising 
prices: 

Chis would mean rubber-stamped 
inflation Improved productivity, 
economies, and changes in volume 
unit cost destroy exact parallels be- 
tween prices and unit costs. 

The cut-off date for labor and 
materials attempts to break the cost- 
price cycle: 

\n earlier date 
petitions for reliet. 

\ later date would result in un- 
too many 


would increase 


justifiably high prices in 
instances. 

Cost increases after December 31 
x March 15 will not be ignored but 
are automatically reflected through 
CPR 22. 

Cost increases not recognized un- 
der the regulation which reduce 
profits unfairly, when demonstrated, 
will be the basis for adjustments. 

Tailored regulations will be sub- 
stituted for CPR 22 as rapidly as 
possible to take care of specific in- 


dustry situations. 


IMPORTANT NOTICE: 


May, 1951—ELECTRICAL WHOLESALING 


Oo] 


General Wage Regulation 1 


Prior approval or authorization 
by the Wage Stabilization Board is 
required for increases in wages, sal 
aries, and other compensation, in- 
cluding, but not limited to, vacation 
and holiday payments, night shift 
and other bonuses, incentive pay 
ments, year-end bonuses, employer 
contributions to or payments of 
insurance or welfare benefits, em- 
ployer contributions to a pension 
fund or annuity, payments in kind, 
and overtime practices 
and rates. 
(Adopted Jan. 30, 


premium 


1951) 


General Wage Regulation 3 


Increases in wages, salaries and 
other compensation to bring such 
wages, salaries and other compensa 
tion into compliance with the Fair 
Labor Standards Act of 1938, as 
other statutes 
minimum 


and such 


establishing 


amended, 
and orders 
rates of compensation is authorized 


(Adopted Jan. 31, 1951) 


General Wage Regulation 5, 
including Amendment 1 
Wage and salary adjustments for 
individual employees are permitted 
subject to the standards and controls 
set forth as follows: 
length of service in- 
Merit 
length of service increases 


Merit and/or 


creases where plan exists. 
and/or 
may be granted in accordance with 
a plan in effect on January 25, 1951 
provided 

That such a plan existed 
(1) collective 
bargaining agreement in effect on or 
before January 25, 1951, or 

the form of (i) a 


(a) 
In a written 


(2) In 
written statement or policy or pro- 
cedure in effect on January 25, 1951, 
or (ii) a notice that had 
been furnished to or posted for the 


written 


employees on or before January 25, 
1951, and that 
Such 
ment, statement, or notice, shall be 
kept available at all times for inspec 
tion by the Wage Stabilization 
Board, and 

(b) That such a plan contains job 


(3) written agree 
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OPS 


classification rate ranges with clearly 
designated maximum rates; and 


That 


(Cc) 


normal operation of such a plan the 


employee would normally be re 


viewed for a merit increase or en- 
titled to a length of service increase 
at the time the increase is granted ; 


and 
(d) 

increases in specific amounts or per 

centage increases shall not be grant- 

ed in excess of sucl 

and 

at if the plan does not pro 


1amounts or per 
centages ; 

(e) 1 i 
vide for increases in specific amounts 
the 


crease granted to any individual em 


s 


or percentages, amount of in 
ployee shall not exceed the figure 
reached by dividing the total amount 
of the merit and/or length of service 
increases granted to individual em- 
ployees in that classification during 
the calendar year 1950 by the num 
ber of employees in that classifica- 
tion who received such increases. 
Where job 
grouped into labor grades or levels 
te administra- 
terms of 


classifications are 
and wage or salary rz 


tion has been in such 
grade S or levels, the average referred 
to may be computed for each such 
grade or level 

(f{) That no employee's rate shall 
be raised above the maximum rate 
of his job classification 
Verit and/or length of service in- 
creases in ahsence of plan. In the 
absence of an established plan meet 
ing the above requirements, merit 
and/or length of service increases 
may be granted subject to the fol 
lowing conditions 

(a) That the employee shall not 
have received a merit and/or lengt! 
if service increase during the 12 cal 
endar months preceding the effective 
date of such increase, and 

(b) That the number of employ 
ees whose rates may be increased in 
month shall 
exceed the proportionate 


iny one calendar not 
number of 
increases granted per month during 
1950 in each bar 


unit or othe 


the calendar vear 
gaining appropriate 
groups of employees, and 
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in accordance with the 


That if the plan provides for 


(c) That the increase granted any 
employee shall not exceed in amount 
the figure reached by dividing the 
total amount of merit and/or length 
of service increases granted to em- 
ployees in the same job classification 
during the calendar year 1950, by 
the number of employees in that 
classification who received such in- 
creases; provided, that in an estab- 
lishment that has no system of job 
classifications, the increase shall not 
exceed in amount 


a figure similarly 
computed which i 


averages the in- 
creases granted to employees doing 
similar work during the calendar 
vear 1950. Where job classifications 
are grouped into labor grades or 
levels and wage or salary rate ad- 


ministration has been in terms of 
such grades or levels, the average re- 
ferred to may be computed for each 
such grade or level, and 

(d) That no employee shall be 
raised toa rate higher than the max- 
imum rate of the job classification, 
or in the absence of a formal system 
of rate ranges, than the highest rate 
paid to any employee doing similar 
work on January 25, 1951, except 
as such highest rate may have been 
raised pursuant to the terms of Gen- 
eral. Regulation No. 2 or 


tions of the Board authorizing in 


other ac- 


creases in wage or salary rates. 
Promotions and transfers. When a 
bona fide promotion or transfer of 
an employee to a higher paid job is 
made, the payment to such employee 
of the rate for such job is permissible 
prov ided: 

(a) That the employee is required 
to perform the normal duties of the 
job to which he is promoted or 
transferred, and 

(b) That if the job to which the 
employee is promoted or transferred 
has a rate range, the rate within the 
range which he may be paid shall be 
governed by the practice followed 
under the terms of the applicable col- 
lective bargaining agreement, or un- 
der a written statement of policy or 
procedure existing and in actual op- 
eration on January 25, 1951. If such 
agreement or written statement does 
not exist, the employer shall follow 
the same practice in determining 
such rate as he followed in the cal- 
endar year 1950. in no event shall 
the employee receive a rate in ex- 
j maximum of the rate 
which he is promoted or 


, 
cess of the 
range to 


transferred. 


Vew or changed jobs, Rates tor new 
or changed jobs may be established 
in accordance with plans or proce- 
dures in effect on January 25, 1951, 
or, if no plan or procedure was in 
effect on such date, the rates estab- 
lished must be in balance with the 
existing rate structure. Slight or in- 
consequential changes in job content 
shall not provide the basis for estab- 
lishing new job classifications, rates 
or rate ranges nor justify changes in 
existing job classifications, rates or 
rate ranges. 

Hiring of new employees. A 
employee may not be hired at a rate 


new 


exceeding 
(a) The the rate 
range of the job classification into 


minimum of 


which he is hired, provided that an 
employee who has special ability and 
experience may be hired at a rate 
corresponding to such ability and 
experience within the rate range, or 

(b) The rate of the job, or 

(c) The minimum rate paid to 
any employee doing similar work 
during the pay period immediately 
preceding January 25, 1951, if the 
establishment has no system of job 
classification. 
Permissible variations in earnings. 
Variations in earnings of individual 
employees subsequent to January 25, 
1951, resulting from the following 
are permissible; provided, such va- 
riations result from the operation of 
collective bargaining agreements or 
other plans or practices in effect on 
or before January 25, 1951, and fur- 
ther provided that the method of 
application of such agreements, 
plans or practices is consistent with 
the method of application over a 
reasonable period of time prior to 
January 25, 1951: 

(a) The normal operation of ap- 
plication of incentive rates or plans; 
or 

(b) Change from one shift to an- 
other ; or 

(c) The normal operation of a 
system for payment of commission 


IMPORTANT NOTICE: This pr 


F y 
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on sales or business transactions ; or 
(d) The payment of overtime, 
premium, or penalty rates; or 
(e) Other similar auxiliary pay 
practices, 


The rate 
or rate ranges within which this reg- 


Rates subject to revision 


ulation is to be operative may be re 
vised pursuant to the other appli 
cable regulations of the Board 


Record keeping required. The em- 
ployer shall keep records of each 
wage or salary adjustment made 
pursuant to the terms of this general 
regulation in readily accessible form 
for inspection by the Wage Stabi- 
lization Board 


Increases shall not justify price in- 
creases. Increases in the wage rates 
under the 
terms of this general regulation shall 


or employees granted 


not furnish a basis either to increase 
price ceilings or resist otherwise jus- 
tifiable reductions in price ceilings 
(Issued Feb. 12, 1951) 


General Wage Regulation 6 


If general increases in wage and 
salary levels in an appropriate em- 
ployee unit have been less than ten 
per cent since the base pay period, 
future increases in wages, salaries, 
and other compensation may be per- 
mitted in amounts up to but not in 
excess of the difference between 
such past increases, if any, and the 
permissible ten per cent 

Subject to subsequent administra 
tive arrangement increases in wages, 
salaries and other compensation per 
missible under the terms of the pol- 
icy set forth above do not require 
the specific prior authorization of 
the Wage Stabilization Board; pro 
vided, however, that no such increase 
shall be deemed permissible unless 
appropriate written reports are filed 
with the nearest office of the Wage 
and Hour Division of the United 
States Department of Labor within 
ten days after such increases are 
made effective showing the essential 
facts and the methods of calculation 
(Approved Feb. 27, 1951) 


“You and your big ideas—here we are, no regulations, no controls, 


no price ceilings . . 


. yeah, and no customers!” 
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The Metals Situation 
COPPER: One prediction has it 


that by early 1952 no copper will be 
available for ordinary consumer 
goods. Another states that this class 
of production, excepting only the 
“frivolous” area within which the 
use of copper will be forbidden alto 
back not more 
than 60 per cent, and possibly as 
little as one-half. This latter predic 
tion estimates that the total supply 
available to domestic fabricators will 
be about 110,000 tons per month 


gether, will be cut 


STEEL: According to official es 
timates, peak military needs and de 
fense essential industry will not take 
more than a third of the steel out 
put. Conservation and end-use lim 
itations will extend the remainder of 
the supply for the less frivolous non 
defense uses, so that probably more 
than two-thirds of the normal sup 
electrical 


ply will be available for 


non-defense products. However, a 
among the 


must 


considerable variation 


different types of steel items 


be allowed. Stainless steel, for ex 
ample, may be as much as 70 per 
cent short for permissible non-de 
The 
expand fairly rapidly from the pres 
ent output rate of 105 million tons 
per year to 120 million tons or more 


by 1953. Therefore, the worst hard 


fense uses steel supply will 


ship in steel apparently will be felt 
in early 1952, 


NICKEL: Not as much nickel is 
now available per ton of steel pro- 
duced as was available in 1943-45 
NPA is screening DO-rated orders, 
but essential civilian use is so short 
that end-use limitation and allocation 
will be necessary 
TUNGSTEN: Went under 
plete end-use limitation and alloca 
tion on March 1. Seventy per cent of 
our normal supply from 
China and Korea, and this supply 
has been cut off. 


com- 


comes 


COBALT: 
use restriction and allocation, with 
virtually the entire supply going only 
into essential civilian 


Under complete end- 


defense and 


needs 


CHROMIUM: In rather tight sup- 
ply, but additional facilities are now 
coming into production. 
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Condensed Advanced Program 


43rd ANNUAL CONVENTION 


National Association of Electrical Distributors 
Atlantic City, New Jersey 
May 20-25, 1951 


This advance program includes only major sessions open to members 
and quests. For full details regarding other activities consult the 
N.A.E.D. official program. 


REGISTRATION 


Members and Guests are requested to register 
their names and business affiliations at the 
Registration Desk in the Lower Lobby of the Am- 
bassador Hotel. Registration desk will be open 
beginning 9:00 A.M.—Monday, May 21, 1951. 


CONFERENCE BOOTHS 


The Conference Booth Center will be open 
in accordance with the following schedule: 

May 21—1:00 P.M. to 5:00 P.M. 

May 22-—9:30 A.M. to 12:30 P.M.—4:30 
P.M. to 6:30 P.M. 

May 24—9:30 A.M. to 12:30 P.M.—4:30 
P.M. to 6:30 P.M. 

Note: Due to full program on Wednesday, 
May 23, the Conference Booth Area will 
not be open. 


MONDAY — MAY 21, 1951 
10:30 A.M.—22 Club, Ambassador Hotel—Meeting of 
Board of Governors. 


TUESDAY — MAY 22, 1951 
2:00 P.M.—Westminster Hall, Lobby Floor, Chelsea 
Hotel—Session for Members and Guests. 


Convention of Appliance Division 
Mr. Benjamin Gross, Chairman 

Address—"Distributor Success Plus Complacency 
Equals? ?"" 

Mr. Chas. A. Morrow, Vice President in Charge of 
Sales, Mullins Manufacturing Corporation. 

Report of Major Appliances Committee—Mr. K. G. 
Gillespie, Chairman. 

Report of Convention Resolutions Committee—Mr. 
Harry Alter, Chairman, Mr. R. C. Litchfield (White 
Goods), Mr. Peter Sampson (Newspaper Advertising) 

Address—Mr. Vernon Brooks, General Advertising 
Department, Scripps-Howard Newspapers. 


WEDNESDAY — MAY 23, 1951 


9:15 A.M.—Westminster Hall, Lobby Floor, Chelsea 
Hotel—Session for Members and Guests. 

Report of Electric Housewares Committee—Mr. 
C. A. D'Elia, Chairman. 

Address—Mr. R. M. Oliver, Chairman, Sales Pro- 
motion Committee, Electric Housewares Section, 
National Electrical Manufacturers Association. 

“Billion Dollar Baby"—A professional production 
presented by the Electric Housewares Section of 
National Electrical Manufacturers Association. 

Address—"Operating a Distributorship Under Pres- 
ent Conditions'\—Mr, John M. Otter, Vice President 
and General Sales Manager, Philco Corporation. 

Report of Radio and Television Committee—Mr. 
Harry Alter, Chairman. 

Further report of Convention Resolutions Com- 


mittee—Mr. Harry Alter, Chairman (Inter-Industry 
Committee on Television) (Federal Communications 
Commission); Mr. Raymond Rosen (Regulation W); 
Mr. Irving Sarnoff (Production Pattern). 

2:00 P.M.—Westminster Hall, Lobby Floor, Chelsea 
Hotel—Session for Members and Guests. 


General Convention Session 
President W. G. Peirce, Presiding 


Address of welcome—Mr. Charles G. Pyle, Execu- 
tive Director. 

Address of President—Mr. W. G. Peirce, Jr. 

Presentation of Certificates of Honorary Life Mem- 
bership by Mr. W. G. Peirce, Jr. 

Presentation of Junior Achievement Awards by Mr. 
Francis E. Stern, Chairman, Junior Achievement Com- 
mittee. 

Report of Association's Counsel—Kendall B. De- 
Bevoise, Esq. 

Report of Finance Committee—Mr. A. H. Nicoll, 
Chairman. 

Address—''Faith and Freedom''—Dr. W. H. Alex- 
ander, Pastor, First Christian Church of Oklahoma 
City. 

4:45 . Sere Hall, Chelsea Hotel—Elections 
—Apparatus and Supply Division, Mr. R. M. Johan- 
nesen, Chairman, Apparatus and Supply Division, 
presiding. 

5:00 P.M.—Election Meetings for N.A.E.D. Zones. 


THURSDAY — MAY 24, 1951 


2:00 P.M.—Westminster Hall, Lobby floor, Chelsea 
Hotel—Session for Members and Guests. 


Convention of Apparatus and Supply Division 


Mr. R. M,. Johannesen, Chairman 


Address "So You Need Copper!!""—Mr. W. E. 
Sprackling, Executive Vice-President, Anaconda Wire 
& Cable Company. 

Panel Discussions—Members of Panel—Outside 
Construction Materials Committee—Mr. L. W. Taylor. 

Conduit Committee—Mr. L. E. Latham. 

Lamp Committee—Mr. W. E. Henges. 

Residential Lighting Committee—Mr. M. Levine. 

"SELLING RESIDENTIAL LIGHTING" 

Mr. Edward H. R. Blitzer, Assistant to the President, 
Lightolier, Inc. 

Address—Brigadier General A. Robert Ginsburgh, 
USAF Office of Secretary of Defense. 


FRIDAY — MAY 25, 1951 


9:30 A.M.—Westminster Hall, Chelsea Hotel—Session 
for Members and Guests. 

Address—"A Report to the Shareholders of the 
Electrical Distribution Industry"—Mr. George F. Hess- 
ler, Vice-President, Graybar Electric Co., Inc. 

Panel Discussions—Members of Panel— 

Wires and Cable, and Armored Conductor Com- 
mittee—Mr, J. D. Daly, Chairman. 

Apparatus and Control Committee—Mr. J. W 
Saladine, Chairman. 

Panel—Cooperation with Government Agencies fo 
Preparedness. 

Members of Panel— 

Mr. Luther D. Shank, Chief, Electric Products Branch, 
Building Materials Division, National Production Au- 
thority. 

Mr. Glenn E. Rolston, Chief, Wire Mill Branch, 
Copper Division, National Production Authority. 

Commander Clarence Cisin, Office of Public In- 
formation, Department of Defense. 
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. News Notes from N.A.E.D. 


By Alfred Byers, Executive Secretary 


National Association of Electrical Distributors 





NEW ENGLAND— 
TOPS IN AREA MEETING 


Members of N.A.E.D. in Zone 
One—New England »Area—estab- 
lished new records at their area 
meeting at Boston last month. Fifty- 
one members and six prospective 
members attended from the New 
England states. Beginning with 
luncheon at the Engineers Club, the 
meeting lasted until after 4:00 P.M. 

The Association’s current indus- 
try activities, and the extensive work 
at Washington in cooperation with 
the national defense program were 
described fully by Executive Direc- 
tor Chas. G. Pyle. Following his re- 
marks there was an active discussion 
period in which practically everyone 
present participated. NPA and OPS 
regulations were especially discussed. 

Seated at the head table were past 
president John M. Newton, Oakes 
Electrical Supply Company, Holy- 
oke, Mass., and the following mem- 
bers of the Association’s Board of 
Governors from Zone 1: Francis E. 
Stern, Stern & Co., Inc., Hartford, 
Connecticut, H. R. Tracy, Tracy & 
Co., Inc., Providence, Rhode Island, 
H. B. Vaughan, George H. Wahn 
Company, Boston, Massachusetts. 

Each of these officials also assisted 
in conducting the meeting. 

A very gratifying sequel to the 
meeting was the filing of applica- 
tions for membership by two of 
the six prospective members pres- 
ent. Those applications were filed 
‘by Frank A. Blesso, Inc., Hart- 
ford, Conn, in the Apparatus and 
Supply Division; and Connecticut 
Electric Sales Company, New 
Haven, Conn., in the Appliance Di- 
vision. Representing those distribu- 


tors at the Boston meeting were 
‘rank A, Blesso and R. T. Chase, 
respectively. 


JUNIOR ACHIEVEMENT AWARDS 


N.A.E.D,’s Junior Achievement 
Committee, Francis E. Stern, chair- 
man, met in New York last month. 
Klectrical products made by JA 
companies, were displayed for the 
Committee to select the most out- 
standing. A number of JA com- 
panies throughout the country were 
represented in this contest. 

The Committee will announce the 
winners at the 43rd Annual Conven- 
tion of N.A.E.D. in Atlantic City 
this month. At that time also the 
Committee will announce the indi- 
vidual N.A.E.D, scholarship winners 
in the nine N.A.E.D. Zones in the 
United States. Arrangements have 
been made for the Junior Achiever 
considered to be the most outstand- 
ing in this national program to at- 
tend the Convention as the guest of 
this active N.A.E.D. Committee. 

This will be the second series of 
JA awards made by N.A.E.D. Be- 
gun last year, this program has been 
enthusiastically endorsed and sup- 
ported by N.A.E.D. members. It is a 
practical program to promote the 
better understanding of free enter- 
prise by encouraging and guiding the 
personal participation of high school 
youths in the formation and oper- 
ation of actual incorporated enter- 
prises having net profit as their ob- 
jective. 

The JA program is sponsored by 
nationally and locally prominent in- 
dustrial and business leaders. It is 
designed for use at the local com- 
munity level. It has a strong appeal 


May, 1951—ELECTRICAL WHOLESALING 


to the intelligent, enterprising 
youngster—the future source of our 
leaders, N.A.E.D.’s JA Committee 
urges every electrical distributor to 
support this movement actively in his 
own town, 

If you do not know the interesting 
particulars about JA—write to N.A. 
E.D. at 500 Fifth Ave., New York 
ee me ¢ 


NATIONAL ELECTRICAL CODE 


Representatives from some 30 
organizations have been invited to 
participate in a conference this 
month, arranged by the N.E.M.A. 
Committee on Safety Regulations, to 
discuss problems created by devia- 
tions from the National Electrical 
Code. & 
Executive Director Pyle of N.A. 
E. D., has announced that Mr. John 
M. Newton Chairman of N.A. 
E.D.’s Committee on International 
Association of Electrical Inspectors 
has accepted an invitation to repre- 
sent the Association at that Confer- 
ence. Mr. Newton also is one of the 
speakers on the program, and the 
subject of his address is, “THE 
DISTRIBUTOR SPEAKS.” 


N.A.E.D. AT WASHINGTON 


Close attention to Washington de- 
velopments related to the defense 
program is the order of the day at 
N.A.E.D. Mr. Pyle and officers and 
members of the Association have 
been in conference with NPA and 
OPS officials at the Capital several 
times during the past month. 

The pricing situation, under GC- 

(Continued on page 169) 
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1 A step in making the 7 
cable at The Okonite Cx 


plication of strips 


2-mile long submarine power 
s Passaic, N.J 
f rubber insulation about the conductor d.c 





plant is the ap- 


After the insulated conductor was imme 
hours, the lead is attached for first | 
test was made for 


d in water for over 12 
7 )-volt d.c. test. The 
a.c. test for 


15 minutes; minutes 


The Cable That Filled Nine Cars 


ITH the 


Sound as 


bottom of Puget 
its destination, a 
single length of submarine 
power cable that filled nine railroad 
gondola cars was recently shipped 
he Paterson, N.J. plant. of 


The (konite cable was 


manutactur Bonneville 
\dministration 
OOO volt 


Power and will 


carry power supply 


underwater San Juan Is 
lands, Wash 

Reportedly the largest of its kind 
ever made, the cable weighs 722,400 
pounds and is 39,200 feet long (ap 
with an out 
Weight 

Ele 
conductors for the cable con 

rly 1,400 miles of individual 


wires 


proximately 7 
side diameter ot 1€ 


per foot is about 19 pounds 


ypper 


Each 4,400 
was spliced te 


chine 





foot length of 3-conductor submarine cable 4 


its predecessor behind the armoring ma 
Here the tested conductors are being reassembled 
wi jute fillers and rebound with cable tape 


CROSS-SECTION of 4-2/3-inch diameter 
power cable shows the _ three-stranded 
copper conductors each insulated with 
ver '/2-inch of rubber and clad with 
Monel shielding tape. Spaces be- 
tween conductors are filled with cutched 
jute and bound with rubberfilled tape 
Bedding of jute cushions outer armor of 
52 inch in diameter 


metal 


52 steel wires each '%4 


Bethanized copper 


In one continuing operation 
cable is protected with a 
bearing and corrosion-resistant 
wires wound helically over the core 


For shipment, approximately 4,- 
400 feet of cable was coiled around 
a built-up core *h railroad car 


and carried over a vertical loop 


to the next car. Extra security was 


welde d 


chain couplings which supplemented 


provided by 


regular couplings. The coupling pins 


were welded to prevent dislodging 
To pack each car and protect the 


cable, about $500 worth lumber 


is required to ) the car in- 


terior and to construct core for 


oiling and roofing 


recommendations and 


Original 


estimates for the manufacturing job 


were started about three vears ago, 


most of which was spent working 


out technical problems. Construc 
tion, testing and packing 


ble took five 


the ca 


months 


39,200-foot length of 
quarter-inch diameter 


the entire 
layer of 52 


steel armor 
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The length of single conductor cable in its lead mold is removed 4 On the cabling machine, three 2,300-foot lengths of 
from the vulcanizer after several hours of ‘‘cure’’ under tem- single conductor are twisted together with cutched jute 
perature and pressure fillers and with a heavy rubber-filled cable tape binder 


. Px <_ 


SOPAD: Ii Be 


NINE CARS carrying single 39,200-foot length of submarine to start the 3,000-mile cross-country journey to Renton 
power cable leave The Okonite Co. plant at Paterson, N.| Wash., where cable will be transferred to cable-laying ship 


: Cable is run from the armoring ma- Cable is coiled around specially-constructed Bracket welded through eact 


: chine over rollers and up to a capstan core in railroad gondola cars, each of which coupling pin to prevent its re 
40 feet above the floor and then lowered contained 4,400 feet. Note how the cable was moval plus pair of chains supple 


directly into the railroad cars. looped from car to car ment standard car coupling 
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At EEWA’s Annual Banquet 


Well over 1,000 persons attended the annual 
dinner and dance of the Eastern Electrical 
Wholesalers Association which was recently held 
in the Grand Ballroom of the Waldorf-Astoria 
in New York City. Committee for the affair in- 
cluded: chairman William J. Kahn, Joseph Kur- 
zon, Jack Tucker, Henry Krug, Jack Korn, Leo 
Seigel, Dan Bloom, and T. Gopsill. 
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Westinghouse Electric Corp. table 


National Electric Products Co. table 


Kearton & Nagle table 


Triangle Conduit & Cable Co. table 
ideal Industries, Inc., and Harvey Hubbell, Inc., table 
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Bryant Electric Co. table Tudor Electrical Supply Co. table 


Joseph Kurzon, Inc., table 
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——  —/ 
Federal Electric Products Co. table Edwards Co., Inc., table 


Eastern Electrical Wholesalers Assn. and guests table U. S. Electrical Supply Co. table _ 











Twice within the same year, South- 
ern Electric Supply Co., with head- 
quarters in Houston, has moved its 
two branch houses into new build- 
ings. The most recent move was in 
Austin. There the firm shifted oper- 
ations from the old wooden build- 
ing it has occupied since 1937 to a 
specially-constructed steel and con- 
crete building. 

Actually a two-story building in- 
side, in that it contains a poured con- 
crete slab balcony, the new Austin 
building has approximately 16,800 
feet of floor space. Its offices and 
showrooms are air-conditioned and 
it is equipped with an electric con- 
veyor to carry merchandise to and 
from the balcony. 

Another recent acquisition is 
Southern Electric Supply's new build- 
ing in San Antonio. Established in 
1939, this branch now occupies an 
11,000 sq. ft. building which report- 
edly has the only air-conditioned 
fixture showroom in San Antonio. 

Southern Electric Supply Co. was 
founded in 1934 by J. P. Hamblen 
and F. A. DeWalch. 


POSING in front of new branch building in 
Austin on moving day are (left to right) Ed 
Kessler, San Antonio branch manager; W. C. 


Mahanay, Austin branch manager; F. A. DeWalch, 
executive vice president; |. P. Hamblen, president. 
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SOUTHERN ee SUPPLY 9 
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New San Antonio branch building 








New Austin branch building 


ANOTHER pi:ture taken on moving day shows the men from Southern Electric Supply 
Co.'s San Antonio and Houston warehouses who went up to Austin to help in readying 
the branch's new building for busi Also helping with the move were some of the 
factory representatives who call on the electrical wholesaling firm, including John Bell, 
Hollis Pever, John Humber and Glenn Matthews. 
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A S ALL history is the story of the individuals who lived it, so the 
history of the electrical industry is the story of men who conquered its 
problems—of those, who as manufacturers, developed its products, and 
of others, who as wholesalers, took them to market. It is their vision, 
virility and untiring effort that built its remarkable record of stability, 
ever broadening influence and unbelievable growth. 


Some of today's electrical concerns were engaged in manufacturing or 
wholesaling of other products long before the electrical industry was 
born; others entered the field while the industry was still in its swaddling 
clothes, and grew with it; others came into being with the invention of 
specific new electrical products, new applications, new expansions, and 
have kept abreast of its advances ever since. 


This Annual Anniversaries Review is published as an expression of our 
appreciation for the cooperation which electrical manufacturers and 
wholesalers have extended to this publication in the past. Our hearty 
congratulations and sincere good wishes for continuing success go to 
those concerns that celebrate in 1951 an anniversary of twenty- 
five, fifty, sixty, seventy-five or more years divisibie by five. 


THE EDITOR 
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YEAR ANNIVERSARIES 


of Manufacturers and Wholesalers 
in the Electrical Field 


dl over 


BRUNO-NEW YORK, INC. 
NEW YORK, N. Y. 
Established 1836 


HIEN Chas. Bruno founded C. Bruno & Son at 

New York City in 1836 it was for the purpose 
of wholesaling musical instruments. Today this com 
pany—now known as Bruno-New York, Inc.—dis- 
tributes television, radios, records, washers and re- 
frigerators, 

Upon entering the electrical business, the firm dis- 
tributed on a nationwide basis. This has since been 
narrowed down to include New York City and Nassau, 
Suffolk and Westchester Counties in New York. 

Present officers of Bruno-New York, Inc., are Chas. 
Sonfield, chairman of the board; Jerome Harris, presi- 
dent; Irving Sarnoff, vice president. 


THE W. BINGHAM CO. 
CLEVELAND, OHIO 
Established 1841 


N the early days when mud was as lively a subject 

of conversation as parking is today, William Bing- 
ham had come from Andover, Connecticut to Cleve- 
land to satisfy his curiosity about the lure of the un- 
tamed West. The city, like others he saw in his journey 
by stagecoach and canal boat, radiated the optimism 
of a gold rush. Even though it had an unfinished look, 
it crackled with confidence in the future of the West. 

Imbued with this same spirit, he acquired the hard- 
ware store of Clark & Murfey in 1841. The company’s 
first selling items included coach lamps, wool cards, 
and foot scrapers for the ever present mud. It also 
familiarized the country with the catalog, the “typical 
cross section” of American life. 

In 1888, Wm. Bingham & Co. was incorporated as 
the W. Bingham Co., with its 72 year old founder 
as president. By 1914, the company had grown to such 
proportions that 1t was apparent that the firm’s old 
buildings had been outgrown and outmoded. In 1915, 
the company opened a serviceable plant eight stories 
high by 100 ft. wide in front, and 11 stories high by 
200 ft. wide in the rear. At present, an acre of space is 
devoted to buying, sales and accounting offices for 
handling the accounts 


154 


sesides electrical equipment, the company today is 
a wholesale distributor in mine and railroad supplies, 
house furnishings, sporting goods, general hardware 
and mill supplies. Its salesmen cover 14 states east of 
the Mississippi. 

Officers of the W. Bingham Company are: Forest 
Needles, president; S. E. Cram, executive vice-presi- 
dent; A. C. Garberson, R. B. Murray, H. M. Pheiffer, 
H. A. Bremer, vice-presidents; W. D. 
urer; E. F. Knight, assistant treasurer. 


Durr, treas 


AUSTIN BROS. LTD. 

STOCKTON, CALIF. 

Established 1851 

its peak when 
Thomas 
The proximity of the com- 


MPYHE California gold rush was at 

Austin Bros. Ltd., known then as the 
Selby Co., started in 1851. 
pany at that time to the mining fields, and the fact that 
the business dealt mostly in mining supplies and hard- 
ware proved to be a boon to the new company when 
it immediately became a supply house for the Mother 
Lode mining area. 

In the 60's the business was purchased from Thomas 
Selby by W. B. Austin and his brother, and the name 
changed to the present one, 

Although the business is chiefly engaged in whole- 
saling hardware, in 1932 an electrical department was 
added and since has been one of the firm’s important 
activities. It publishes both a general hardware and 
electrical catalog and also travels special electrical 
salesmen as well as general line men. 

The business is situated on California’s only inland 
seaport and serves California’s two great valleys. 

I, M. Viebrock and S. H. Hornage are partners of 
the firm. E. W. Viebrock is trustee for J. F., W. W., 
and J. M. Viebrock. 


CORNING GLASS WORKS 


CORNING, N. Y. 
Established 1851 


HEY blew a glass bubble for a man named Edi- 
son in 1879 and thereby had an important part in 
launching an industry that was destined to become 
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one of the world’s greatest. Just a few years before 
the firm had celebrated its 25th anniversary. 

lhe Corning Glass Works, known then as the Union 
Glass Company, was founded by Amory Houghton in 
1851 in Somerville, Mass., who was an authority on 
glass mixing. Along with his son, Amory, Jr., he later 
acquired a controlling interest in the Brooklyn Flint 
Glass Works in 1864. In 1868 the company moved to 
Corning, N. Y., and in 1872, became known as the 
Corning Glass Works. 

Producing the thin bubble for Thomas Edison’s first 
incandescent lamp marked the first of many glass con- 
tributions to the incandescent and fluorescent lamp 


industries. Glass bulbs and tubing in the manufacture 
of lamps, radio tubes, neon sign lights and other elec- 
tronic products represent a substantial portion of Corn 
ing’s total production. At the present time, Corning 
employs a force of more than 12,000 employes at its 
15 plants in the United States and Canada. 

Present officers of Corning Glass Works include the 
following: Amory Houghton, chairman of the board 
of directors ; Glen W. Cole, vice-chairman of the board 
of directors; William C. Decker, president; W. Han- 
ford Curtiss, vice-president and secretary ; George D. 
Macbeth, vice-president and controller; Charles D 
LaFollette, vice-president and treasurer. 


YEAR ANNIVERSARIES 


of Manufacturers and Wholesalers 
in the Electrical Field 


te 9§ 


HARPER & McINTIRE CO. 
OTTUMWA, IOWA 
Established 1856 


FIRE, such as that which destroyed the original 

building and entire stock of the Harper & Mc- 
Intire Company, usually results in a cessation of oper- 
ations for a period of weeks or months—and some- 
times forever. But in the case of the Harper & Mc- 
Intire Company, temporary quarters were secured and 
a stock of hardware assembled in record time with 
practically no interruption in service to customers. 

Such was the fibre of a small business enterprise 
which ultimately grew into a prosperous hardware 
business in Ottumwa, Iowa. The present Harper & 
McIntire Company is an outgrowth of Daggett & 
Edgerly, later absorbed by the company, which operated 
as a partnership between Capt. S. H. Harper and 
Frank McIntire until its incorporation in 1913. 

A new five story warehouse was erected and occu 
pied in 1913, and in 1920, an additional warehouse was 
bought to facilitate increased business. Still another 
steel and concrete structure was completed in 1922 to 
service customers in the northern part of Iowa. 

The company has grown to become the largest dis- 
tributor of hardware and major appliances and allied 
lines in Iowa and northern Missouri, with complete 
facilities at both Ottumwa and Cedar Rapids. The 
company employs 30 salesmen, and five representatives 
selling hardware, major appliances, and electrical appli- 
ances. 

Since 1947 the business passed into the hands of 
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the present officers: J. Rayner Harper, president; 
Arthur R. Carlson and Russell W. Harper, vice-presi 
dents; Frank G. Fiedler, secretary and treasurer. 


CLARK HARDWARE CO. 
JAMESTOWN, N. Y. 
Established 1856 
HE Clark Hardware Company spent the entire 
year of 1948 making necessary structural changes, 
additions and improvements required to satisfactorily 
house its combined wholesale and industrial supply 
activities. The construction was just another milestone 
in the company’s 95 year history which started mod- 
estly enough in 1856 in Jamestown. 

Rufus Jones, Windsor and Glidden, and M. H. Clark 
founded the company under the name of Clark and Co, 
Soon the company expanded its sales and operations 
to stretch far beyond the confines of the Jamestown 
shopping area and take in the southwestern New York 
and northwestern Pennsylvania territory. The growing 
firm gradually stocked its shelves with hardware, 
home furnishings, and plumbing and sporting goods. 

A significant event was the development of the Clark 
Hardware Company as a wholesaling and industrial 
supply division of the Pitts Corporation. 

G. B. Pitts is president and treasurer of the company. 
Other officers are: H. R. Mustore, and N. V. Whittle, 
vice-presidents ; W. H. Olson, secretary ; B. T. Adams, 
asst. secretary-treasurer. 


155 








HENDRIE & BOLTHOFF CO. 
DENVER, COLORADO 
Established 1861 


HE shrill shout of “gold!” did not create the same 
attitude among all the people who thundered 
through miles of prairie country to a spot near Central 
City, Colo. To some idealists it meant of course quick 
prosperity, but to others, more stable in their thinking 
ind action, it meant a chance to replace the crude, 
laborious methods then used to extract gold from the 
imines with well-designed mining equipment. Charles 
Hendrie was of this latter group. 
In 1861 Mr. Hendrie established the Eureka Foun 
dry and Machine Shop in Central City, 


famous Gregory Lode discovered two vears before 


close to the 


Che company became the first manufacturer of mining 
Mountains, and was 
cle stined to become one of the West's leading enter- 


machinery east of the Rocky 
prises. 

Che period of greatest growth dates from about 
1874, when the sons of the original founder formed a 
co-partnership with Henry Bolthoff, and the company 
became Hendrie-Bolthoff Co. In 1876 a branch office 
was opened in Denver, and the business expanded. so 
rapidly that by 1880, headquarters were definitely 
established in Denver 

Coincidentally, with the designing and manufactur 
ing of mining machinery, H & B has specialized in the 
designing and manufacturing of power plants, lighting 
and heating plants. The firm added electrical equipment 
ind builders’ hardware to its line of general industrial 
With the introduction of the automobile, it 


suppies 
hecame a distributor of automotive shop and service 
station equipment, replacement parts and accessories 
The firm also carries a complete line of small and 
major appliances 
H & B covers all of the Colorado territory, and 
irts of New Mexico and South Dakota 
Officers of the company are John N. Crosswy, 


president ; 


Robert W. Hanington, Ist vice-president 


ind treasurer; Everett W. Brown, vice-president in 
} # sales; Walter G. Tripp, vice-president and 
sales manager; Walter D. Crosswy, vice-president i1 
ge of automotive division and branch stores; Her 


(;. Andrews, secretary. 


BECK & GREGG HDW. CO. 
ATLANTA, GEORGIA 
Established 1866 


ig the winter of 1865 Lee had surrendered at \p 
pomattox and Atlanta was a heap of ruins. The 
one thing that escaped destruction was the faith of her 
citizens that Atlanta could be rebuilt and the business 
now known as Beck and Gregg literally was founded 
on that faith 
\ year after Appomattox, on Whitehall Street. in 
\tlanta, Vincent R. Tommey, Joseph Stewart, and 
Gustavus Orr cleared away the ruins for a narrow 
store with a basement and a small warehouse in the 
rear. The total floor space was 2500 sq. ft. 
Gradually changes and adjustments were made in 
he business, and in 1878, the three sold their interest 
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in the business to Gregg and Beck. In 1898 the com 
pany moved into a newly erected building with 60,000 
sq. ft., and again in 1926 warehouse facilities were en 
larged to a total of 125,000 sq. ft. In 1950, 50,000 sq 
ft. were added to the warehouse. The company deals 
primarily in wholesale hardware, but has steadily in 
creased its sales lines to include industrial supplies, ap 
pliances, electrical supplies, and sporting gov ds. Beck 
and Gregg today regularly serves all of Georgia, South 
Carolina, parts of Alabama, Tennessee, and Florida 
Present officers of the Beck and Gregg Hardware 
Company are: W. A. Parker, president; B. W. Bran 
non, W. M. Hue, P. B. \lmand, 
vice presidents ; C. W. secretary ; J M. Cook, 


Strickland, and J. R 
Bandy, 


treasuret 


GREENLEE TOOL CO. 
ROCKFORD, ILL. 
Established in 1866 


| was during the year following the end of the 
Civil War that two young men began the operation 
of a general machinery business in Chicago, Identical 
twins, these young men, Robert and Ralph Greenlee 
had moved to Chicago from their home in Northwest 
ern Pennsylvania where they had been selling a ma 
chine for splitting shingles 

\t first the brothers were chiefly concerned with the 


sales of machinery manufactured in the East. Following 
, 
} 


the Chicago fire in 1871, the firm known as Greenlee 
Bros., began manufacturing a few simple woodworking 
machines. In 1874 the brothers developed a hollow 
chisel mortiser. The success of this machine marked 
the start of the young company s growth 

In 1903 the company was reorganized so that its 
management and control were vested in George C 
Purdy and William B. Greenlee, the latter being the 
only son of Robert [. original 


Greenlee, one of the 
founders. In 1904, the plant was moved to Rockford, 


Ill., where the company’s headquarters have been ever 
since 

The years that followed saw (Greenlee Bros. buy 
several concerns located in Ohio and Indiana that were 
engaged in manufacturing tools of various types. These 
purchases laid the foundation for the department 
which is now known as the Greenlee Tool Co. This 
subsidiary was formed in 1928 
\lbert H 
president; William B. Greenlee, vice president ; Leslie 
H (jseddes, Clifford G Wood, 


Se¢ retary 


I yrers, 


Officers of the company include 


assistant treasuret 


BLISH, MIZE & SILLIMAN HARDWARE CO. 
ATCHISON, KANSAS 
Established 1871 
HEN D. P. Blish and J. B. Silliman established 
the Blish and Silliman Hardware Company the 
firm dealt wholly in hardware wholesaling. Today, 
under the new name of Blish, Mize & Silliman Hard- 
ware Co., it has added to its hardware line electrical 
supplies and appliances, sporting goods, heating equip- 
ment and plumbing supplies. 
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This expansion and development had its effect on 
the company’s territorial coverage. Where, at the start 
of the business, northeast Kansas and northwest Mis- 
souri were the only districts covered, the company to- 
day has a new building with new warehouse equipment 
to handle a volume of sales from Kansas, Oklahoma, 
New Mexico, Colorado, northwestern Missouri, south- 
eastern Wyoming, southern Nebraska, southwestern 
lowa, and north and west Texas 

Present officers of the company are: A. E. Mize, 
chairman of the board; J. H. Mize, president; R. B. 


Jones, vice-president and secretary; C. L. Mize, Jr., 


treasurer; W. R. Mize, sales manager 


FRANK ADAM ELECTRIC CO. 
ST. LOUIS, MO. 
Established 1891 


A LTHOUGH the company was formally founded 
+ in 1891, events leading to the formation of the 
Frank Adam Electric Co. actually began in 1846. It 
was in that year that Jacob Blattner came from 
Switzerland to St. Louis and opened a shop and store 
for the manufacture and sale of optical and mathe- 
matical instruments. In the early seventies he turned 
this business over to his son, Henry, and his son-in-law, 
Frank Adam. 

In 1876, the repair of signal fire alarm systems for 
the Western Electric Co. was added to the business’ 
activities. This proved to be the beginning of an electri- 
cal business that was to grow so large in volume that a 
separate company was organized. Between 1876 and 
1890 the “electrical sideline” of repairing fire alarm 
systems led to the repair of electric systems of all 
kinds and finally to the manufacture of large annunci- 
ator systems for hotels. 

Realizing that the electrical department had grown 
to such proportions that it was overshadowing the 
optical and mathematical instruments enterprises, the 
partners decided to separate. In 1891 Frank Adam 
took over the electrical business and formed the Frank 
Adam Electric Co. while his former partner, Henry 
Blattner, continued in the optical business. 

Under the guiding hand of its founder, the Frank 
\dam Electric Co. grew in prominence. By 1901, the 
firm had purchased several other organizations, there 
by adding several more items to its list of electrical 
products. The year 1919 saw the construction of a 
new plant in St. Louis to provide for the company’s 
rapid growth. 

During the years that followed, the company im- 
proved and developed many new products. Most of 
this endeavor was in the switchboard and panelboard 
field. Improvements in sales and distribution were also 
seen. Today the company has district offices and 
resident sales-engineers in some 30 of the more im 
portant cities in the U.S. and Canada 

Still active after 66 years of service, with 30 years 
as its president, is Fred B. Adam, son of the founder 
Representing the third generation in the company is 
Frank Adam, vice president and general manager of 
the organization. 
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AUTOMATIC ELECTRIC CO. 
CHICAGO, ILL. 
Established 1891 


NOWN among telephone people the world over 

as the originator of the automatic or dial tele 
phone and as a leader in the development and manu- 
facturer of telephone, signaling and communication 
equipment, the Automatic Electric Co. was founded in 
1891 by A. B. Strowger and Joseph Harris. 

The company was first called The Strowger Auto- 
matic Telephone Exchange and its product was known 
as the Strowger Automatic Telephone System. This 
system, which was the first automatic system to be used 
commercially, is still today the company’s basic prod 
uct. The fundamental principles of the Strowger sys- 
tem underlie about 65 percent of all dial telephones 
used throughout the world 

Originally located at Washington and Clinton, Chi 
cago, the company in 1901 moved to its present address 
at 1033 W. Van Buren St., also in Chicago. The 
firm’s founders are no longer living. C. S. Cadwell is 
now president with H. F. Lello, vice president and gen 
eral manager, and W. W. Axelsen, advertising man 
ager 
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INTERNATIONAL REGISTER CO. 
CHICAGO, ILL. 
Established 1891 


1 


Hk International Register Company acquired the 
assets of a business in operation since 1891. It has 
heen guided by its president, A. H. Woodward, since 
being incorporated in 1898, and has grown steadily 


until today it ranks as one of the largest manufacturers 


of range and interval timers, coin meters, and time 
switches 

The first product manufactured by the company was 
a street car fare register. In World War I the firm 
manufactured precision instruments such as bomb 
sights and machine gun synchronizers 

In 1941 the International Register Company moved 
to its present six-story building, and recently plans 
have been made for the erection of a new one-story 
plant that will provide additional floor space 

The company has now discontinued the manufacture 
of fare registers and is planning to expand its line of 
time switches distributed nationally by electrical whok 
salers 

Otheers of the company are \. H. Woodward, 
president; A. M. Kinney, executive vice-president ; 
E. J. Bohnen, vice-president in charge of sales; W. P 
Gallagher, vice-president of engineering and manu 


facturing; J]. C. Griffin, treasurer 


WAGNER ELECTRIC CORP. 
ST. LOUIS, MO. 
Established 1891 


IXTY years ago it would have been quite easy to 
& | 


7 show you the whole Wagner Company and its staff 
of a few men producing direct-current motors in a 
small shop. Today Wagner is one of the largest manu 
facturers of electrical equipment and automotive parts 





: 
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in the Middle West, employing some 7000 people who 
work in plants having approximately 1,600,000 sq. ft. 
of floor space. 

It was the then rapidly expanding electrical industry 
that gave birth to the Wagner Company. A young en- 
gineer named Herbert A. Wagner came from Pitts- 
burgh to St. Louis to lay out an efficient distribution 
system for one of the first alternating-current plants 
in this country. He joined in partnership with Ferdi- 
nand C. Schwedtman in the manufacture of small fan 
motors. and in 1891, it was deemed advisable to in- 
corporate. The Wagner Electric Manufacturing Com 
pany was the result. 

One of the company’s first major contributions to 
the electrical industry was a self-starting single-phase 
motor. As the distribution of electric power in this 
country spread, the Wagner line of electrical products 
was broadened to serve hundreds of industries witl 
two essential electrical products—motors and trans 
formers. In addition, the company supplies hydraulic 
crane bridge brakes, and related industrial machinery 
controls, including industrial brake lining. 

The Wagner company’s connection with the auto 
motive industry began in 1912, when the electrical sys- 
tems of automotive vehicles still presented many prob- 
lems. The automotive products today include hy 
draulic brake assemblies, hydraulic brake fluid, and a 
complete line of hydraulic brake replacement parts. 

Present officers of the company which was reorgan 
ized as the Wagner Electric Corporation in 1924 are: 
P. B. Postlethwaite, chairman ; J. H. Devor, president ; 
F. F. Simon, vice-president and controller;.G. A 
Waters and H. N. Felton, vice-president. 


DAUPHIN ELECTRICAL SUPPLIES CO. 
HARRISBURG, PENNA. 
Established 1901 


N 1901, George E. Arrowsmith established the 
Arrowsmith Electric Company to serve Harris- 

burg and vicinity with everything electrical, including 
electrical contracting. In 1903, John Musser, father of 
the present manager, became head of the company, and 
under his direction, it was formed into a corporation 
in 1907 under the name of Dauphin Flectrical Supplies 
Company. 

The company grew in activities and importance 
and before long it was buying in sufficiently large quan- 
tities to resell to smaller electrical contractors. Thus 
the wholesale business, now the company’s sole inter- 
est, had its beginning. The wholesale business grew to 
a point where it conflicted with contracting efforts, 
and after some years of dual operation, the construction 
business together with all tools and equipment was 
sold. Since that time the company’s position has ad- 
vanced in the electrical wholesaling industry so that to- 
day it is recognized as one of the leading independent 
electrical wholesalers of the central Pennsylvania area. 

The steady growth of sales volume has several times 
necessitated the remodeling of the company’s present 
headquarters. Such an operation is now in progress 
and will cost between $10,000 and $15,000. The 
building will be ready for occupacy in 1952. 
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Owners and officers of the Dauphin Electrical Sup- 
plies Company are: Andrew J. Musser, president- 
treasurer; F. B. Musser, II, vice-president; C. W. 
Geiger, secretary. 


ELECTRIC EQUIPMENT CO. 
ERIE, PA. 
Established 1901 


HE Electric Equipment Company still has in its 

possession a personal letter addressed to F. F. 
Farrar, mayor of Erie, Pa., from the acting Secretary 
of State at the time of Lincoln's assassination. The let 
ter was an acknowledgement of an inscribed resolution 
in which irate citizens of Erie recorded their reaction 
against the nefarious act, and expressed their sympathy 
for those close to the president 

The Electric Equipment Company prizes the letter 
as a “company heirloom,” it having been passed on 
down to the firm by the founder, (and also the mayor’s 
son) William T. Farrar. 

The business was started in 1879 as a general supply 
house under another name. It officially became an elec- 
trical wholesale house in 1901 under the present com- 
pany name. Through his close association with the 
people of Erie, Mr. Farrar built up a fine reputation 
and an equally fine business. At the present time, the 
company enjoys a profitable share of sales throughout 
northwestern Pennsylvania, eastern Ohio, and west 
ern New York. 

The present owners, I. B. Grossman and H. A. 
Roseman, assumed control of the company in 1945. 


SAMUEL FROST 
NEW YORK, N. Y. 
Established 1901 
YRACUSE, N. Y. was the birthplace of the elec- 
trical wholesaling firm of Samuel Frost. Founded 
there in 1901 by Samuel Frost, the company covered 
the cities of Syracuse, Utica and Schenectady. Sub- 
sequently, however, the firm moved to New York 
City where today its territory consists of that city’s 
five boroughs. Samuel Frost is the proprietor 


MILLER-SELDON ELECTRIC COMPANY 

DETROIT, MICHIGAN 

Established 1901 

A “50th anniversary open house” was held recently 
at the Miller-Seldon Electric Company’s ware 

house to commemorate the founding of the company 

by Arch Miller and William H. Seldon in 1901. 

The open house gave many of the company’s friends 
and customers an insight into the setup, the sales vol- 
ume, and the scope of the successful wholesale com- 
pany. Detroit and surburbs within a 60 mile radius 
is the territory which is covered by the company. 

George H. Jacob is vice-president and general man 
ager of the Miller-Seldon Company. Belle T. Wilson 
is secretary-treasurer. 
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BENJAMIN ELECTRIC MFG. CO. 
DES PLAINES, ILi. 
Established in 1901 


N 1901, the year in which the nation was shocked 

by the assassination of President McKinley and 
the rambunctious Teddy Roosevelt became the coun- 
try’s chief executive, the Benjamin Electric Mfg. Co. 
was founded by Ruben B. Benjamin, Walter D. Steele, 
Keene H. Addington and Walter Clyde Jones. During 
the first two decades of the company’s growth, the 
organization firmly entrenched itself in the industry 
that its founders had foreseen a great future. It was 
in 1918 when the company took its first big step in 
expansion when it consolidated with the Royal Enamel- 
ing and Mfg. Co. 

Throughout its history Benjamin has been actively 
identified with the growth of the electrical and lighting 
industries. It took part in the organization of the in- 
dustrial and commercial lighting section of NEMA, 
of the Illuminating Engineering Society, the RLM 
Specification and Certification program and in general 
has supported all other significant activities which 
promote progress in the art and science of illumination. 

Still actively participating in the management of 
the company is W. D. Steele who is now president of 
Benjamin. Other officers include : executive vice presi- 
dent, H. P. Steele; vice president and treasurer, C. F. 
W. Alfin; vice president and general sales manager, 
J. H. Fall, III; secretary, R. A. Benjamin ; controller, 
G. A. Hamm. 


SYLVANIA ELECTRIC PRODUCTS, INC. 
NEW YORK, N. Y. 
Established in 1901 

ERHAPS the best way to describe the fifty-year 

history of Sylvania Electric Products, Inc. would 
be to say that the company’s growth exemplifies a 
typical American success story. 

In 1901 Frank A. Poor invested his savings of 


YEAR 


$3,500 in the venture of renewing carbon lamp bulbs 
in a little factory employing 15 people in Middleton, 
Mass. Later, when he was joined by his brothers Ed- 
ward and Walter, the business was incorporated in 1917 
as the Hygrade Lamp Co. Hygrade began the manu 
facture of radio tubes in 1928. 

Meanwhile, events had been taking place in Penn- 
sylvania that were to have a direct bearing in the form- 
ing of the corporation known today as Sylvania Elec- 
tric, In 1922, Bernard G. Erskin, together with Guy 
S. Felt and Joseph C. Wortman, purchased a lamp 
business in Emporium and St. Mary’s, Pa. From this 
they organized the Nilco Lamp Works and in 1924 
this company established Sylvania Products Co. to 
manufacture radio tubes. 

These Massachusetts and Pennsylvania enterprises 
combined their resources in 1931 when Hygrade pur 
hased the assets of Nilco and Sylvania with Hygrade 
stock. First known as Hygrade Sylvania Electric Prod- 
ucts, Inc., the firm’s name was changed to Sylvania 
Electric Products, Inc. in 1942. 

Over the years other companies were acquired. Wa 
hash Corp., maker of photoflash bulbs, was acquired in 
1946 and operates today as a subsidiary. In 1944, 
Colonial Radio Corp., manufacturer of radio and 
television sets, was acquired as a subsidiary. The com- 
pany was absorbed in 1950 and now functions as the 
Colonial Radio and Television Division 

From one plant in New England and the two in 
Pennsylvania at the time of the consolidation, the 
organization expanded until today the corporation con- 
sists of some 28 plants and laboratories located in 5 
states. The company employs 13,500 people. 

Officers of the company include: Walter E. Poor, 
chairman of the board; Don G. Mitchell, president ; 
Max F. Balcom, vice president and treasurer ; Robert 
H. Bishop, vice president ; E. Finley Carter, vice pres 
ident; Frank J. Healy, vice president ; H. Ward Zim- 
mer, vice president ; John S. Learoyd, secretary ; Don- 
wan H. Tyson, controller. Frank A. Poor is still 
active in the company as chairman of the finances com- 


mittee 


ANNIVERSARIES 


of Manufacturers and Wholesalers 
in the Electrical Field 


ACE HARDWARE CORP. 
CHICAGO, ILL. 
Established 1926 


HE Ace Hardware Corporation has come a long 
way since its founding in 1926. From a humble be- 
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ginning in Chicago 25 years ago to a million dollar 
warehouse with 200,000 sq. ft. of floor space could 
hardly be called a gentle climb 

\nother indication of the company’s rapid rise in the 
electrical and hardware wholesaling field is its terri 
torial coverage. When Richard Hesse and his associ 








ates founded the company, the firm was represented in 
the Illinois area only. Today it has branched out its 
sales activities to include N. Dakota, Minnesota, Wis 
consin, Iowa, Illinois, Indiana, Ohio, and Wyoming. 

The new warehouse, built in 1948, is equipped with 
the most modern handling devices. It covers an area of 
200 x 500 ft. and houses 100 employees. 

The company issues catalogs and maintains a service 
(parts) department, along with a dealer advertising 
service, 

Richard Hesse, president, E. G. Lindquist, secretary, 
and W. E 


present officers of the Ace Hardware Corporation 


Stauber, treasurer are the founders and 


BLAINE ELECTRIC CO. 
ST. PAUL, MINN. 
Established 1926 


r HE ability to make haste slowly seems to have 

contributed much to the Blaine Electric Com 
pany’s steady growth. Like most companies which 
started 25 years ago, the company felt its way through 
the depression, and emerged unhurt thanks to the loy 
alty of the accounts with whom the firm maintained a 


close, intimate contact 
When William C. Blaine founded the company, it 
rinally handled lighting equipment only, pans, parts, 


1 


orl 


and loops. Today the company carries a complete 
electrical construction line, and handles residential, 
commercial and industrial lighting equipment in all its 
phases. For the past several years, the company has 
developed a large industrial and railroad-business, to 
supplement its trade with electrical contractors 

Today Blaine Electric Co. owns a fireproof concrete 
building which features new fixture showrooms. The 
territory covered includes the states of Minnesota, 
North and South Dakota, and western Wisconsin. 

William ( 


Blaine Electric Co 


Blaine, founder, is present owner of the 


BUSH SUPPLY COMPANY 
HARLINGEN, TEXAS 
Established 1926 


HE lower Rio Grande Valley was ripe for a whole 

sale supply house when W. E. and F. B. Bush 
established the Bush Supply Company in Harlingen 
in 1926. The company originally handled mainly 
plumbing and heating supplies, but gradually stocked 
i large selection of electrical equipment when the need 
became apparent 

The company covers all of the lower Rio Grande 
Valley, consisting of Willacy, Hidalgo, and Starr 
counties. 

In 1938, the moved to its present location, a 
150 x 120 build In March 1950, a branch ware 
house was opened in McAllen to better serve the 
thickly populated area 

Officers of the Bush Supply Company are: W. E 
Bush, president; Charles E. Bickley, treasurer and 
general manager; M. H. Perry, secretary. 
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THE CAPITOL LIGHT & SUPPLY CO. 

HARTFORD, CONNECTICUT 

Established 1926 

F' YR the past 14 years the Capitol Light & Supply 


Co. has been supervised by one of the few women 
electrical jobbers in the East, Edith S. Cartin Gold- 
berg. Mrs. Goldberg started as president of the com- 
pany in 1937 and has been active in the electrical field 
ever since. 

Mrs. Goldberg’s father, Morris B. Cartin, founded 
the business in 1926 in Hartford, Conn. From the 
start, the company has dealt exclusively in electrical 
equipment, and has branched out its sales to cover all 
of Connecticut, and parts of Massachusetts, and Rhode 
Island 

Business expansion in the surrounding areas has 
necessitated the planning of additional warehouse con- 
struction which will supplement the 20,000 sq. ft. of 
floor space already owned by the company 

Present officers of the Capitol Light & Supply Co 
are: Edith S. Cartin Goldberg, president; Arnold S. 
Cartin, secretary ; Harry Goldberg, and Joseph Robbin, 


vice-presidents 


ECONOMY ELECTRIC SUPPLY CO. 
ATLANTA, GEORGIA 
Established 1926 
PERATING at the old stand just as he has for the 
past 25 years is H. L. Jackson, founder and presi- 
dent of the Economy Electric Supply Company in 
\tlanta. The old stand, although not visibly changed, 
except for a new off-the-street parking lot built for the 
customers, nonetheless has grown and branched out to 
serve buyers in Georgia, northern Alabama, and west- 
ern South Carolina 
The business started out as a wholesaling firm ex- 
clusively, and has been a strictly electrical wholesale 
distributor during the entire 25 years 
H. L. Jackson is president of the Economy Electric 
Supply Company. A. M. Hitt is vice-president and M 
B. Evans is secretarv-treasurer 


EVERSON ELECTRIC CO. 
ALLENTOWN, PA. 
Established 1926 


HE year 1926 was not an unfavorable year to be- 

gin a business. True, the country’s economy was 
on an inflated wobbly footing, and while whispered 
rumors of threatening depression eventually proved 
sound, so did the foundation of the Everson Electric 
Company. 

Walter A. Everson started the business as an elec- 
trical wholesaling establishment. He expanded the 
company in later years, creating a new department 
in moter repairing and coil manufacturing. His supply 
business covers an 80-mile radius of the Allentown 
area 

Walter A. Everson is presently head of the com- 
pany. F. G. Bushman is vice president, J. A. Pheiffer 
is secretary and Fred L. Keller is general manager. 
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GENERAL ELECTRICAL SERVICE 
TROY, N. Y. 
Established 1926 
A GREAT many changes can take place in the 25 
year history of a business. New products are 
continually added, new departments expanded, modern 
equipment installed, and warehouse and office space 
enlarged to house the growing firm. Take the General 
Electrical Service as an example 
Morris E 


company as an electrical contracting business. With 
° tod 


and Benjamin H. Lasdon started the 


the introduction of a variety of electrical products, the 
company became a distributor of electrical supplies and 
equipment 

In 1942 the firm moved to its present quarters on 
River Street in Troy and in 1949 it opened a branch 
store and warehouse in Schenectady to handle sales 
within a 100 mile radius. 

Benjamin H., and Morris E. Lasdon are partners 
in the General Electrical Service 


MELVILLE B. HALL, INC. 
ST. LOUIS, MO. 
Established 1926 


ware a few years before the disastrous depression 
of the 1930’s which nearly spelled its doom, the 
company, Melville B. Hall, Inc., was founded in 1926 
by Melville B. Hall, J. A. Busch, and A. Kuhn 


It was after some 15 years of experience in the el 


CC 
trical wholesaling industry, that those three men set 
themselves up as electrical supply, radio and appliance 
distributors in St. Louis. Since then the radio and 
appliance department has been dropped, and the com 
pany has operated as a straight electrical supply house 
catering to contractors, industrial and public utilities 

The firm’s salesmen cover the eastern half of 
Missouri, the western half of Illinois south of Spring 
field, and St. Louis and its immediate vicinity. 

The company has purchased a four story and base 
ment fireproof building which it will occupy in May 
after alterations are completed. This gives the com 
pany 33,000 sq. ft. of warehouse floor space 

Officers of Melville B. Hall, Inc. are: Melville B 
Hall, president, J. A. Busch, vice-president, and Adel 
Kuhn, secretary. 


HANNON ELECTRIC COMPANY 
CANTON, OHIO 
Established 1926 


HE late Frank R. Hannon, founder of the Han 

non Electric Company, originally started the busi 
ness as an industrial electric contracting firm in 1926. 
By 1930, the company had established a small repair 
shop servicing customer's motors, control and trans 
formers. In 1941, the contracting business was elimi 
nated and the firm concentrated all its efforts on serv 
ing industrial accounts. In addition to its wholesaling 
activities only those service operations required to 
maintain industrial equipment sold to mills, mines and 
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factories are carried on in the company 
Today, the Hannon 


with four field men, a statf of engineers 


Electric Company 


mately 30 additional employees to cove 


ing, sales and service of equipment 


industries 
n the eastern half of Ohio from Youngstown to 
Powhatan Point, and west to Mount Vernon and 
Mansfield 

\n additional 2500 sq. ft. was added 


vanv’s warehouse in 1950, and 5000 sq. it 


the 


! 


cessory floor space 1s planned for 1951 


$75,000 

R. H. Hannon is president of the Han 
Company Other officers are 
president and sales manager ; 


Tr 


president and factory manager ; 


and treasurer 


PEIRCE-PHELPS INC. 
PHILADELPHIA, PA. 
Established 1926 


~ IX employees staffed the 
n t ' ; 


tion when it was founde: 
time the firm 
radio accessories 
In 1930, the company 


other major appliances, and later it opened a 


department and air conditioning unit. Prior to World 


War II, a builders division was established which to 


] 
day enjoys a sizeable percentage of the 


\ staff of 400 now operates the 


pany There are five separate sales lorces, each 


i 
which has its own sales manager. In addit 


builders market 


eirce-Phelps Co 


pany has a separate builders sales force, ; 
conditioning sales force 
12 sales managers 

\n 180.000 sq ft. warehou 
now under construction to handle tl 


1¢ volume of sales 
made throughout eastern and central Pennsylvania, 
south Jersey, and Delaware. A branch office in Harris 
burg takes care of the overflow volume around that 
area 

Some of the products carried by the company are 
television, radio, major appliances, electric housewares 
heating and air conditioning equipment, and 
face floor covering 

Officers of the Peirce-P! 
Peirce, Jr., president; J ‘irce, vice president 
C, M. Phelps, secretary-treasurer ; J. K. Easton, gen 


eral manager; R. J]. Calden, sales manager. W. G 


1 


Peirce, Ir., is also president of the N.A.E.D 


KIRBY RISK SUPPLY CO. INC. 
LAFAYETTE, INDIANA 
Established 1926 


HE name Kirby Risk Supply Company | 
erged out of a number of changes made 


young 25 vear history. The company was established 
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as the Keiffer-Risk Battery Company in 1926 by Otto 
Keiffer and Kirby Risk. In 1934, when George M. 
Tweedie joined the company, it was known as the 
Risk-Tweedie Electric Service. Later the partnership 
was dissolved and the company name changed to the 
Kirby Risk Electric Service. 

In 1946 the Kirby Risk Supply Company was in- 
corporated with J. Kirby Risk as president, Glenn C. 
Safford as vice president in charge of sales and Arnold 
M. Smith, vice president in charge of operations 
Carolyn R. Risk is seeretary-treasurer. 

The firm began as an automotive electrical service 
It later entered the electrical distribution field, oper 
ating an electric motor rewinding department. In 
1946 the electric motor winding department branched 
off into its Own organization and moved into a dif- 
ferent location. A mill supply department was soon 
added to the supply company and at the present time 
is being expanded. 

The company is planning to build a new warehouse 
on the outskirts of the city to provide more space to 
cover the sales volume from northwestern Indiana. 


RUTKIN ELECTRIC SUPPLY CO. 
ASBURY PARK, N. J. 
Established 1926 

EVEN years after the Rutkin Electric Supply 

Company was founded in 1926, the original estab- 

lishment at Long Branch, N. J. was completely gutted 
by fire. To the founders, J. J. Rutkin, H. L. Case and 
EK. B. Rose, Jr., this disaster meant relocation or ruin. 

After several months operation in temporary quar- 
ters, the company reopened in Asbury Park and has 
been connected with the electrical wholesaling industry 
in that area ever since. From its offices in the new lo- 
cation, Rutkin Electric covers the Monmouth, Ocean, 
Middlesex, and part of the Mercer and Union areas. 

During World War II the firm practically devoted 
100 per cent of its operations to handling war con- 
tracts. The company’s future plans include changing 
the present arrangement of showroom, office and city 
counter areas to set up “Planned Lighting Demon 
stration Rooms” for visual and point of sale demon 
stration. 

E. B. Rose, Jr., is president of the Rutkin Electric 
Supply Company. R. T. Lockhart is treasurer. 


U. S. ELECTRICAL SUPPLY CO. 
NEW YORK, NEW YORK 
Established 1926 


\CK Tucker and Philip Meyerson, along with two 
employees, started the U. S. Electrical Supply 
Company in 7,500 sq. ft. of rented loft space. Today, 
25 years later, they operate out of their own building, 
a seven-story structure with 30,000 sq. ft. of floor 
space and employ 36 people. Frequent sales promotions 
and campaigns have enabled the company to gross an 
annual sales volume of $2,500,000. 
The company originally handled a limited line of 
electrical supplies and wiring devices. Today it is an 
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authorized distributor of nationally advertised appli- 
ances, housewares, and electrical supplies. The firm’s 
sales coverage takes in the five boroughs of New York 
City, all of Long Island and New Jersey, Westchester, 
and Connecticut. 

Jack Tucker and Philip Meyerson, original owners 
of the U. S. Electrical Supply Company, are still part- 
ners in the firm. 


JOE WILLIAMS ELECTRIC CO. 
JACKSON, MISS. 
Established 1926 


OE Williams founded the electric company which 
bears his name 25 years ago in Jackson, Missis 
sippi as an electrical contracting firm. He soon changed 
over to a small wholesale company, at the time 
employing one salesman and covering a 100 mile 


radius. 

Dealing exclusively in electrical wholesaling today, 
the company has four outside salesmen and one city 
salesman covering the entire state of Mississippi, 
Louisiana, and parts of Arkansas and Georgia. They 
handle some 500 active accounts 

The Joe Williams Company distributes a catalog 
each year, showing a complete line of inside wiring 
devices, safety switches, lighting fixtures, and fans. 
The firm is a distributor for nearly all major lines of 
electrical equipment. 

Plans have already been drawn up, and land pur- 
chased by the company for a new two-story building 
which will have 80,000 sq. ft. of floor space. 

Joe H. Williams is president of the company. Mrs. 
Joe H. Williams is vice-president. 


SPRAGUE ELECTRIC CO. 
NORTH ADAMS, MASS. 
Established 1926 
HE Sprague Specialties Company, which was the 
original name of the Sprague Electric Company, 
was founded 25 years ago by R. C. Sprague and J. K. 
Sprague. The factory was then located in Quincy, 
Mass. The company later moved to North Adams, 
where it now has three plants, besides others located 
in Vermont, New Hampshire, and Wisconsin 

The Sprague company is one of the leading manufac 
turers of resistors and capacitors for military and 
civilian use. It played a leading part in the development 
of pulse networks for use in radar equipment in World 
War II. It also has been carrying on a substantial 
volume of research under contract for the government. 
The business in replacement parts is conducted by the 
company’s wholly-owned subsidiary, Sprague Prod- 
ucts Company. 

In March 1950, the company joined with Philips 
Industries, Inc. in the formation of a new corporation 
known as the Ferroxcube Corporation of America. 

Officers of the company are: R. C. Sprague, presi- 
dent; J. K. Sprague, E. L. Ward, and Preston Robin- 
son, vice presidents; G. B. Flood, treasurer; William 
J. Nolan, secretary. 
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NEW PRODUCTS 





INDUSTRIAL LAMP 

Produced in both 500 and 750-watt size, 
this lamp measures 6'2-in. across the face, 
and 1134-in. in length. The base is of 
the mogul screw, mechanical type, and the 
lamp is designed to be burned base-up, or 
within 25 degrees of that position. The lamp 
has a contour which enables the light to be 
distributed downward on working areas, and 
also a cutoff which allows a reasonable 
brightness down to 35 degrees below the 
horizontal. The manufacturer suggests that 
the lamp would be especially desirable for use 
in such places as foundries, welding shops, 
and other locations in which dirt collection 
normally causes severe reductions in light 
levels. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Industrial and commercial buyers. General 
Electric Co., Nela Park, Cleveland 12, Ohio. 





MAGNETIC STARTER 


Features of this magnetic starter include com- 
pact Feraloy cast housing, straight through 
wiring and ample working space. Terminals are 
accessible from the front, as are the contacts. 


SLIMLINE BALLASTS 


A new series of one-light slimline ballasts 
has been announced by this manufacturer. 
The line includes ballasts for all one-light 
units for 120, 200, 300, and 430 M.A. in the 
42-in., 48-in., 72-in., and 96-in. sizes. Cross 
section dimension is equal to that of con- 
ventional two-light 40-watt streamliner bal- 
lasts. Width is 2¥%-in. and the height is 
15¢-in. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Industrial buyers. Uni- 
versal Mfg. Corp., 695 Broadway, Westwood, 
N. ]. 


VAPORTIGHT FIXTURE 


Exclusive feature of this vaportight fixture 
is its “unit assembly” construction This pro- 
vides wireless spring leaf electrical contact 
between the fixture body and lamp receptacle, 
permitting receptacle with lamp, vaportight 
globe and guard to be unscrewed as a single 
unit without tools for relamping or cleaning. A 
neoprene rubber ring around the top rim of 
the reflector has a bead which snaps into a 
groove encircling the malleable iron fixture 
holding the reflector securely in place. All 
bodies except bracket types are grooved to 
mount 100, 150 or 200 watt reflectors in a 
choice of four styles— standard dome, shallow 
dome, deep bowl or 30 degree angle. Reflectors 
are steel with green baked porcelain enamel 
outside, white enamel inside. Receptacle as- 

blies and snap-on type guards are alu- 





Line and load may be completely separated. 
Motor controls are available in sizes 0, 1, 2, 3 
and 4. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Industrial and commer- 
cial buyers. Arrow-Hart & Hegeman Electric 
Company, 103 Hawthorne Street, Hartford 6, 
Conn. 


minum. Navy standard globes are available in 
clear glass, a variety of colors or heat-resisi- 
ing types. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors, institutional and indus- 
trial buyers. Appleton Electric Co., Chicago 13, 
i, 
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JUNCTION BOX 


Made of non-corrosive cast aluminum, this 
junction box includes a variety of covers and 
fittings for use on outdoor wiring or lighting 
jobs. The box itself has four hubs, is provided 
with or without mounting lugs, and has a flat 
aluminum cover plate sealed with a heavy 
cork gasket. The box has a separate cast 
aluminum cover to take standard lamp holders 
for the 150 watt, 200 watt and 300 watt out- 
door reflector bulbs. It can be used with 
lampholders and mounted on walls. Approved 
by Underwriters’ Laboratories. 


@ DISTRIBUTOR’S POTENTIAL MARKETS 
Electrical contractors. Commercial and in- 
dustrial buyers. Stone Mfg. Co., 489 Henry 
Street, Elizabeth 4, N. J. 





A 


HINGED TYPE CONNECTOR—______ 


Double hinged and thus automatically cen- 
tering the cable or conduit when the con- 
nector is tightened, this fitting has a full 
5g-in. throat and a range of %-in. to %-in. 
on the clamp. Connector is constructed of 
malleable cast iron fitting, with a locknut 
made of nut stock steel. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Industrial and institu- 
tional buyers. Gedney Electric Co., RKO 
Building, Radio City, New York 20, N.Y. 
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BED LAMP-RADIO has four tubes and a rectifier. It covers the complete AM 
Broadcast band from 540 to 1620 kilocycles. The bed lamp consists of a power- 
ful tubular type lamp and frosted curved lens for maximum glareless light. The 
lamp and radio operate separately or together, as desired. It comes in ivory 


or walnut finish. Mitchell Mfg. Company 


rr 
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SEALED BEAM LANTERN LAMP 


This sealed beam type lamp for use in an all- 
weather electric hand lantern is powered by a 
6-volt battery in an aluminum case. The lamp 
was designed for sportsmen, railroaders, fire 
men, policemen and gargemen. Constructed in 
the same manner as a sealed beam headlamp 
on an automobile, the lamp, according to the 
manufacturer, has a 5,500 candlepower beam 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical dealers, hardware, sporting goods 
and department stores. Westinghouse Elec 
tric Corp., Lamp Division, Bloomfield, N. | 


A 
LIGHT FIXTURES 


A complete line of lighting fixtures for dining 
rooms, bedrooms, entrance halls, stairways and 
porches, bathrooms and kitchens has been 
introduced by the manufacturer. The fixtures 





Chicago, Ill. 


come ready to screw into any ceiling socket 
and are available in styles to fit both multiple 
and single bulb outlets. There is also avail- 
ablé a model that makes use of the latest 
circular fluorescent tube 


@ DISTRIBUTOR’S POTENTIAL MARKETS 
Electrical dealers, department and hardware 
stores. Moe Light, Inc., Fort Atkinson, Wis- 
consin 
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FLUORESCENT FIXTURE 


Newest addition to the manufacturer's “Forty- 
Sixty” line is this fluorescent fixture using 
two 40 watt, T-12, 48-in. fluorescent lamps 
It is 4834-in. long by 12'2-in. wide by 5'2-in. 
deep. The side reflectors are made of “Alzak”’ 
aluminum and the center V-bar reflector, 
louver fins and wiring channel are made of 
steel finished in white “Fluracite” enamel. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 


Electrical contractors. Commercial and insti 
tutional buyers. Curtis Lighting, Inc., 6135 
West 65th St.. Chicago 38, Ill 


CIRCUIT BREAKER 


A new plug-in type circuit breaker for 15 
to 50 ampere services, with quick-make, 
quick-break operation and thermal-magnetic 
protection is featured in this company’s line 
of load centers and panelboards. The breaker 
incorporates a strong main operation spring 
which takes the action out of the hands of 
the operator, once the handle has been 
moved. The position of the handle is used to 
indicate a tripped condition, moving to a 
mid-position between ON and OFF where 
it can be easily observed. The breaker mech- 
anism trips independently of the handle and 
cannot be held in the ON position in case 
of an overload or short. Other features in- 
clude pressure type stabs, non-welding silver 
alloy contacts, and a completely sealed en- 
closure. Handle extensions are available to 
provide two pole operation. 


@ DISTRIBUTOR'S POTENTIAL MARKETS: 
Electrical contractors. Industrial buyers. The 
Trumbull Electric Manufacturing Co., Plain- 
ville, Conn 
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ROOF VENTILATOR 





This new unit, consisting of a housed direct- 
connected centrifugal fan and motor, features 
positive controlled ventilation independent 
of wind or weather conditions. Heart of the 
oof ventilator is its self-cooled motor. Posi- 
tive pressure ventilation is provided to cool 
the motor and motor compartment with out- 
side air. Suction pressure produced by the 
fan wheel, which is fitted with backplate 
fins, maintains a cooling air stream that passes 
through the motor compartment and motor. 
The unit's weather-tight housing contains 
the complete fan unit and air control acces- 
sories. Special features of this new ventilator 
are, a leakproof roof, hinged on two sides 
for inspection and assembly, floated drive 
sound isolation, and a backward-curved type 
centrifugal fan wheel. 


@ DISTRIBUTOR'S POTENTIAL MARKETS: 
Commercial and industrial buyers, schools, 
hospitals and apartment buildings. The Ilig 
Electric Ventilating Co., 2850 North Craw- 
ford Ave., Chicago, II! 
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ELECTRIC CANDLE 





For use in any location, this electric candle 
is powered by two heavy duty batteries and 
uses a 2'2 volt candle flame lamp. Con- 
structed of seamless aluminum and finished 
in white enamel, the candle measures 534-in 
long by 1'2-in. in diameter 


@ DISTRIBUTOR'S POTENTIAL MARKETS: 
Electrical, hardware and department stores 
Institutional buyers. North American Lamp 
Co., 1014 Tyler St., St. Louis, Mo 


. 
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POWER PACK 





Specially designed for low-voltage, regulated 
a.c. lighting and power service, this power 
pack incorporates in one steel housing an 
air circuit breaker, a dry-type transformer, 
and an air-cooled induction regulator. The 
pack is available in either single or three- 
phase ratings, and has a capacity ranging 
from 15 to 100 kva, with incoming circuit 
rated at 480 or 600 volts, 60 cycles, and a 
regulated output at 120/240 or 208/120 
volts. With this power regulating unit, power 
can be brought to the load area at relatively 
high voltage with substantial savings in cable 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Industrial, commercial and institutional buy- 
ers. General Electric Co., Schenectady 5, 
N.Y. 


FUSIBLE PANELBOARD 


This new device provides plug fusible branches 
with heavy duty toggle switches for lighting 
and appliance branch control. The panelboard 
is available in models handling from 4 to 40 
circuits for use on either a.c. or d.c. applica- 
tions. Construction features embody a 17-in 
wide by 4'4-in. deep box with 4-in. wide 
wiring gutters. Ample knockouts are provided 
in the ends and sides. Panelboard is listed by 
Underwriters’ Laboratories 


@ DISTRIBUTOR'S POTENTIAL MARKETS 
Electrical contractors. Industrial, commercial 
and institutional buyers. Square D Co., P.O 
Box 272, Roosevelt Park Annex, Detroit 32 
Michigan 


ATTIC WINDOW FAN. 


Electrically reversible by the flick of a 
switch, this window fan is enclosed in a 
protective grill in front and back. It may be 
used for upper and lower window, and comes 
complete with cord, plug and brackets. Fan 
comes in two sizes, 24” blade, and 30” blade 
enclosed in hammerstone finish case 


@ DISTRIBUTOR’S POTENTIAL MARKETS 
Electrical dealers, hardware and department 
stores. Circulators & Devices Mfg. Corp., 
128-168 32nd Street, Brooklyn 32, N. Y 
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MOBILE CARD INDEX 


Inventory, cost, personnel, production, credit 
ledger, sales, time payments and loan records 
can now be housed in this new portable card 
index unit that is mounted on ball bearing 
hard rubber casters. At an elbow-high work 
ing level, the unit may be rolled right up to 
the person needing the information. Where 
mobility is not required, the card index can 
be provided with a stationary angle base 
Remington Rand Inc., 315 Fourth Ave., New 
York 10, N.Y 
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FUSE COUPLING 





Breaking the circuit instantly when a short 
occurs in connected lamp or extension cords 
this fuse coupling is available in 2 to 8 amp 
sizes. Fitting any standard wall outlet, like 
an ordinary plug, this coupling has a small 
cartridge-like fuse that is replaceable. Fea 
ture of this fuse coupling, according to the 
manufacturer, is that it shuts off the danger 
point from the main line when a short occurs 
Providing a double outlet, it is approved by 
Underwriters Laboratories 


@ DISTRIBUTOR’S POTENTIAL MARKETS 
Electrical dealers, hardware and department 
stores. F. H. Smith Manufacturing Co., 3628 
So Blake St., Chicago 9, Ill 








KITCHEN VENTILATING FAN, shown mounted in the ceiling, 
has a stainless steel grille that is removable for cleaning purposes. 


A tew twists of a thumb screw removes grille. NuTone, Inc., 


Madison and Red Bank Roads 


PHOTOFLASH CAPACITORS 


This special line of low voltage photoflash 
electrolytic capacitors was developed for 
firing No. 5 or similar flash lamps with small 
dry batteries. They are rated from 25 to 150 
volts, and have nominal capacities from 40 
to 250 mfd. Dimensions are from 5 x 1 15/16 
inches to 1 x 2% inches. The terminals are 
bare wire, lugs, or clips 


@ DISTRIBUTOR'S POTENTIAL MARKETS: 
Electric and camera dealers and commercial 
buyers. Cornell-Dubilier Electric Corp., South 
Plainfield, N. J. 


A 
HANGING DEVICE 


The hanging device is made of malleable iron, 
hot dip galvanized, and comes in a full range 
of sizes for rigid conduit and E.M.T. Accord- 
ing to the manufacturer, the devices fit 
securely into each other, thereby offering the 





Cincinnati 27, Ohio. 


installation of the conduit at any desired 
distance from walls or ceilings. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Gedney Electric Co., 
RKO Building, Radio City, New York 20, N.Y. 
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PEN-TYPE OILER 


Equipped with an extra long hypodermic nee- 
dle .025-in. in diameter, this oiler comes in 
pen form and can be clipped into a pocket 
for easy carrying. The oiler is designed for fine 
oiling of hard-to-get at parts found in various 
machines and instruments. Manufacturer sug- 
gests that this oiler would be useful to model 
railroaders, watchmakers, electricians, etc. 
Transparent oil reservoir affords an instant 
check on oil supply. 


ae en 





@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electricians, machine shops, typewriter repair 
shops and industrial buyers. Gaunt Industries, 
827 Irving Park Rd., Chicago 13, Ill. 


ADJUSTABLE SPOTLIGHT 


Accomodating high ceiling lighting needs, this 
recessed adjustable spotlight can be used 
with either a top prong PAR 56 lamp or a 
side prong PAR 46 lamp. Shade can be ad- 
justed to any position; 90 degrees vertical or 
360 degrees horizontal. Housing is made of 
heavy gauge aluminum while the shade is 
made of aluminum with a satin finish. Avail- 
able accessories include an adapter ring for 
the PAR 46 lamp, removable louver, and as- 
sorted color lenses. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Theaters, showrooms, department stores, in- 
stitutional and commercial buyers. Swivelier 
Co., Inc., 30 Irving Place, New York 3, N. Y. 


THINWALL CONNECTOR 


This thinwall connector, designed for ‘2-in., 
3%4-in. and 1-in. thinwall conduit requires no 
locknut and tightens with a single wrench. 
A knurled chamfer on the connector body 
prevents slipping, eliminating the need for a 
locknut. The connector consists of a split steel 
body and cap-nut. When applied, the body is 
inserted through knockout from inside the 
box, and the cap-nut finger tightened on the 
outside. Connector is listed by Underwriters’ 
Laboratories for inside work or embedding 
in concrete. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Industrial buyers. Ap- 
pleton Electric Co., 1701-59 Wellington 
Ave., Chicago 13, Ill. 
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POWER TYPE RELAY 


Intended for use in a.c. circuits where a 
close voltage differential between relay pick- 
up and drop-out is needed, this new sensi- 
tive relay consists essentially of an insulating 
base on which is mounted a magnetic relay 
and a small saturable reactor. The relay coil 
and reactor are connected in series. Out- 
standing features include chatter-free oper- 
ation, close pick-up and drop-out settings, 
heavy or light duty contacts and simplified cir- 
cuits. Nominal coil voltages for standard heavy 
duty types are 115, 230 and 440 volts 60 
cycles. For light duty type, 115 and 230 
volts. Relays with 115 volt coils pick-up at 
105 volts and drop-out at 95 volts. Heavy duty 
contacts are rated at 25 amperes, 230 volts, 
60 cycles, and 2 h.p. maximum. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors, industrial and com- 
mercial buyers. Ward Leonard Electric Co., 
Mount Vernon, N. Y. 


PRESSURE ACTUATED SWITCH 


This switch is designed for indicating pressure 
drops in air filters, across coils, to indicate 
power or blower failure, actuating motors on 
automatic air equipment, to warn against un- 
safe or uneconomical operating conditions in 
forced air feed and boiler draft, and for use 
with pitot static head to indicate air velocities 
above or below standard or safe values. The 
slack diaphram of this actuated switch is 
linked to a berryllium copper spring with a 
high sensitivity micro-switch which is actu- 
ated by pressure from the spring. Pressure 
changes are reflected in the movement of the 
spring, and in turn the micro-switch opens 


or closes the circuit. The micro-switch is rated 
at 10 amperes, 110 volt a.c. It is capable of 
operation on plus, minus or differential pres- 
sures up to 4-in. of water for standard mod- 
els. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
industrial buyers. F. W. Dwyer Mfg. Co., 317 
South Western Ave., Chicago 12, Ill. 


RECESSED FLUORESCENT UNIT 


Available in both one-light and two-light 
models for all sizes of fluorescent and slimline 
lamps, this recessed fluorescent unit has 
slanted louvers designed for use in sloping 
ceiling over stairways, ramps, and escalators 
The housing is formed of heavy gauge steel 
with continuous weld construction and fin- 
ished in corrosive-resistant baked enamel. The 
interior reflector and louver is of heavy alumi- 
num anodically treated, providing a diffused 
finish. Exterior frame is of heavy extruded 
aluminum. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors. Commercial and insti- 
tutional buyers. Office buildings. Moe-Bridges 
Corp., Sheboygan, Wis. 





FLUORESCENT FIXTURES 


A new series of nine louvered lighting fixtures 
designed for low-brightness general illumin- 
ation in commercial and industrial estab- 
lishments has been announced by the Mit- 
chell Manufacturing Co. Available in 4, 6, 
and 8-foot lengths and with 2, 3, or 4 lamp 
units, these instant-starting fixtures use T-12 
430 ma. single pin lamps. Louver cutoff is 
30 degrees lengthwise and 30 degrees cross- 
wise. Manufacturer suggests that these fix- 
tures may be used in super-markets, drug 
stores, shoe stores, offices, etc. 


@ DISTRIBUTOR’S POTENTIAL MARKETS: 
Electrical contractors, commercial and indus- 
trial buyers. Mitchell Manufacturing Co., 
2525 N. Clybourn Ave., Chicago, Ill. 


FLOOR FAN 


Patented design with exclusive solid base 
prevents floor dust from being picked up 
and circulated by this floor fan. Protective 
guards on top and bottom cover deep-pitched 
10” base. Fan has two-speed switch for var- 
iable air volume, is of all-metal construction 
with die-cast legs. It comes in mahogany and 
bronze harmonizing finish with chrome-plated 
guard rings. 110-120 volt, 60 cycle a.c. 
current. 


@ DISTRIBUTOR’S POTENTIAL MARKETS 
Electrical dealers. Residential and commercial 
applications. Fasco Industries Inc., Rochester 
2, N. Y. 
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CODED SIGNAL BOX 


This new compact fire box is 74%” long, 
5%” wide and 342” in depth. Protrusion 
from the wall is never more than 17%”. It 
is adapted to any circuit arrangement. The 
terminal blocks are on the station itself with 
front-connections for convenient installation. 
Elongated holes allow easy alignment even 
after the box is placed on the wall. Code 
wheels can be removed and are interchange- 
able. The hinged front of the box drops down 
with the turn of a screw driver. The mech- 
anism is enclosed in a transparent plastic 
cover. The box can be operated while open, 
for both silent and audible test, with no 
special keys to use in testing. 


@ DISTRIBUTOR'S POTENTIAL MARKETS: 
Commercial and industrial buyers, hotels, 
schools, hospitals and municipal buildings. 
Edwards Co. Inc., Norwalk, Conn. 
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An interesting arrangement of 
lighting fixtures, low voltage wiring, 
and plug-in bus marks the newly 
remodeled and redecorated city sales 
counter of the General Electric 
Supply Corp., Chicago. 

A “ceiling of light” display of 
commercial and office fixtures rep- 
resenting a number of different 
manufacturers is hung from a com- 
bination of Trumbull LTG Flex-A- 
Power bus and Unistrut—so arranged 
that they are displays in themselves. 

The whole system is controlled by 
G.E. low voltage remote control wir- 
ing. Five master selector switches— 
which control nine circuits indi 
vidually or as a group from a single 
switch—and 27 individual switches 
are included in the system. Three 
of the master switches and all of the 
individual switches are mounted on 
a circuit breaker panel in front of 
the counter where they may be ex- 
amined by customers. 

A special color arrangement was 
devised to enhance the fixtures and 
the sales area. A footcandle reading 
of 120 was recorded initially with 
all fixtures lighted. 


COUNTERMAN Bob Lutz turns one of the 
master selector switches on the remote con 
trol low voltage wiring system used to con 
trol the lighting fixture display 
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REMODELED city sales counter and display room (photos top and bottom) at General 
Electric Supply Corp., Chicago feature a “ceiling of light’ display of commercial and 


office fluorescent lighting fixtures 
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News Notes from N.A.E.D. 


(Continued from page 147) 


PR and other OPS regulations, has 
required the presentation of factual 
data to demonstrate the necessity for 
more equitable pricing control. That 
presentation has been made at these 
conferences. Everything possible is 
being done to acquaint government 
officials with the probable effects of 
roll-backs as applied to pricing con 
trols. N.A.E.D. officers and mem 
bers, devoting their own time at 
Washington in the mutual interests 
of the industry and the government 
and the public, are making another 
major contribution to distributors 
everywhere. This, it has been pointed 
out, is one more evidence of wide- 
spread benefits of N.A.E.D.’s con 
tinuing efforts in the fields of indus 
try and public welfare 


(Continued from page 91) 


company’s display, “Breeze Condition 
ing’, was awarded “honorable men 
tion for an outstanding exhibit.” 

The annual builders show was held 
in the Pennsylvania Farm Show Build 
ing—four acres under one roof—and 
was seen by a record smashing crowd 
of 330,000. The huge exhibit was 
sponsored by the Harrisburg Builders 
Exchange. 

The Dauphin company’s display was 
created by J. Verrazzani who worked 
from a scale model which he designed 
and built during the winter months 
The display attracted a large audience, 
and was responsible for a number of 
sales. Manufacturers’ representatives 
working with company salesmen fol 
lowed leads developed through the 
show and covered many sales for deal- 


ers 


“BREEZE CONDITIONING” was 
the theme of Dauphin Electric Supplies 
Company's display which won honor- 
able mention award at Harrisburg 
Builders Show. 
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VALUE OF NEW CONSTRUCTION, ADDITIONS AND 
ALTERATIONS IN CONTINENTAL UNITED STATES 
(Millions of dollars) 


1950 Outlook Percent 
Type of Construction Estimates 1951 Change 


Total new construction 27,715 25,700 


Private Total 20,648 17,350 
Residential 12,500 7,900 
New dwelling units 11,425 6,825 
Additions and alterations 900 900 
Nonhousekeeping 175 175 


Nonresidential building (nonfarm) 3,767 4,600 
Industrial 1,059 1,800 
Commercial 1,282 1,200 

Warehouses, office and loft 
buildings 398 500 
Stores, restaurants and garages 884 700 


Other nonresidential building 1,426 1,600 
Religious 407 400 
Educational 298 350 
Social and recreational 247 150 
Hospital and institutional 342 450 
Miscellaneous 132 250 


J Po 


—-~ ww 
OO SU oS 


Oww- 
WOM-UYROD=0O0 SCoowW BUYWUOKH UNBMUOCHD OKO ©F8O BROWER OO BRO 


—_ 


Farm construction 1,087 1,250 
Operator's dwellings 531 550 
Service buildings 556 700 


Public utilities 3,182 3,500 
Railroads 310 300 
Telephone and telegraph 470 400 


Other public utilities 2,402 2,800 
Local transit 40 40 
Pipelines 157 175 
Electric light and power 1,355 1,610 

as 850 975 

Alll other private 112 
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Public construction 7,067 
Residential building 341 
Nonresidential building 2,310 

Industrial 220 
Educational 1,158 
Hospital and institutional 470 


Other nonresidential 462 
Social and recreational 140 
Public administration 157 
Miscellaneous 165 
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Military and naval facilities 180 
Highways, streets and roads 2,425 
Sewage disposal and water supply 655 
Publicly-owned utilities 185 
Conservation and development 875 
Bureau of Reclamation 252 
Army Engineers 520 
Tennessee Valley Authority 45 
Other 58 
Alll other public construction 96 














BREAK-PROOF 
SHOCK-PROOF 


| Say “Screw Drivers 


Are Available To You... from VACO 


@ No more “lost sales’ when you carry Vaco... the nationally 
advertised, nationally known line of quality drivers with famous 
Amberyl! S/B (slo-burn) handle. Whatever your customer wants 
.. screw drivers, nut drivers... special purpose kits... unusual 
bit styles... ‘‘reversibles”’... interchangeable blade 
drivers ... they're all available from this one source. 
And to help you get those extra impulse 
sales, Vaco offers you more counter dis- 
plays, more “buy off the board” and 
permanent wall displays than any other 
manufacturer in the business! Quality ? 
It's “tops”! Prices? In line! Margins? 
Your full profit every time! 


Fire Safe 
Handles! 


tae _ Let This Display 
\& RY Help You Sell 


The Vaco C 110U permanent wall display 
shows 30 different drivers to everyone 
who sees it... acts as a perpetual silent 
salesman. Order one today for extra sales 
and extra profits! 


Get Your FREE Copy 
of this Handy, Illustrated 
Catalog and Reference Book 


You can't afford to be without this veritable gold mine of 
information! Tells you all about bit sizes to fit every 
screw ... lists the various drivers by type and size. Amply 
illustrated in color. Order your copy, today 


0 317 E. Ontario St., Chicago 11, Illinois 


PRODUCTS co. In Canada: Vaco-lynn Products Co., Ltd. 
1212 Notre Dame St., W., Montreal 3, Quebec | 





Ariz. Wholesaler Named 
To Power Authority Post 


PHOENIX, ARIZ.—E. A. Thom- 
as, president of the Arizona Whole- 
sale Supply Company, was named 
chairman of the Arizona Power 
Authority, a state agency set up for 
the distribution in Arizona of Colo- 
rado River power. 

Mr. Thomas, as chairman of the 
authority, will direct the distribution 
ot powell generated at Hoover, Parker, 
and Davis Dams. The agency has a 
state-wide network of transmission 
lines, and supplies both private and 
public utilities 

The new chairman has been asso 

with the electrical industry 
since 1919. He is president of the 
state association of appliance dealers 


and a member of the national board 


of governors. 

Mr. Thomas replaces M. J. Dough- 
erty, Phoenix, who fathered the Pow- 
er Authority Act and directed the 
ugency since 1944. 


Electronic Committee Lays 
Suggestions Before NPA 

CHICAGO—When the Electronic 
Parts Distributors Industry Advisory 
Committee met with the National Pro- 
duction Authority, it made a series of 
recommendations designed to assure 
that defense needs are met and at 
the same time keep a maximum num- 
ber of electronic devices operating 
with a minimum demand upon critical 
materials 

Although the electronic parts in- 
dustry will continue to face shortages 
in critical materials, a plan to analyze 
and pigjalete steel processing sched- 
ules has been instituted. It will pro 
vide an orderly handling of require 
ments and assist in the proper distri- 
bution of scarce alloy steels, NPA 
said. 

Some of the committee’s recommen- 
dations which will be studied by NPA 
are: salvage obsolete radio sets to 
save scarce metals; extend the base 
period of Order M-47 to a full year; 
grant a priority or means of certifica- 
tion to wholesale component distribu- 
tors so that stocks may be kept up; 
distributors using such a priority for 
obtaining replacement parts shall offer 
them for sale solely for the purpose 
of repair and maintenance of existing 
equipment; each wholesale distributor 
of electronic components should pre- 
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pare a record of base period purchases 
by the usual classifications, lumping 
together all items of like material (i.e., 
all tubes of receiving types should be 
totalled as one item). In addition, the 
committee recommended the simplifi- 
cation of every line used in the main- 
tenance and repair of electronic equip- 
ment, but said it opposed any of the 
so-called “victory lines” used during 
the last war. 

The next meeting of the committee 
was set for May 28. 


Noland Company Names 
Burch Department Mer. 

NEWPORT NEWS, VA. — The 
Noland Co., electrical wholesaling firm 
with headquarters in this city, recently 
announced the appointment of Jack 
3urch as manager of the electrical de- 
partment in the company’s Montgom- 
ery, Ala. branch. Mr. Burch was form- 
erly a salesmen with Noland Com- 
pany’s Atlanta, Ga. office. 

Serving seven southern states, the 
company has branches in Maryland, 
Virginia, North Carolina, South Caro 
lina, Tennessee, Georgia, and Ala- 
bama 


Five Electrical Products 


Win Home Safety Awards | 


NEW YORK—Five electrical prod- 
ucts, each designed to make the home 
safer, were honored at the Sixth An- 
nual Home Safety Awards dinner at 
the Waldorf-Astoria sponsored by 
Lewis & Conger, famous New York 
housewares firm. An electric ignition 
gas stove, manufactured by the Norge 
Division of Borg-Warner, won the 
grand award. 

The Norge “push-button” gas stove 
is a new type introduced last year. It 
does away completely with the con- 
ventional gas pilot light. The secret 
is in an electric glow-coil which re- 
places the former gas pilot, and works 
just like the cigarette lighter in a car 
The push button ignites the glow- 
coil, which in turn lights the gas re- 
leased from the top burners. To per- 
mit the glow-coil to reach ignition 
temperature, the push button must be 
pressed for three or four seconds be- 
fore turning on the gas. There is a 
separate glow-coil for each pair of top 
burners, and one for the oven, which 
is lit in similar fashion. 

National Electric Products Corp. of 
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IT’S A NATURAL... 
for today’s BETTER LIGHTING market 


:' ayo" 


DAYTIME LIGHTING grt 


ATNIGHT _ OUTDOOR 
Fluoresce 


A standout development that is 
being installed by contractors for 
service stations—used car lots— 
outdoor theaters—night clubs— 
tourist courts — restaurants — 
highways — hotels — stop and 
socks — department stores — 
drive-ins — commercial building 
entrances and numerous other 
places. 






































Here is not only today’s excep- 

tional outdoor lighting units but 

are so constructed that they 

serve in full efficiency in all POST LIGHTS 
types of weather—they can even 

be seen in fog and haze. Here 

are units that it pays to have in stock be- 
cause contractors far and wide are specify- 
ing them, because of such features as—67% 
more light by actual test—1/3 cost of in- 
candescent lighting—easy to install and 
maintain and underwriters approval. 


























WALL LIGHTS 


% You are in for good light- 
ing business with these units 
and it will pay you to act 


at once to get full details and GREAT NORTHERN | 


rices. 
$ WManupacturing Cort 
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WE'LL SEE YOU AT THE N.E.W.A. CONVENTION 
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“Knockout 
Electric 
Door 
Opener 
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Especially designed for use with latehes having deadbolt. 

only TRINE’S exclusive “KNOCKOUT” Door Opener accom- 
(dead) bolt all 
removing “Knockout” slug an extra strike 


night which nearly entrance 
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plate is uncovered that receives the dead bolt. Saves the 


modates the 


door > have. 


dead bolt from becoming inactive as it does when conven- 
reversible for 
Sales-Maker. 


used.~ Conveniently 


rRINE 


tional door openers are 


right or left-hand doors. Another 


ve. 
ea, 


2251450 
Push Button 225505 


Floor Tread 
ae. 
Ph: 


“Reliance” 


Door Opener 


Door Switch 





Light 
when 


"or 
open 
“ir” 


open 


: 225308 
Light Door Spring 


when 





Ten best selling 


Push 


Introductory 


Button Profit Deal 
working stock ot 


SHOWN AT RIGHT: Trine 


styles seen at a glance! 15 assorted boxed 


Complete assortment, 25 pieces. Push two 


for 


units with display 


packed 
| 


displays for windows, one counters and double profits! 


Get all 


Write 


the details today 


for catalog sheets and samples 


Manufacturers of KEIL Electric Specialties and Mail Boxes 
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| the 


| short circuits 


Pittsburgh won honorable mention tor 


its “plug-in” strip, a completely 


grounded wiring system. It provides 
convenient electrical receptacles every 
six or 18 inches all around the room. 
The “plug-in” strip has grounding re- 
ceptacles for safely grounding electric- 
al appliances. It also accepts unground- 
ed equipment plugs where grounding 
is not a requisite 
\ circuit protect 


Murray lig. Corp., 


r, manufactured by 
Brooklyn, 
in 


won an award tor its use protect 


ing the home in case of overloading or 
It consists of a number 
ot fully 


W he I 


t the 


magnetic circuit breakers. 


i short the switch han 


CCUTS, 


dle iffected breaker flips down, 


indicating that the power on that cit 


cuit is shut off. To restore service, 


Division's gas stove 


Murray Mfg. Corp.'s circuit protector 
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Slater Appliance’s closet light 


e HOLTZER CABOT 
e STANLEY & PATTERSON 
e FARADAY 


UNI-PACT BELL 


Whether your customers plana series 
of new signals or need just one, your 
best bet is UNI-PACT. It’s tailor- 
Mies made for a group of different depart- 
and flip the switch back to “on”. ment noise levels with 17 inter- 

Slater Appliances Inc., Woodside, changeable units — bells, buzzers, 
N. Y., won a safety award for its horns, chimes—all fitting one stand- 
Kloz-A-Lite closet unit. This portable ard adapter plate. UNI-PACT elimi- 
unit measures 2x2 inches, and comes nates new wiring systems—makes 
with 12 feet of cord. It can be attached plant conversion so much easier. 
Recommend the brand they know— 
FARADAY. 


Miller-Harris Company's sun lamp 


simply remove the cause of troable, 


in either upper corner of the door 
frame. The switch operates automatic 
ally by the action of the closet door 
or the push button, as in a refrigerator. 
The Robot Sun Lamp, a product of , 121-8 HORN Here's a rugged, heavy duty 
the Miller-Harris Instrument Co. of \ signal for general alarm, starting and dismissal 
Milwaukee also received an award for ) signals in all types of industrial plants. Maximum 
safety. The lamp is equipped with a ‘Signal strength, loud clear tone, instantaneous 
Telechron electric timer which auto » performance, long and dependable life are some 
matically shuts it off at the end of a ‘of the features that make Mode! 121-S Horn a 
desired operating period. It is also "Mast in your stock room. 
possible to adjust the time dial setting | 2aaueMtmite for complete cata- 
so that identical exposures are repeat log’ of Sperti Faraday 
ed. "paging and signaling 
Non-electrical home products which de ces and systems, 
were honored at the Lewis & Conget eo 
Safety Awards dinner were: MacLeod Rea Ss 
Safety Bar; Weiss & Klau Vinyleen ene ae GO “FIRST CLASS” 


Plastic Window Shades; Speco Ice 


Rem; Wooster “Rubbermaid” Shelf may of 

Kusions; and Mouli Multicracker. ee Fa CLIGLAG, 
Chief speaker at the award dinner P FERS 

was Secretary of Labor Maurice J. To aes : ADRIAN , MICHI GAN 


bin. Ed Wynn, star of stage, screen, ‘BELLS+8 HORNS + CHIMES + ULTRA-VIOLET SANI 
radio and television, also spoke. > SR aay @ AUDIBLE PAGING DEVICES AND SYST 


May, 1951—ELECTRICAL WHOLESALING 





More progressive industrial 


distributors than ever before 
are selling PIERCE FUSES... 


because of 
these 
extra-vatlue 


features / 


Rugged Tubular Construction 
Assures Longer Case Life. 


e 
Wa 


The strong tubular bridge can not 
warp out of shape. Knife blades are 
always in perfect alignment, heat 
at the clips is minimized, and, with 
cooler operation, longer case life 


is assured. 


Screen-Venting Keeps Fuse 10% to 50% Cooler. Pierce exclusive screen- 
venting reduces operating temperatures up to 50% by allowing a con- 
tinuous flow of cool air to remove heat and destructive gases from within 
the case. Unnecessary “heat blows” are eliminated and the screening prevents 


dangerous “after-blow”. 
7] “” e - . 
3 Balanced Lag“’ Prevents Blowing from Harmless Surges. The famous 
Pierce “Balanced Lag” concentrates the added lag only in the working 
overload range, absorbs harmless jolts and surges. Unnecessary shutdowns 
are avoided, yet the fuse blows instantly when real danger threatens—protects 


motors and circuits 


Simplicity of Construction. Just two parts and the link — renews in 20 
less down-time. Lock washers keep the link tight, prevent 


build-up of heat and resulting unnecessary blow. 


seconds 


With these 4 extra-value features, it's no wonder that industrial users 
insist on Pierce Renewable Fuses... and it's no wonder that progres- 
sive distributors concentrate on Pierce. Why risk loss of customer con- 
fidence by selling anything but the best? Write for details of the 


Pierce Profit Plan. 


PIERCE 


For Forty Y ears, Specialists in the Design and Manufacture of Fuses 
RENEWABLE FUSES, INC. 
145 Pacific Avenue * Buffalo7, N. Y. 


ad 


New Orleans Wholesaler 


Elects New Officers 
NEW ORLEANS—Lighting 


ture and Electric Supply Co., Inc., re- 


Fix 


cently elected new officers of the com- 


pany. The changes were brought 


| about as a result of the recent death 


of the past president and general man- 
ager J. C. DuPont, Jr. 
C. G. Justice, Sr. was elected chair- 


man of the board, and Charles G. Jus- 


tice, Jr. became president. Other of- 
ficers are: W. A. Feuillan, Jr., first 
vice president and secretary; W. J. 
Pinkston, second vice president; Ned 
A. Breitenmoser, general manager; 
C. P. Molaison, treasurer and credit 
manager; L. H. DuPont, Jr., assistant 


general manager. 


California League To 
Hold Electric Show 

SAN FRANCISCO — The second 
annual electrical exposition, sponsored 
by the Northern California Electrical 
Bureau, will be held in the Civic Audi- 
torium here, September 1 through 9, 
according to a recent announcement by 
LeRoy H 

“Spurred by the unprecedented suc- 
cess of ‘Electric Wonderland,’ the in- 
dustry’s experimental show last fall, 
which drew an attendance of 115,000 


Bennett, bureau manager. 


in eight days, our directors have enthu- 
siastically approved a 1951 show,” Mr. 
Bennett said. 

Initial plans for the 


are based on “Electricity 


coming show 
in Defense; 
Electricity in Industry and Electricity 
in the Home.” With the cooperation of 
well as manu- 


the Armed Forces, as 


facturers, wholesalers, electrical con- 
tractors and electrical labor, the public 
will be given a picture of electricity’s 
contribution in maintaining both “guns 
in the nation’s present 


and butter” 


economy. 


Retired GE Experts To 


Man Firm’s Exhibit Train 


Twenty former General Electric 
Co. 
brought 
ment recently to help meet the grow- 


ing shortage of technical personnel 


£ 


engineering and sales experts 


their talents out of retire- 


on the industrial firing line. 

The retired specialists, boasting a 
total of 833 service with 
G. E., have volunteered for tempo 


years of 
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rary service as exhibit engineers on 
the firm’s “More Power to America 
Special” exhibit train. So critical 





is today’s need for trained technical 
men that G, E. might have been 
forced to end the train’s tour if the 
20 specialists had not stepped into 
the picture, said Chester H. Lang, 
company vice president and manager 
of the apparatus marketing division. 

The group, which will man the 
exhibit train through the end of its 
tour at South Bend, Ind., on June 


28, includes four winners of the 
Charles A. Coffin Award, the highest 
honor bestowed by General Electric. 
The men come from 11 states and 


have a total of 94 patents to their 
credit. 


Making up the group of 20 experts 
temporarily returned to “active duty” 
are: John F: Tritle, Max A. Whiting, 


John S. Lennox, Walter C. Smith, 
C. Logan Penny, and Russell S. Sage. 


Also Clyde A. Binns, J. Augustus W R | N G P&S 1530 
Boers, J. A. Crary, Cassius M. Davis —— — 7. 
oe ve ; he “easy-to-wire” T-slot 
Harry S. Edgerly, E. Boyd Edwards, led as Hoa 


Joseph A. Herr, Leonard M. Moyer, caps rans =. tl 
Frank H. Penney, Paul B. Reed, Flet- pact, all-bakelite body 


cher W. Shackelford, Joseph Van large binding screws—strap 
Kerckhove, George O. Hodgson, and held rigidly at ends of body 
George A. Boring. Mr. Boring was —plate screw hole tapped in 


manager of the Northwest district strap—phosphor bronze 
of General Electric Supply Corp. contacts, built to last. Meets 


FQ # Government Specifications. 


Rubber Decontrol Urged 


" iano aT MORE THAN 60 YEARS 


phreys, Jr., president of U. S. Rubber 


Company, urged the government to 

do away with unnecessary controls on =i . 

rubber, and restore the industry to @ P&S Wiring Devices are designed and manufac- 
“the men who know rubber — who tured to unusually high standards for dependability, 
know how to grow it, make it, process performance and ease of wiring. They meet or exceed 


it, and distribute it.” He added that the minimum safety standards of existing testing 
the rubber stockpile, now big enough ‘ ‘ 


to see the United States through a agencies. 
five-year war without imports, does 





not constitute a necessity for such dras 
tic restrictions. 

Mr. Humphreys revealed that con 
trols have caused a serious shortage 
of rubber products. He estimated that 
manufacturers’ inventories of truck 





tires dropped 55 per cent and pass- PRECISION MANUFACTURING SKILLFUL ASSEMBLY 
enger car tires 72 per cent between 
June 1950, and February 1951. He also Sold Through Electrical Distributors 
predicted a shortage of 1.3 million For Complete Information Write Dept. W 
truck tires and 5.9 million passenger 
car tires this year. 
He asked NPA to remove all limits PASS & SEYMOUR. Ine e SYRACUSE 9 N Y. 
on the total amounts of natural and | ps { 
synthetic rubber to be used in es:en- ‘ 
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SLATER 


nf 


DEVICES. 


A wiring device costs 


what you sell it for only if 


your customer can install it and 


forget it. Otherwise, 


it may be 


too expensive for him at any price. It 
doesn’t take long to discover that SLATER 





has no hidden costs. 


SLATER’s elaborate 


“fool proof” inspection system sends out each 


wiring device in uniformly perfect working 


condition. It costs us a bit more that way, 


but we know it will make and hold customers. 


Let your customers decide. Sooner or later — 


they ask for SLATER. 





Write for Catalog No. 50 today. 


Slater Electric & Mfg. Co., Inc., Woodside, N. Y. 
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SLATER No. 280 
Pull Chain Lampholder 
—engineered for service 


The only one piece ceil- 
ing lampholder with 
removable interior. Con- 
tractors say, “We install 
3 SLATERS to 2 of any 
other.” Fits 344” and 4” 
boxes. Insist on the 
heavier, sturdier orig- 
inal! There’s only one 
real pull chain lamphold- 
er that meets your rigid 
needs and that’s Slater 
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tial civilian products. He also urged 
the agency to revise present specifica- 
tion controls to increase the amounts 
of natural rubber allowed in tires to 
the levels recommended by the rubber 
industry’s technical committee. As for 
inventories, 
that 


be discontinued, and asked the 


limits on finished goods 


Mr. Humphreys recommended 
they 
return to private industry the buying 


of natural rubber for industry use 


Graybar Names Wilson To 


Head Asheville Branch 


\. Wilson 
of the 


RICHMOND. VA.—A 
has been appointed manager 
Ashevilie, N. C. branch 
bar Electric Co., L. ¢ 


Richmond 


of the Gray 

Fields, the 
company’s district man- 
iger, recently announced. Mr. Wil- 
son replaces H, H 
on indefinite sick leave. 

A native ot Norfolk Va., Mr. 
Wilson has been with Graybar since 
May, 1929 He beg in his 

| Richmond, Va 


service in the firm's 
1935, he 


Hix who will be 


company 

warehouse In February 
was transterred to Richmond's serv 

iree months 

inston-Salem 

nd put service. In 
\l ir h 

ilesman 

Mi ilson was away on military 

1942, to March, 


1942 oted to 


rned to his posi 
He 1s 


Institute 


a graduate 
ot Danville Military and 
Polytechnic In 


& Marv College 


ttended Virginia 
stitute and Will 





AA 

NEW manager of the Cleveland dis- 
trict sales office of Cutler-Hammer, 
Inc. is O. P. Proudfoot. Mr. Proudfoot 
succeeds R. J. Eckstein who died Feb- 
ruary 14. As manager, he will super- 
vise the sale of his company’s motor 
contr>l, steel mill equipment and al- 
lied electrical apparatus in the Cleve- 
land area. 
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is charting 
a course to 
help you 


t4 


J. D. O'BRIEN was recently appoint- 
ed sales manager of the Jefferson Elec- 
tric Company, it was announced by 
James M. Bennan, company presi- 
dent. Mr. O’Brien has been associated 
with the electrical industry for many 
years in administrative and sales ca- 
pacities. He plans to prepare a pro- 
gram for further diversification of sev- 
eral of the company’s lines. 





Electric Roaster Line 
Sold By Swartzbaugh 


TOLED O—Swartzbaugh Mig 
Co. has sold its “Everhot” line of 
electric roasters to Tropic-Aire, Inc., 
of Chicago, it was learned recently. 
The sale included tools, dies, inven- 
tories and goodwill, but not Swartz- 
baugh’s plant or machinery. Output 
of roasters here was reported to have 
been stopped by May 10. 

Swartzbaugh will concentrate on 
the production of its present line of 
industrial, institutional and hospital 
food-handling equipment. The firm 
also anticipates obtaining a number 


of defense contracts 


Westinghouse Promotes 
Two Division Managers 


BLOOMFIELD — Two personnel 
appointments were recently announced 
by Westinghouse Electric Corp. 

Herbert E. Plishker, manager of 
advertising and sales promotion for 
the Westinghouse Lamp Division 
since 1938, succeeds Russell E. Eber- 
sole as manager of lamp sales 

Mr. Plishker will direct the activi- 
ties of lamp district sales managers in 
nine cities across the nation as well 
as the activities of the various prod- 
uct sales managers at the Bloomfield 
headquarters of the division. 

The new sales manager joined West- 
inghouse in New York City as a lamf 


compe ~ 


"EARN MORE sy telsin 


industry 


WITH PRODUCTS 
LIKE THESE 


WIRE CONNECTORS 

Famous “Wire-Nuts" and Set- 
Screw Connectors 

WIRING TOOLS 

WIRE STRIPPERS 

Production and hand type 
VACUUM CLEANERS 
Industrial hand type cleaners 
ond blowers, tank type cleaners 
THERMO-GRIPS 

Resistance heating soldering tools 
COMMUTATOR 
MAINTENANCE 
EQUIPMENT 


MOTOR REPAIR SHOP 
EQUIPMENT 

MACHINERY PRODUCTS 
Live centers —electric etchers — 
tachometers, etc. 





RODUCE MORE 


With industry being called upon to 
meet enormous production demands, 
there is greater need than ever for IDEAL 
“speed-up” tools and equipment. As an 
IDEAL Distributor you play an im- 
portant part in the defense program. By 
reminding your customers of the many 
ways the IDEAL Line helps them 
produce more—and more efficiently— 
you help them and you help yourself! 


We at IDEAL pledge our continuous 
effort to make your job easier by pro- 
ducing “full steam ahead” to meet 
expanding demand. Meanwhile, our big 
and continuous promotion program 
through all major channels is keeping 
your customers informed about IDEAL 
products—explaining what these 
products do to raise production rates 
and keep maintenance and construction 


jobs on schedule. 


As never before, the IDEAL Line is your 
line to greater profits through 
essential service. 








Sold Through America’s Leading Distributors 


Q@DFAD 1 veal INDUSTRIES, 


SYCAMORE, ILLINOIS 


advertising copywriter in 1927. He 
became assistant advertising manager 
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<> Sreeoonanen of the lamp division in 1930 and then 
manager of advertising and sales pro- 


J , IRST motion eight years later. 
NO WV! HERE 5 THE F A native of New York City, Mr. 
Plishker came to Bloomfield in 1939 
when the division moved its advertis- 
JIMPRO VEMENT IN BX STAPLES ing office from New York to that city. 
Russell E. Ebersole, staff assistant 
to the vice-president, announced the 


IN 25 YEA RS appointment of Harry L. Niederauer 
a o « : 


as manager of advertising and sales 
promotion, succeeding Herbert E. 


—_—_—— THIEL , TF Plishker 

s er. 

PROVED a | EL FLAT TOP Mr. Niederauer, assistant manager 

BY SERVICE EASY TO DRIVE of advertising and sales promotion for 

——— the past seven years, left a position 

BX STAPLES as advertising manager of the national 

(For Metallic and Non-Metallic Cable) THIEL bakery division of A&P to join West- 
inghouse. 

Born in New York City, Mr. Nied- 
erauer was graduated from Roosevelt 
High School, and attended New York 
University. 


Calif. Wholesaler Reports 

Additions to Sales Staff 
SACRAMENTO — Len Haseleu, 

formerly with Capital Wholesale Elec- 


New TH | EL proved tric, has joined the sales staff of the 


BX Stapl , a Aarne Incandescent Supply Company. He 
aples are so improv i 

that aa Gan tvaight as illustrated will cover the central Sacramento val- 

—even in oak. Wood does not split. ley. 














OLD STYLE Staples F Mr. Haseleu succeeds Jack Allen 
bend, as shown in illustration, WON T SQUASH who is now on the inside staff handl- 


when hit hard. Also split the 
wood. 


The rugged Flat Tops are your bul- ing prices and inventory control. 
wark against wasted time, materials, \fter an absence of approximately 
labor. Even under solid blows, they 


drive true. Your workmen will like ‘ : int = 
ian : United Electric Supply, has rejoined 


pS. . Incandescent of Sacramento. Mr. Ba- 
pn Revnasreconsetin MEN .. DRIVES TRUE a will vi over the bid p Sernitiotet 


Use THIEL BX Cable Staples and of the company. 
FOR PLUMBERS. . you will find them a vast improvement 


over any other BX Staples you ever 


THIEL EASY DRIVE used. 
“NAIL IT” TAKES PUNISHMENT New Brooklyn Plant 


The ? 2 ioaiaiadl aie They are scientifically engineered to For Eastern Tube 
hold them secure. The Codmum plating Keeps |  2bs0rb the full stress of blows from BROOKLYN, N. Y.—The Eastern 
th t proof. Packed ' the hammer. The sharp right-angle as Tool C i elt di allies het. 
ae ee bends on the head permit these staples a & Tool ¢ —s a +» Ol a ‘euty, ve 
he | EL “ to drive straight and true. cently announced the completion of a 
EASY-ON Send for FREE samples. new two-story plant and offices at 75 


STRAPS ‘ SAVE TIME Onderdonk Avenue. The new plant 


Made for V/-inch, thin walls. Hold any job comprises 60,000 square feet of man- 
rigid. Will pass inspection. Cadmium plating 9 MATERIAL ufacturing and office space. All produc- 
et eee LABOR tion is carried out on one floor, with 
? the offices situated on the second story. 
SOLD BY LEADING ELECTRICAL WHOLESALERS EVERYWHERE This new plant and its production facil- 


one year, Charley Bacon, formerly with 

















ities were designed by the company’s 
“4 | FL own engineers. The production line 
TOOL & ENGINEERING co. was designed whereby the raw mate- 
1417 NORTH MARKET STREET, ST. LOUIS 6, MISSOURI rials flow in at one end of the building 
ADVERTISED TO OVER 25,000 OF YOUR CUSTOMERS and the finished products flow out the 

other. 











ELECTRICAL WHOLESALING—May, 1951 











Square D Company Elects 
Officer And Directors 
DETROIT — Three important 
changes in the Square D Company 
organization were recently announced 
by F. W. Magin, company president. 
L. W. Mercer, formerly vice ptesi- 
dent and general manager of the 
switch and panel division, was elected 


L. W. Mercer 


shea 


F. H. Roby fr L. G. Maechtlen 


to the new post of executive vice presi- 
dent. Mr. Mercer will assume overall 
responsibility for direction and coor- 
dination of the company’s sales, engi- 
neering and production activities. 

During the course of 33 years’ con- 
tinuous service with the company, Mr. 
Mercer has served as manager of the 
branch plant in Peru, factory manager 
and then general manager of the De- 
troit factory. He has been a director 
since 1928. 

r. H. Roby was elected director 
and vice president in charge of sales. 
He joined the Square D organization 
in 1933. After product training in the 
Detroit and Milwaukee factories, he 
was assigned to the sales organiza- 
tion. He has since served as field en- 
gineer, headquarters application engi- 
neer and general sales manager. 

L. G. Maechtlen was elected vice 


president and director. He started 


with the company more than 20 years 
ago as a design engineer, and has 
served as Los Angeles plant works 
manager, Los Angeles territory man- 
ager and vice president and general 
manager of the western division. 





1900 — 


Light duty plug-in- 
anywhere wiring 
system, for outlet 
convenience. Avail- 
able wired, unwired 
or os SNAPICOIL. 


2100 — 

A plug-in-onywhere 
wiring system with 
@ copacity larger 
than 1900. Fur- 
nished unwired. 





3000 — 

Heavy duty plug-in- 
anywhere system 
for industrial appli- 
cations. Also serves 
as branch feeder 
system. 


Wholesaler To Embark 


On Promotion Campaigns 

HARTFORD — Edward Looby, 
formerly with the Coghlin Electric 
Company of Worcester, Mass., has 
joined the Capital Light and Supply 
Company a dustrial contact man. 
Mr. Looby has 28 years of electrical 


phe, formerly in the 


pricing department of the company, 
has been promoted to the sales staff 
and is now serving the contractor- 
industrial trade in the eastern Con- 
necticut sales area. 

According rnold S. Cartin, sec- 

ight and Supply 
a campaign 
toward tl lighly industrialized de- 
fense area in Hart 1. The company 
is in constant touch with factories and 
plants which have, or will have, war 
contracts in an effort to promote bet- 
ter lighting. 

The company is also embarking on 
a more vigorous campaign to educate 
the home user in home window and 
attic cooling equipment. Through 
dealer education, direct sales effort 
and direct mail by the dealer, and 


"Since 1857” through newspaper advertisements, 


- ‘ ‘udgi Capital intends to make the com- 
When it comes to judging the munity conscious of the comfort 


worth of pliers, ask the man who os obtainable from these sir eoeling 
uses them every day. He'll tell et cine 
you Kleins—for their hand fit— 
their proper balance—their care- IAEL Meeting To Be 
fully matched knives that stay St3d Ie New Orleans 
wee ; NEW YORK—According to a re- 
- The same top quality that typi- cent announcement by O. C. Small, 
fies Klein pliers is also character- secretary, the 16th annual conference 
istic of other Klein tools and of tee Yetsrenticnss Assdaiien “of 
equipment—safety straps and Electrical Leagues will take place 
belts, climbers, grips and Wednesday, October 10 to Saturday, 
wrenches. Men who know good October 13. inclusive in New Orleans, 
tools have been choosing Kleins La. Hea He" uarters for the conference 
since 1857. will be in the Roosevelt Hotel. 

The first en days of the confer- 





ASK YOUR SUPPLIER 


Foreign Distributor: 


International Standard Electric Corp. : : ? 
New York will be set aside for the business ses- 


ence will consist of general sessions 
while the morning of the thirteenth 


sion. Entertainment plans have been 

entrusted to Rudy Guidroz, chairman 

of the arrangements committee of the 

If you have not received your copy Electrical Association of New Orleans. 

of the Klein Pocket Tool Guide, Aiding him will be his company, New 

write for one. It will be sent to you \ 

without obligation. Orleans Public Service, Inc. 

Program committee appointed by 

Since 1857 I.A.E.L. president H. P. Wilson in- 

cludes: A. L. Maillard, chairman; 


at rn Sons E. H. Mowen, R. J. Samson, and P. J. 
McMillan. Consulting members of the 

| committee are W. G. Hills and Carl 

3200 BELMONT AVENUE C CAGO 18 Sit one) W. 


Evans. 
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EMIL J. MAGINOT has been ap- 
pointed manager of advertising for 
Cornell-Dubilier Electric Corp., South 
Plainfield, N. J. Mr. Maginot has been 
associated with the electrical industry 
for 25 years. During this time, he 
worked in the servicing, retailing, 
wholesaling and manufacturing phases 
of the business. 





Emerson Electric Appoints 
8 To Top Company Posts 
ST. LOUIS—The Emerson Elec- 
tric Mig. Co. has announced eight 
promotions within the top personnel 
framework of the company. 
Henry C. Miller has been elected 
vice-president and general works man- 
ager of the company. He joined Em- 
erson in 1936 as a layout engineer 
and became _ successively building 
maintenance supervisor, chief inspec- 
tor, assistant to the operating vice 
president, and works manager. 
Raymond E. Otto, general sales 
manager, has been elected vice-presi- 
dent and general sales manager of 
the Emerson company. A veteran of A 
37 years with the company, Mr. Otto de to le bolts 
started in 1914 and rose from the mail Q 
and file departments to sales corre- 
spondent. He later became assistant Constant efforts to satisfy the numerous Fastening and 
manager of motor sales, and then Hanging tasks have resulted in Paine’s “know how.” 
manager of sales. 
Ralph E. Petering was elected vice- 
president and assistant treasurer. Af- Paine Spring Wing Toggle Bolts provide a secure and 


Do as others have done—make Paine your first choice. 


ter joining Emerson in 1942, Mr. Pe permanent fastening in hollow walls and ceilings, where 
tering was elected to the post of as- 


: it is impossible to reach the other side. Reduce installation 
sistant secretary, and later, assistant ‘ 
treasurer. He is a member of the II time and accent the quality of your work with Paine 
linois Society of Certified Public Ac- Spring Wing Toggle Bolts. 


countants. 


Byron W Jackson was elected THE PAINE COMPANY 2979 C il Ave., Chi 12, i. 


comptroller and assistant secretary. 
He was one of the first persons em- | ig 
ployed in the accounting department the best craffsmen always take S 
of the turret division, and in 1946, he Y 
became chief accountant when the spring Wing Toggle Bolt Conduit Clamps Stor Drills 
accounting department was consoli- | pansion Anchors Pipe Hooks and Straps Malleable Shields 
ome. . 3 hal Sudden f Is Hanger Iron, perforated Special Hanging ond 

John A. Alles was appointed di- ye 4 i 

‘ fier 1 Screw Anchors Expansion Shells Fastening Devices 

rector of purchases, armament divi- 
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howto trap amperes 
and save circuits... 


The three Amp-Traps shown raised the interrupting 
scopacity of this 1600 amp circuit to 100,000 rms 


omperes @ 440 volts. 


AMAZING NEW CURRENT LIMITER 
100,000 rms AMPERES INTERRUPTING CAPACITY 


N 
Amp-trap protects a ainst both overloads and shorts on 
circuits up to 600V AC or DC. It is supplied in all standard 
ratings from 1 to 4, 000 amps, and limits short circuit 
current on circuits where the available short circuit current 
may be as high as 200,000 amps. 


Amp-trap puts a dependable new protective device in the 
hands of designers, engineers and architects. Lightning fast, 
it is directly responsive to the rate of short circuit current rise. 
In fact, it is as fast as the circuit is fast. This means positive 
overload and short circuit protection for switchgear, buss- 
ducts, motor starters, circuit breakers, and current trans- 
formers. What’s more, with Amp-trap, you can now have 
low-cost protection for every service entrance on a network 
system. 


Amp-trap 1s listed by Underwriters Laboratories. Interrupt- 
ing tests up to 202,000 amps at 500 Volts 60 cycles have been 
witnessed and certified by Electrical Testing Laboratories, Inc. 


There is an aii rap for every application. They are easily 
installed and quickly adapted to new or old equipment. 
Cost is so low that it is not an important factor. 


WRITE TODAY. SEND FOR FREE BOOKLET ON AMP-TRAP. 


~~ 


—— 


Ampirap 


*Trade Mark Registered. 


THE CHASE-SHAWMUT co. 


372 MERRIMAC STREET NEWBURYPORT, MASSACHUSETTS 


, => wy, S&S | WD. 


Trion bond 8 ~ 


— 


C-Q-T _ Drienet Soe @-T mes Fuss Wie 


sion, of the company. He joined Em- 
erson in 1942 as purchasing agent in 
the turret division. In 1945, when the 
purchasing activities of both electrical 
and turret divisions were combined, 
Mr. Alles became director of purchas- 
es. 

Lester A. Dahlheimer, an Emerson 
veteran with 28 years of service in 
the company, has been named director 
of purchases, electrical division. He 
has worked in the dispatching office, 
in the plan and control department as 
a sales correspondent, and in the pur- 
chasing department as buyer and pur- 
chasing agent. 

Ralph E. Knowles h 
ed works manager for the Emerson 
Electric Mfg. Co., armament division. 
Now in his 33rd year, Mr. Knowles’ 
first job was in desk fan assembly. 


as been appoint- 


He later served successively as assist- 
int foreman of power motor assembly, 
superintendent of mechanical and elec- 
trical subassembly and production su- 
perintendent. 

Fred. G. Sachleben was made works 
He has 


been in the employ of the company 


manager, electrical division. 
for more than 39 years and had served 
is production superintendent and gen- 
eral superintendent respectively be 
fore his appointment as works man- 
ager 


Nashville Wholesaler 
Names New Manager 


NASHVILLE — Ben S. Gambill, 
president of the Braid Electric Com- 
pany, electrical wholesaling firm of 
this city, recently announced the ap- 
pointment of C. R. Greenleaf as gen 
eral manager of the merchandise di- 
vision 

Mr. Greenleaf was formerly district 
manager of the Zenith Radio Corpora- 
tion in Atlanta. During World War 
II, he served with the U. S. Navy and 
holds the permanent rank of Lieuten- 
ant-Commander. He is a graduate of 
the Northeastern University School 
of Business 


Slater Names J. Lane 


WOODSIDE, N. Y.—Slater Ap- 
pliances, Inc. has appointed Jerome 
Lane as its sales representative in 
Metropolitan New 
York and northern New Jersey. Mr 
Lane is residing at 83-43 118 St., 
Kew Gardens, Long Island, N. Y. 


New England, 


ELECTRICAL WHOLESALING—May, 1951 





GOMER PF. DAVIS was promoted to 
the position of manager of the Mo- 
hawk sales division of the General 
Electric lamp department at Albany, 
N. Y. Mr. Davis succeeds Dean M. 
Warren, who has been appointed man- 
ager of the department's sales district 
at Kansas City. 


and fittings af slight 
extra cost. 





BullDog Electric Opens 
New Ohio Branch Factory 


URBANA, OHIO—Bulldog Elec- 
tric Products Company of Detroit 
announced the opening of a branch 
factory in this city, the second Ohio 
subsidiary manufacturing unit in 
two years. 

W. J. Frank, president of the com- 
pany, said that the Urbana division 
of the Bulldog Eleotric Products 
Company of Ohio has been organ- 
ized to operate the Urbana plant. 

Named by Bulldog as officers of 
the division are: Walter R. Turner, 


president; Joseph H. Fribley, vice ; This easy-to-handle — 


president; Karl K. Kahler, secre- 


tary; and John R. Hornung, treas- RIiBESID “400” \ 


urer. 


| Sells fe 
Lightolier Holds Sales 


Meeting For Wholesalers 


JERSEY CITY, N. J.—Merchan- @ Your customers cut and thread more pipe faster, more easily with 
dising for maximum profits rather than efficient No. 400. Lightest power unit made—one man can move it 
for volume which may yield little or around on the job. Universal motor—forward, reverse, light socket 
even no profit was the keynote of a re- power. FRIG0ID 3-jaw chuck, with chuck wrench ejector; self- 
ont segue ee a ee centering workholder in rear turns with pipe. Sealed-in lubrication. 
tgp tend - ; 7 ea = Plenty of power, pays for itself in time and work saved in hand tool 
of Fg meg snore. wags s threading, cutting, reaming. Sell RIT2(0D ‘400’ Power Drive for 


parts of the country, the conference : 
program included sessions at the New satisfied customers and steady profits. 


York showrooms and in the Lightolier 
factory in this city. 

Under the general heading, “Selling 
for Maximum Profit,” discussions were 
led by executives of the firm. While 








the main concentration was focussed 
on fixtures, considerable time was also 
devoted to lamps. Edward H. R. Blit- 
zer, assistant to the president, outlined 
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a plan for greater fixture profits while 
Meyer Loebelson, general sales and ad- 
vertising manager, discussed “Adver- 
tising — Your Mechanized Selling 
Tool.” Sam Black, vice president in 
charge of lamps, demonstrated the pos- 
sibilities for extra volume in the sales 
of lamps. 

Intended for wholesalers in the east- 
ern part of the nation, the conference 
drew its attendance from points as far 
distant as Dallas, Texas; Orlando, 


only GREAT WESTERN |Maeuemeiie 
a nd LAMA R LAG _ Two Promoted By 


Florida Wholesaler 
offer ALL these sales features TAMPA, FLA.—H. M. Carpenter, 


president of Thurow Distributors, Inc., 
with headquarters in this city, recently 
announced the appointment of Paul L. 
Bishop to the position of executive vice 
president of the firm. At the same time, 
Mr. Carpenter named Raymond P. 
Boyne as appliance sales manager. 
Prior to his promotion, Mr. Bishop 
acted in the dual-capacity of purchas- 
ing appliances and as general sales 
manager of Thurow. His new duties 


will entail administrative work and su- 


UNEQUALLED 


MORE BRASS: All brass parts are extra-heavy. 
Provides better heat dissipation. Lengthens tuse life. 


FEWER PARTS: Only three parts to handle in re- 
newing links. More convenience, more speed, more 
efficiency. 


are heavy fibre. Prolongs fuse life, gives better sup- 
port to links. 





EASIER CLEANING: Can be opened at both ends 
by simply unscrewing caps. Makes cleaning easier, 
increases fuse life. 


ONE-PIECE LINKS: Single links in all sizes elimi- 
nate need for extra washers and other parts. Assures 
positive contact. 


A EXTRA HEAVY FIBRE: Cases and supporting bars 


When you weigh the EXTRA features of Great Western, you'll 
agree with fuse users everywhere. They're the BEST fuses money can 
buy! Find out how Great Western can make satisfied customers and 
greater fuse profits for you. Write for new literature and prices. 


iw Yy MMe» 


GREAT WESTERN FUSE DIVISION OKONITE and 
Titeflex, Inc., 500 Frelinghuysen Ave., Newark 5, N. J. MANSON tapes 
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pervision of all of the company’s six 
Florida branches. 

Mr. Boyne comes to Thurow from 
Major Appliances, Inc. of Miami. Pre- 
vious to that he was with Graybar 
Electric Co. of Tampa as sales man- 


During World War II, Mr. 
years in the 


ager. 


Boyne served for three 


Air Corps. 


Graybar Promotes Three 
In Chicago District 

CHICAGO—G. J. Cossmann, dis- 
trict manager of the Graybar Com- 
pany’s Chicago district recently an- 
nounced major changes in the top 
personnel of the company. 

District sales manager W. E. Guy 
was advanced to assistant district man- 
ager. Des Moines branch manager L. 
C. Esthus took over the post vacated 
by Mr. Guy and D. M. Hitchcock of 
San Francisco was transferred to Des 
Moines to succeed Mr. Esthus as 
branch manager. 

Mr. Guy joined the company in 1909. 
He became a salesman in 1924 and has 
been successively branch manager at 


A MOVE IN 
THE 


Don’t delay ordering your 
Sylvania Christmas Tree Bulbs 
this year. Get in ahead of 

the rush and be sure you have 
enough for every dealer and 
outlet. Bright, beautiful 
Sylvania tree bulbs are 


available now in all 
popular colors. Packed 10 
to the box. For price: 
and full information, 
address: Sylvania Electric 
Inc., Dept L-7405, 1740 
Broadway, N. Y. 19, N. Y. 


SYLVANIA 
ELECTRIC 


No. 1261 


REINFORCED WIREHOLDER 
INSULATORS 
Reinforced Type No. 1937 
2%" Screw 
No. 1937-3 

3” Screw 


Reinforced Type 


GUY STRAIN 
INSULATORS 


No. $34 ( Use dependent 


No. 502 
No. 538 = streagth 


No. 536 
No. 540 


ad cable 
requirements 


DEAD END CLAMPS, 
SUSPENSION CLAMPS 
AND FITTINGS 


Write for 
Complete 
Information 
and Prices 
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p FOR 


oE.A. USE 


SUSPENSION TYPE 
INSULATORS 
Dead End No. 1261, 6” dia. 
Ball and Socket No. 1253, 10” dia. 


Clevis Type No. 1270, 7%’ dia. 
No. 1271, 10” dia. 


No. 1937 


SPOOL TYPE INSULATORS 

Secondary Rack No. 101, 1%” dia. 
Groove 

Secondary Rack No. 96, 3” dia. 

Groove 

No. 100, 1%” dia. 

Groove 


Service Rack 


PIN TYPE INSULATORS 

One Piece Pin Type 
No. 135 No. 175 
No. 261 No. 266 

Multi-Part Pin Type 
No. 2027 No. 2045 No. 2055 


No. 253 


ILLINOIS 


ELECTRIC PORCELAIN CO 


MACOMB LLINOIS 





Hammond, Indiana, and sales manager 
at Los Angeles before returning to 
Chicago as district sales manager in 
1944, 

Mr. Esthus joined Graybar in 
Chicago as a service clerk in 1918. He 
has served as a salesman, a lamp and 
lighting specialist at Grand Rapids and 
manager at Des Moines. 

Mr. Hitchcock started with the com- 
pany in San Francisco in 1923 as a 
stock clerk. He has become successive- 
ly assistant supply specialist, price 
specialist and outside construction and 
supply department manager. 


Rumsey Electric Reports 
Personnel Promotions 

PHILADELPHIA —George S. 
Grossman, vice-president, Rumsey 
Electric Company, Philadelphia, was 
recently elected vice-president and gen- 
eral manager of the company. William 
T. Johns, Jr., regional manager for 
Rumsey, with headquarters in Rich- 
mond, Va., has been elected vice-presi- 
dent. 

Mr. Grossman, an associate member 
of the American Institute of Electrical 


scal products © (Patented) 
al) COLUMB ho mwriters Laborato” | Use FAST®LOK adjustable 
by | BAR-HANGERS with"SNAP-ON” Stud 
MANPOWER — requires less 
installation time. 


SAV ve MATERIAL—one type for 





Serving 





vl. of canal sizes 
and shapes of rigid Bar- 
Hangers required for various 
depths and widths. 
Now also available with a shallow 
“SNAP-ON” BUTTON—accomodates 
any type wiring device! 
Write for our New Bulletin FL-3. This 


Bulletin also introduces 3 New TIME- 
SAVING items. 


FAsT-T OK, mrc 
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Engineers, started in the company in 
1922 as a sales representative. He 
was formerly employed by the South- 
ern Aluminum Company, now Alumi- 
num Company of America, and later 
by the E. I. duPont de Nemours & 
Company 

A graduate of Virginia Polytechnic 
Institute, Mr. Johns was formerly em- 
ployed with the Virginia Electric and 
Power Company of Richmond, Va. He 


joined the Rumsey Company in 1929. 


Cannon Electric Expands 


LOS ANGELES — The Cannon 
Electric Company recently opened a 
new plant in New Haven, Conn., bring- 
ing to a total of four the number of 
Cannon Electric plants in the United 
States and Canada. 

According to Robert J. Cannon, 
president of the company, the expan- 
sion will provide engineering and de- 
sign consultation services for eastern 
customers and will eventually be ade- 
quate to give overnight delivery to the 
East Coast. 

E. C. Quackenbush will head the 
engineering department of the newly 
created eastern division. 


ELECTRICAL 
FASTENING 
DEVICES 


ORDER TODAY 


SHERCO Staples: 
Starts — drives easily 
Won't bend 


Won't split the wood 


SHERCO Clamps: 
%" EMT or %” Rigid 
Cold Forged —Ribbed 
Zinc Plated—Heavy 
Duty 
D\ SHERCO Straps: 
For '2” EMT—Zinc 
Plated 


ERCO Ba: Hangers: 


Shallow or Deep Offset 
or straight 18” or 24” 
SHERMAN MFG. COMPANY. INC 


ST. LOUIS 13, MO 
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R VALUE 
FOR SERVICE VALUE 


SELL yy. farcelell 
furehlle 


NO. 1933 


LIGHT DUTY 


FoR DOLLA 


NO. 1929 


MEDIUM DUTY 


NO. 1931 


HEAVY DUTY 


Here’s your best value for service will ever be required under excess- 
entrance work. Theseall-porcelain ive conditions of ice and storm. 
wireholders have no exposed And they're economy-plus, both on 
metal parts tu rust. They're de- initial cost and long life. Send in 
signed tostandup under far greater your stock ordcr NOW and stay 
wind, weather and cableloadsthan ahead of customer demand. 


Porcelain Products, lac. 


FINDLAY, OHIO 











Credit Corporation Elects 
Two Vice Presidents 
BALTIMORE — Thomas O. Mc- 
David and Carl J. Zink have been 
elected vice presidents of Commercial 








Credit Corporation. According to E. C. 
Wareheim, president of the parent or- 
ganization, the new vice presidents 


x 
° i will be responsible for further develop- 
‘ai Ra? ing the company’s national activities 
| | in the industrial field comprising home 
9 


appliances, television and radio sets, 
air conditioning and commercial equip- 


o) 4 . ment. 
Mr. McDavid began his career with 
or 4 is the Chemical Bank & Trust Co. of 
a ee 


New York in 1928, and in 1931 join- 
UU ed the Commercial Credit organiza- 
tion in New York. He was transferred 

















to Baltimore in 1937 as national sales 
promotion manager and recently has 
served as director of public informa- 
tion as well. He is a member of the 
Public Relations Society of America, 
and the Baltimore Public Relations 
Council. 

Mr. Zink joined Commercial Cred- 
it in 1925 after attending the Univer- 
sity of Indiana. He was manager and 





PLAN TO USE 
THE Sumerior LINE 


PORCELAIN 
PATTERN § LIGHTING s! S INSULATORS 


UN EV.E R S$ AL 


porcelain insulators, 
cleats and tubes, 
glazed or unglazed, 


are made uniformly 


ONLY BASIC UNITS 

by Compco form any geometric 
lighting pattern desired . . . patterns 
custom-styled exactly to the client's 


needs . . . patterns far more attractive and i to exacting specifi- 
I 





efficient than ordinary continuous-row SOLID 
fixtures — yet just as easy to install! ea 
Compco fixtures assure lowest } , 
maintenance, too. They have all-steel enough sizes and 
housings and louvers, durably finished in styles to meet any 
Compco’s exclusive baked-on 
“Glazenamel.”’ For unlimited design 
and longest life, investigate : ; 

Conference Booth Compco Pattern Lighting! 4 Comparison will 

No. 102 at N.A.E.D. Compco Corporation, > prove they are 


Convention, 2251 W. St. Paul Ave. = ‘oe 
Atlantic City ae aes truly SUPERIOR. 
. TUBE 


cations and come in 


requirement. 


WRITE FOR FREE BULLETIN 
showing design suggestions and construction, 


THE Superior LINE 
application, and installation data. aE “EXACTLY WHAT IT SAYS" 


SUPERIOR PORCELAIN CO. 


PARKERSBURG W. VA 
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supervisor of several of the company’s 
offices in the Cleveland area prior to 
coming to Baltimore in 1931. During 
the past 20 years, Mr. Zink has been 
in charge of operations covering ap- 
pliance manufacturer relations. For 
10 years he supervised the company’s 
F.H.A. department. 


Sylvania Electric Sales 
Post For J. T. Burdick 
NEW YORK—The appointment of 
John T. Burdick as director of mid- 
west sales of Sylvania Electric Prod 
ucts, Inc., was announced recently by 
R. H. Bishop, vice president in charge 
of sales. 
Mr. 
will be in Chicago, will have respon- 
sibility for sales activities of the mid- 
western sections of the company’s 
lighting, photoflash, radio and televi- 
sion tube, and radio and television set 
divisions. In addition he 
functional control over the organiza- 
tion’s Chicago, Cleveland, Detroit and 
Kansas City warehouses and the Chi- 


Burdick, whose headquarters 


will have 


cago branding and packing operation. 





ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 





HERE'S YOUR COMPLETE 
COMPACT, VENTILATING 
BLOWER 


BELT- 


DRIVE 
UTILITY 
BLOWERS 


Peerless Belt-Drive Utility Blowers are designed 

| to deliver large volumes of air at extremely economical 

| cost. These blowers are widely used for general ventilation 

| and exhaust where duct systems are required. The units 
are compact, easy to mount and quiet in operation. 


HOUSING AND WHEELS 


The arc-welded housings are constructed of 16-gauge steel, with sturdy 
spot-welded motor bases. Wheels are dynamically balanced. 


MOTORS 
Peerless manufactured. Available in all types of current characteristics. 


ROTATION AND DISCHARGE 


Furnished either for clockwise or counter-clockwise rotation and to 
discharge in any direction. 


CUSTOM FEATURES 


Weatherproof covers, available for outside installation, eliminate the 
need for penthouse or other protection. Inquiries are invited for other 
special features that may be desired. 


CAPACITIES 
Tested in accordance with standard test codes. 
Write for complete specifications 
THE PEERLESS ELECTRIC COMPANY 
Established 1893 e WARREN, OHIO 


Vicia. “hot 


MOTORS ¢ FANS © BLOWERS 
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Framed in by 2x4s, this Belt-Air Fam was quickly instalied in 
an outside wall for a very satisfactory ventilating job. 


SIMPLE TO INSTALL! 
—And ALWAYS In Demand 





Left Buffa'o"’ Type “L” Breezo Fan, 
a sturdy package exhaust unit 


“Buffalo” BELT-AIR FANS are always good sellers. 


panel with pressed knockouts means fast, cheap installation, as shown 


Their square flanged 


above. Rugged construction throughout, too, means long life on the job. 


24” to 48” sizes, up to 19,000 cfm., free air delivery. 


“Buffalo” TYPE “L’” BREEZO FANS give all the 


life, easy servicing and simple installation of 


advantages of long 


AL joven the Belt-Air—plus the convenience of the 
\: on 


5. 8 fs 


package unit. Fully assembled ready to install 
in exhausting from hoods and vats. Motor is 
isolated from moisture. 12” to 36” sizes, up to 
7300 cfm., WRITE FOR BUL- 
LETIN 3222-F for details on the complete line. 


at 14" static. 


8 
¢*” First For 


{ ) Fons 


BUFFALO FORGE COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
Canadian Blower C Forge Co., Ltd., Kitchener, Ont. 
Branch Offices in All Principal Cities 


PANEL BREEZO FANS BELTED VENT SETS 
BREEZ-AIR ATTIC FANS “L” BREEZO FANS 


BELT-AIR FANS 
“NV” BREEZO FANS 
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A KIT of Tilden drills lies in the 
balance as Pete Maher pulls out the 
winning card in the Clyde W. Lint 
sponsored drawing at the Chicago 
Electrical Industry Show. Looking on 
are Mr. Lint, Dorothy Krejci, Jim 
Nolan, and K. W. Lint. E. T. Groat, 
vice president of Kelso-Burnett, was 
the lucky winner. 





W. Reed Joins Bluefield 
BLUEFIELD, W. VA. — W. P. 
of West Virginia Uni- 


versity, has joined the staff of the 


Reed, gr aduate 


Bluefield Hardware Company. Mr. 


Reed _— Alfred Tozer as assist- 
ant manager of the elec 
ment. Mr 


active duty in the Air Force 


trical depart- 


Tozer has been recalled to 


NE -SHEK 


INSTALLATIONS 


WINNING MORE 
NEW CUSTOMERS 
EVERY DAY! 


The big trend in elec: - 
trical installations is to -\- 
NO-SHOK Safety Du- ~ 
plex Receptacles. In new 
construction and remod- 
eling work, NO-SHOK 
provides important sofe- 
ty features. National 
advertising in Good 
Housekeeping, Parents 
Magazine and Television 
creates nationwide con- 
sumer acceptance and 
trade enthusiasm. Sug- 
gest NO-SHOK for new 
ond replacement instal- 
lations. Promote and sell 
sofety . . . watch how 
quickly NO-SHOK builds 
volume sales, 


BELL ELECTRIC COMPANY | 


1844 W 21st St 


and Conger“ 
National 
= Safety Award 
Winner 


ORDER THESE FAST 
MOVERS, TODAY! 
'@ NO. 


Chicago 8, Illinois 


1951 





More Generating Capacity 
Required, REA Asserts 
WASHINGTON—Adiditional gen- 


erating capacity equal to that of Hoo- 
ver Dam and Grand Coulee Dam com- 
bined will be needed from all suppliers 
during the next five years. This was 
the ultimatum handed down by the 
Rural Electrification Administration 
to meet the increasing demand for | 
electricity by consumers on REA-fi- 
nanced lines. 

Although the demand of the 3,420,- 
000 consumers already calls for gen- 
erator capacity equal to the entire hy- 
dro-electric installations of TVA, 
studies indicate that the present re- | 
quirement for power on rural electric | 
systems will be at least doubled by 





1955. This could even be a conserva- 
tive estimate. In 1950, REA-financed | 
systems used 25 per cent more than 
they used in 1949 and 20 times as | 
much as in 1940. They bought $79,- | 
000,000 worth of electricity in 1950, | 
as compared to $67,000,000 worth in 
1949, 

During 1950, REA-financed co-ops 
generated about 13 per cent of the 
power they use, and are _ installing 


Millions of Steel 


IFFY CLIPS 


Specify 
MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 
cheice 


Expert design, 

materials and con- 

trelled manufacture 
beilt* 


have 

end longest life” inte 
Minerallec Electrical Spe- 
delties. That's why the elec- 

trical industry ‘‘prefers Miner- 
allec”... in steel and Everdur for 
hanging pipe, conduit, BX cable, etc. 
Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 


Atlantic City 
May 20-25 
Booth No. 137 


ANUFACTURING COMPANY 


6725 Machinery Avenue 
CLEVELAND 3, OHIO 


25 Worth Peoria Street — Chicago 7, lilinols 


MINERALLAC 
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H additional facilities. But the increas 
Tops for quality, AMPLEX SWIVELITES are i: pane ios tene Beier Pemgeris 


expanded existing facilities are strain- 


B ed. 
The big problem facing the rural 
eee electrification program is how to meet 


these sky-rocketing power needs. A 
step in the right direction was the 


] recent approval by REA of new stand- 
ard specifications to provide heavier 
¥ lines for overloaded farm power. 


Many of the earlier REA-financed 
systems were designed on the basis of 
estimates of approximately 100 kwh. 
average usage per consumer. Loads 
and distances have increased since 

This colorful Amplex then and in some instances, use of 
Swivelite wall display electricity has jumped to as much as 
helps send sales soar- 300 and 400 kwh. per month per con- 
ing. 3 ft. wide x 4 ft. eniter: 

high, it is delivered as The new specifications call for volt- 
a complete unit ready ages double those of present standard 
to set up and plug in lines, from 2300 volts in single phase 
for spotlighting. Get lines (when the REA program first 
the facts on this came into existence) to 6900 volts, 
money-making offer later revised to 7200 volts. The former 
. - » limited to fran- voltages will continue to be used; the 
chised Swivelite dis- new specifications are in addition to 
tributors. and do not supplant those now in use. 

REA has also adopted 14.4 kv. as 
a standard single-phase distribution 
voltage in addition to the standard 7.2 
kv. The higher voltage systems pro- 
vide four times as much power as 
7.2 kv. systems with the same size 
conductor. In cases where the new 
voltage has been in operation it was 

ALL BASIC UNITS INTER NO COMBINE TO GIVE ¥ & determined that the higher voltage 
ay, SP ARO EXCITING WISPLAY LIGHTING AMNANOENERT & was more economical. 


Bragar In Sales Post For 
AMPLEX SWIVELITES are today’s best bet for profits. You're assured Hope Electrical Products 
full jobber margins . . . you can get deliveries now! . . . And for accent NEWARK, N. J.—Norman Bragar 
lighting, Amplex Swivelites are absolutely tops. They’re outstandingly has been appointed New Jersey sales 
smart, modern and adaptable...e”’~st to install...the most economical representative for Hope Electrical 





lighting fixtures you've ever been able to offer your customers. Products Co., Inc., manufacturer of 
Amplex Swivelite advertising is reaching the whole market with the boxes and fittings. Mr. Bragar was 

story of Swivelites’ outstanding features and superiority on the job. Get formerly power apparatus specialist for 

facts now on distribution in your territory. the General Electric Supply Corp. in 
Write today ... Amplex Corporation, Dept. A-5, 111 Water Street, Newark 

Brooklyn 1, New York. 

Utah Wholesaler Adds 


2nd Floor To Building 


Be | SALT LAKE CITY—The United 

Electric Supply Company is adding 

a second floor to its present office and 

e warehouse building. According to 

S. Y. Lakin, partner, the addition of 

arious lines of wiring supplies has 

Be Bs necessitated the construction. The new 


Sealed-Beam Reflector Lamps, Colorbeam Lamps, Spotlites and Floodli Industrial second floor will provide an additional 
Infra-Red Heat Lams, Vibration and Rough Service Lamps, Street Lighting Lomps, 5500 sq. it of floor space. 
Traffic Signal Lamps, Incandescent Lamps, Fluorescent Tube:, Display Accessories. 
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Unistrut Opens New The big trend’s to color lighting,..cash in on 


Southeastern Branch 


ATLANTA, GA.—Unistrut Prod- 
ucts Co., Chicago, recently opened a 


branch office and warehouse at 188 
Hunter St., S.E., in this city. The new 
office will service Unistrut dealers and 


representatives in the states of Ala- 
bama, Georgia, North Carolina, South 


Carolina, Florida, and eastern Tennes- 
see. George Payton has been named 
southeastern district manager for the 


company. 


Westinghouse Redesigns 
Flash Bulb Wrappers 
BLOOMFIELD, N. J.— Westing- 
house has redesigned its wrappers for 
photoflash bulbs to list'exposure guide 
numbers for the new Kodacolor Type 
A color film. Included also on the new 





wrapper is each bulb’s class assigned satiate, 
by federal specification Outdoor Use 
H. J. Hanbury, photolamp sales 
manager, explained that printing each 
flash bulb’s proper class designation 
on the package helps the dealer see 


that every customer gets the correct 


R30 Baby Colorbeams 








A COMPLETELY INSULATED eet for Indoor Use 


SPLICE 


R40 Series for Indoor Use 





DISPLAY MEN are realizing the greatly added effectiveness of color- 
lighted displays . . . and the market for color lamps is expanding with 
increasing speed. You'll capture a leading share of this new business 
with Amplex Colorbeams, the reflector lamps that have maximum 
sparkle and brilliance . . . pure colors that have been conceived and 
wrought with utmost artistry! 

The color of Amplex Colorbeams is a permanent, integral part of 
the glass. Their rich ceramic colors fused to the face of the lamps 
will never fade, chip nor crack. Furthermore, Colorbeams’ sealed-in 
refiector linings are pure silver, providing maximum light intensity. 
They never have to be cleaned; always retain full reflecting efficiency. 
And for fullest measure, Colorbeams are built for far longer service 
life, including the famous Amplock bases guaranteed never to loosen. 

Amplex Colorbeams come in a full assortment of eleven popular 
colors and in a full range of wattages and sizes. Hard-hitting Amplex 
advertising is telling your customers and prospects about Colorbeams’ 
extra value and solid savings. Write today for the Amplex story. 
Amplex Corporation, Dept. A-5, 111 Water Street, Brooklyn 1, N. Y. 


a — : pres-SURE-tool ' 
0 = ONLY 2 Splice Caps for 
Ca) =) 2# 18 to 32 8 wires : 
Ce SO EAC | 
ArBUCHANAN @ im ee 
nn lecinital Vtoduils (er iim 


Sealed-Beam Reflector Lamps, Colorbeam Lomps, Spotli and Floodlites, Industrial 
Infra-Ked Heot Lompi, Vibration and Rouwih Service Lamps, Street lighting Lomps, 
Traffic Signal Lamps, | d lomps, Fi scent Tubes, Display Accessories. 





= 





Write for Catalog A 105 
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NOW! Automatic-Economical 
Low Cost . . . High Wattage 


RADIANT 


Wall-Insert 

44 

% BUILT-IN THERMOSTAT 
or MANUAL Control 


Set it . . . and forget it! 
NOW... Automatic Thermostatic 


Control has been added to this low cost 
series of Wall-Insert Heetaires. Just set 
the thermostatic control dial at the tem- 
perature you want—the Heetaire will 
automatically produce and maintain any 
desired temperature between 40° and 
80° F.! It is economical the built-in 
thermostat automatically turns the Heet- 
aire on and off as needed — not using 
unneeded electrical current. 























It is small and compact —Simply and 
Easily Installed! 1500 Watts .. . also 
available in 1000 and 1250 Watts... . 
120 or 240 Volts... ONLY 1759” high 
x 125%” wide ! 


MARKEL 


ELECTRIC PRODUCTS, INC 


155 SENECA ST. 








a 


opiniaizi® 
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Built-in HEETAIRE Model 248 TE 
Tested and listed under re-exam- 


ination service by Underwriters’ 
Laboratories, Inc. 


gz 
Y 
Write for all the details — and the name of 
our nearest HEETAIRE representative. 


- LASALLE 


PRODUCTS, INC. 


BUFFALO 3, N. Y. 





PROTECTIVE COVERING 
KEEPS 


in chrome plated BRASS and STEEL Wall and 


Switch Plates— 


All chrome plated plates are protex covered for com- 


plete protection until installation. 





Our Quality Plates 
have no equal 


All single gang and two-gang plates are packed in individual envelopes 


with necessary amount of plated screws in glassine bag. 
Manufacturing Wall and Switch Plates is our main 


business — our plates are NOT by-products. 
@ Write for catalog showing complete 


Wall and Switch Plate line. 





For Repeat Business 
use Honer Plates... 


HONER 
MFG. CO. 


412 S$. GREEN ST. 
Chicago 7, tl. 





flash bulb for his camera since each 
package provides at-a-glance identifica- 
tion of bulbs for the appropriate equip 
ment. The customer is also reminded 
that all bulbs within any one class are 
interchangeable for the same picture- 


taking purposes 


Sylvania Organizes New 

Dallas Sales Division 
NEW YORK 

department of Sylvania Electric Prod- 


Che lighting sales 


ucts, Inc., has organized a new division 


office and warehouse operation in Dal- 
las, Texas, it was announced here re- 
cently by B. K. 


inagelr 


Wickstrum, general 
sale sm 
This according to Mr. Wick- 


strum, is in line with Sylvania’s policy 


change 


of splitting larger divisions in order to 
provide additional service to customers. 
Formerly this area was serviced out of 
Kansas City 

\t the same time, it was announced 
3 


sentative, has been appointed divisional 


that Ewbank, former field repre- 


sales of the newly created 


Dallas division. Mr 


been with Sylvania since 1942, has been 


manager 


Ewbank, who has 


covering the Dallas area over a period 


of years and all the territories com- 


prising this new division. He is an 
associate member of the Illuminating 


Engineering Society. 


| Variety To Be Keynote 


Of Huge Canadian Fair 


TORONTO—A 
goods—from makeup kits to mammoth 


vast assortment of 


presses—promising to be of interest 
to the business tycoon as well as the 
housewife, to the retailer as well as 
the jobber, will be shown at the 1951 
Canadian International Trade Fair, 
May 28 to June 8. 

Partly due to the success of previous 
fairs, and partly because of certain 
economic factors, the fair this year is 
expected to be bigger than last year’s 
a wider variety of 


and will 


products to the army of business vis- 


present 


itors. 

Among the features of this year’s 
trade fair will be exhibits from Eng- 
France, the Nether- 
Italy, Switzer- 


Canada, 
United 
Scotland, and countries new to 


land, 
lands, States, 
land, 
the fair — Japan, Mexico, Germany, 
and possibly Iraq and Iran. 

Great Britain again is likely to be 
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the major exhibitor. The success of 


the 1950 fair along with the accele 
rated effort of British capital equip 
ment manufacturers to broaden their 
world markets through the trade fair 
is probably the major cause for Eng 
land’s predominance at the fair 

Canada will be well represented at 
the trade fair with displays such as a 
line of electric melting furnaces feat 
uring hydraulically operated roof rais 
ing, swinging and tilting. Another ex 
hibit will show a steam trap which 
operates on a principle whereby the 
trap is opened by steam pressure and 
shut by heat. Marine boilers, steam 
and diesel engines, hydraulic gates 
hydraulic cylinders, machine tools of 
“modern design”, and fork-lift trucks 
are just a portion of the industrial 
equipment featured by Canadian man 
ufacturers at the trade fair 

Even the atomic industry will be at 
the trade fair this year. A newly-form 
ed Canadian company will exhibit in- 
dustrial gauging equipment which em 
ploys the techniques and products of 
atomic research 

A French firm, exhibiting for the 
first time, will show a line of machine 
tools, forgings and castings especially 
built according to Canadian and Amer- 
ican specifications 

One American company will display 
combustion safeguard equipment and 
several types of pyrometers. Ten Uni 
ted States firms are combining in one 
display to show products such as hy 
draulic pumps and valves, hydraulic 
surface grinding machines, and all 
purpose cutting machines. 


Manufacturer Transfers 
Facilities To Modern Plant 


HILLSIDE, N. J.—Buchanan Elec- 
trical Products Corporation recently 
moved its entire facilities to a new 
modern plant located at Highway 29 
in this city. This new building 
houses Buchanan's general offices as 
well as its experimental, engineering, 
and production departments. 

The company reports that the 
move was accomplished without in 
terference with its operations or 
without delay in its production or 
delivery schedules, The management 
feels certain that the new larger and 
more conveniently located offices and 
plant facilities will enable the com- 
pany to give better service to the 
many industrial and _ contractor 
users, and electrical wholesalers. 
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FULLMAN 


atrobe 


PRODUCTS 


“4 


Serve Long and Well 


Years of actual use have earned impressive leadership 
for “Latrobe” floor boxes and wiring specialties. You 
will save time, money and worry by installing “Latrobe” 
products. 


Two Gang 
Adjustable 
Floor Boxes 


Watertight Receptacle 
Box Nozzle 


Fullman 
“LATROBE” PRODUCTS 


Supreme Quality 


Pipe or Conduit 
Hanger 


Keystone 
Fish 
Wire Adjustable 
Watertight 
Floor Box 


Sold Only Through Wholesalers 


FULLMAN MANUFACTURING CO.’ 
LATROBE . . . PENNSYiVANIA 








Mn. Dobler: 
Here are two low cost Ground Rod 
Clamps built to the highest quality 
standards. Type A is for your cus- 
tomers who want the very best. 
Type B is the “Budget Line”, but it 
is sturdy and strong and will do a 
good job. 

Good volume — high turnover — 
these are good “bread and butter” 
items. Write us for samples today. 


When selecting automatic time switches for indoor 

and outdoor uses remember the advantages of 

dependable TORK CLOCKS. Ideal for — Signs 

and Window Lights — Pumping — Defrosting — 

Oil Burners — Pre-heating — Lead or Wax — Hen 

House lights. Write today for complete details. 
No. 948A $11.00 List 


30 AMP * SINGLE POLE TELECHRON MOTORED 


es; 
& 
b 


ve 


ELECTED president of the Kentucky 
Chapter of the International Associa- 
tion of Electrical Inspectors recently 
was Earl M. Nelson, midwest regional 
sales manager for National Electric 
Products Corp. He has been a member 
of the chapter since its inception, and 
is the first non-Kentuckian to be 
chosen as its president. 





Fair Trade Rules For 
Auto Dealers Set By FTC 

WASHINGTON, D.C. — Trade 
practice rules designed to eliminate 
and prevent unfair or deceptive prac- 
tices in the installment sales and 
financing of motor vehicles in inter- 
state trade were recently decreed by 
the Federal Trade Commission. 

The Commission said that, subject 
to jurisdictional requirements, “appro- 
priate proceedings in the public inter- 
est will be taken to prevent practices 
defined and prescribed by the rules.” 

Following is a summary of the “un- 
fair” trade practices prohibited by the 
rules: (1) Misrepresentation by the 
seller of insurance coverage or rates 
or financing costs or rates. (2) Fail- 
ure of the seller to furnish the buyer, 
before the sales is completed, with a 
written itemization which discloses the 
delivered price of the motor vehicle, 
including accessories or extras; the 
amounts to be credited as down pay- 
ment and trade-in; the time balance 
owed to the seller and the amount and 
due date of each installment payment; 
the cost of the insurance and the cover- 
age provided; and the finance charge. 
(3) Having the purchaser sign an in- 
stallment sales contract or receipt that 
is blank, which is to be filled in sub- 
sequently by the seller or financing 
institution, with the purpose or effect 
of deceiving the purchaser. (4) Use, 
by the seller or the financing institu- 
tion acting individually or in collusion, 
of rate charts in a manner to mislead 
or deceive the purchaser as to the 
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amount required to finance the unpaid 
balance of the contract. (5) The re- 
quirement by the seller or financing 


institution, acting individually or in | 
agreement, that the installment sale or | 


financing of a motor vehicle shall be 
conditioned on the purchase on an in- 
surance policy from a particular com- 


pany when equivalent or better cover- | 


age by another company is available 
and the purchaser desires the policy 
of the other company. 


Scholl Named Northeast 
Agent For Cornish Wire 


NEW YORK—The appointment 
of Charles E. Scholl by the Cornish 


Wire Co. as its New England repre- | 


sentative was recently announced by 


J. B. Baxter, the firm’s sales man- | 


ager. He will represent the New 
York organization in all New Eng- 
land states with the exception of 
Connecticut. 

Mr. Scholl. whose address is 67 
Ash St., Bridgeport 5, Conn., has 
been in the electrical industry for 
25 years. For the past 16 years he 
was with the Bright Light Reflector 
Co. of Bridgeport, Conn. He was 
general sales manager for the com- 
pany for seven years up to his recent 
resignation after which he entered 
the agency business. 


Dietz Heads Washington 
Branch of WESCO 


PHILADELPHIA — W. F. Dietz 
has been appointed manager of the 
Washington, D. C. branch of the West- 
inghouse Electric Supply Co., it was 
announced here recently by C. R. Lee, 
middle Atlantic district manager of the 
company. Mr. Dietz succeeds Z. W. 
Pique, who has been transferred to the 
company’s southwestern district at St. 
Louis, Mo., as district apparatus and 
supply manager. 

For several years, Mr. Dietz has 
been assistant manager of the Wash- 
ington office of the Westinghouse Elec- 
tric Corp., parent company of the 
Westinghouse Electric Supply Co 


Ilg Electric Promotes 
Five In Engineering 
CHICAGO—The Ilg Electric 
Ventilating Co., of this city, recent- 
ly announced five appointments in 


8974-8976 
Porcelain Enameled 
Yardlights 
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1214 


COMPLETE LIGHTING FOR 


INDUSTRIAL PLANTS © Farms and Rural Electrification 


The Jackson line of lighting fixtures and by mee = _ Reflectors is a good, 
selling line. Jackson affords W' source for quality — 
prompt service. Check into the line ane see why it pays to be a Jackson 
Wholesaler. 





SEND FOR CATALOG 


Vaporproof Units Manufacturers of 
Reflectors 
Yard Lights 
Vapor proof units 
Weather proof 
Sockets 






































a 
Sold only thru 
Distributors 











Important 
news to 


WHOLESALERS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most compl lines ilabl 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 
telling the story to a 
quarter of a million key 
> men in industry each 
. month. 





HEXACON ELECTRIC CO. 
t 146] 





25 TYPES ... OVER 150 SIZES! | its engineering department. Named 


to head the department was Rich- 
ard I. Hanford who joined the 
company in 1914 as a draftsman 
and who has helped design every 
motor built by the company 

Other appointments include L, E. 
Peterson, to head of the company’s 


—FOR EVERY INDUSTRIAL | research division; Elmo Larson, to 
AND COMMERCIAL REQUIREMENT! head the firm’s electrical division: 


Specifying Chelsea Fans for every installation is one : Fred E. Drechsel. i “hare f . 
sure way to proper ventilation. There’s a Chelsea model ; es l, in ¢ harge of the 
for every requirement—industrial, commercial and resi- ° organization's design division: and 
dential—and each type is certified as to performance ‘ aid . 

in accordance with the Standard Code of the Propeller James O. O’Brien, to head the com 
Fan Manufacturers Assn. ’ pany’s information division. 
¢ All-Purpose Fan Type 88 

For removing smoke, steam, heat, fumes, 

ete. Heavy duty direct drive fan for con- eo 

tinuous operation. Recommended yA use 


against static pressure ard in duct work. 
One piece pane! and orifice, lightweight. 


et )}6OBITUARIES 
blades 


Chelsea Comfort Cooler Type EV ae 

Designed for attics of low headroom, this “24” 4 

Chelsea package unit Is complete with von oY oe 

- atie ndiling © louver, on and 

. canvas . wlet in eper- 
ation. economical to install. Sizes 24” Rudolf W. Staud 
te a 
Rudolf William Staud, an executive 

SEND FOR YOUR FREE KIT! Contains ee “ san, am SRN 
all the information you need|to make ven- of Benjamin Electric Manufacturing 
tilating and cooling installations in factory, . . . 
store, office or home. Write for complete Company, Des Plaines, IIl., died March 
information pertaining to your defense 2 - 
needs. Address inquiries to Dept. F. 28, at St. Francis Hospital, Evanston, 


Ill., after several weeks illness. 
BL R IN Mr. Staud, one of the best known fig 
CHELSEA FAN & OWE C0., C. sem ures in the lighting industry, was affil- 
General Offices and Plant: PLAINFIELD, NEW JERSEY sr) iated with the Benjamin Electric 
Manufacturing Company as director of 
public relations and sales promotion 
since 1927. 

For many vears, Mr. Staud was 
identified in industry-wide activities 
relating to the improvement of lighting 
practices and the development of high 
standards of lighting equipment. He 
served the RLM Standards Institute as 
president since 1936. He was past pres- 


ident of the Illuminating Engineering 


4 s 





Handles almost 
any timing job. 


TYPE 
T-47 
Inexpensive, ef- 
ficient control. 


Assure your cus- 

tomers of the fin- 

est in timing devices. Stock 

General Electric time switches. For 
details on the new discount Schedule 
and improved exchange plan, con- 
tact your local G-E apparatus office. 
Gener! Electric Co., Schenectady 5, N. Y. 





Rudolf W. Staud 


Society (1947-48), the National In 


dustrial Advertising \ssociation 
(1930-31) and the Porcelain Enamel 
Institute (1932). He was director ot 


(G E N E f A L& r LE CT “ | Cc the Chicago Lighting Institute and 


603-125 served in an executive capacity for the 
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lighting industry’s three International 
Lighting Expositions. 

Mr. Staud represented the Industrial 
and Commercial Lighting Equipment 
Section of the National Electrical 
Manufacturers Association on the Na 
tional Promotion Committee for 
Planned Lighting Program. He gen- 
erously contributed his time during 
World War II to the Lighting Indus- 
try Advisory Committee. 

Mr. Staud was born in Berlin in 
1891 and came to the United States at 
the age of 17. 

He is survived by his wife, Alice. 


S. Duncan Black 


S. Duncan Black, president of The 
Black & Decker Mfg. Co., died sud- 
denly on April 15th of a cerebral hem- 
orrhage in Baltimore, Md. Mr. Black 
was co-founder of the firm with Alonzo 
G. Decker 40 years ago, and continued 
as the active head of the company until 
his death. He was 67 years old 

Mr. Black’s first job was in the Row- 
land Telegraphic Company as a tracer. 
He soon advanced through the jobs of 


Bachrach photo 
S. Duncan Black 


draftsman, designer, experimental en- 
gineer, tactory superintendent and 
salesman. It was here that he met Mr 
Decker. 

The two men formed the Black & 
Decker Mfg. Co. at that time. Mr 
Black became the salesman and admin- 
istrator for the new firm while Mr. 
Decker handled the production prob 
lems. They saw the company grow 
from the sale of a $600 “horseless 
buggy” to combine with an equal cash 
investment by Mr. Decker to one of 
the world’s largest manufacturers of 
portable electric tools. 

Mr. Black is survived by his wife, a 
son, and three daughters. 
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Established 915 


old By Leading Wholes 


VJ Jiffy Snap-in Blanks 
i? VV One-piece seals snap into place, 

safely close knockouts at low- 
est cost. Six sizes, 4%” te 2”. 











Jiffy-LOCK Adjustable Bar Hanger 


For old or new work. Fast, easy to use. No 
beams to noteh. Adjusts 12” te 18” or 18” to 24”. ms 


. 


Jiffy Solder Dipper 


Swinging cup prevents spilling. Solders 50 to 
75 joints with one heat. Lasts a lifetime. 


Jiffy Clamp-in 
Box Supports 


Hold bex firmly without screws 

or nails in any type wall 

A N more ropping 

Jiffy holders behind parti- 
Adjustable tion 


re Hole 
Jiffy Porcelain Cutter 


Easily used in ra 


position > 
Cast thread cuts inte %” to ——— 
nog «oe 6” — perfectly round holes ‘Jiffy Drill Press 
“4 ° quickly and accurately in steel Cutter 
boxes, plates or panels. 











Wire Connectors 





Adjustable, for cut- 
ting ” to 6” per- 
fect round holes. 


Green Dot Outlet 
Protector 


Jiffy No-Kink Fish 
Tape 


iffy Conduit Bender 
Keeps box clean, free sity Vise 
from plaster. Green stem Easiest to use in any 
locates plaster - covered conduit. Will not kink 


or break. No reel need- 
box. Saves hours on the = 44 “Longths, 25, 50, 100 
job. Re-usable feet 


%” conduit 


Write for latest catalog end cost deta. 


at pt ye 


Ws. > pee 


7 
C/, lo W. int Er Ashen OLED ichdel me lelllaa @ © 1.) 
eo CHICAGO 7. KLLINOIS 


Phone TAylor 9-1144 





i o 
° LITECRAFT ° re 
BALTIMORE—Golf-minded mem- 


the quality line of Superias design bers of the Electrical Manufacturers 
Representatives Association will 
have several opportunities to show 
their skill on the links in June. The 
golfers have been invited to attend 
the annual Washington Electrical 
Institute contest to be held June 7 at 
Silver Spring, Md. The association’s 
own annual golf outing will offer 
still more action June 19. To be held 
at the Country Club of Maryland, 
the usual food and entertainment 
will help round out the day’s activ- 
ities. Bill Batchler is chairman of 
the committee responsible for mak- 


ing all the arrangements. 


CAMDEN, N. J.—A demonstration 
of the many applications of televi- 
sion in industrial processes was pre- 
sented by Charles Banca of the In- 
dustrial Television Section, RCA- 
Victor Division at a recent dinner- 
meeting of the Electrical League of 
South Jersey. The dinner-meeting 
was held at The Sport Center of 811 
Federal Street in this city. Mr. Banca 
used TV cameras and receivers to 
augment his interesting presentation. 








MANUFACTURING CO. 

WEST BERLIN, NEW JERSEY © 

er ne Eee ee CHATTANOOGA — A super pro- 
_ ae motion of electrical appliances was 
concentrated in an “Electrical Bonus 
Week” by the Electrical League of 
Chattanooga and the Retail Mer- 
chants Association. 

The bonus week received full-scale 
city-wide promotion by the whole 
local industry, complete with daily 
salesman’s contests for a particular 





appliance, a window display contest, 
and a big cooking school and appli- 
ance demonstration. 

Sparking the whole promotional 
program of “Electrical Bonus Week” 


COMPLETE CATALOG OF FANS AND were the bonus offerings of mer- 
BLOWERS ON REQUEST chants for each daily promotion. 


DAVENPORT, IOWA — In keep- 
ing abreast of the problems of Amer- 
ican industry in the nation’s defense 
program, the Electrical Institute of 


the Tri-Cities recently held a dinner 


meeting here in the Chamber of 
Commerce at which R. W. Beaud- 


ELECTRICAL WHOLESALING—May, 1951 





way of General Electric's Chicago 
district office spoke on “Selection and 


Application of Motors.” A motor spe- ; 

cialist for his company’s Chicago 

office, Mr. Beaudway used slides to 

accompany his talk in which he thor- 

oughly covered the problems that A. 


industrial plants face in achieving 
maximum output efficiently and eco- 


nomically. SPECIAL ANNOUNCEMENT 


UNIVERSAL PROUDLY PRESENTS ITS NEWLY DESIGNED 
DALLAS, TEX. — Members of the FULL LINE OF ONE LIGHT SLIMLINE BALLASTS 
Dallas Electric Club are preparing JIN DESIGN 
NEW (IN SIZE 
Camp located 80 miles north of the ; va oA : oe et 
city. If the boys have any luck at | an _oae yet 1 LIGHT —490 MA.—O6 
; ay 25.26 " ae 
ee oer anaes te een SEE US IN ATLANTIC CITY ON HAND TO GREET YOU 
ful days of bass and crappie cusine. IN THE AMBASSADOR HOTEL 
In charge of arrangements Sor these ance SERGY, Pres IRVING A, FRUCHT, ‘Soles 
expert anglers are H. D. Rothell . fone 4 Agr a SIDNEY RABITZ, Soles 
and Walter Blair of the Texas Power R. PASHMAN, Prod ‘ B. FLEMING, Sales 
and Light Co., along with H. B. | + ee Cy Op 
Sudekum and Ed Robbins of the 


General Electric Supply Corp 


KANSAS CITY—A plea for aggres- | U NM i V ia od S A L 


sive selling was made by Edward a MANUFACTURING CORPORATION 


Taylor, general sales manager 
Hotpoint, Inc., in a recent talk be- j 
fore a luncheon meeting of 106 mem- | Westwood, New Jerse y 

bers and guests of The Electric As- 

sociation of Kansas City. Stressing 
the true condition of the nation’s 


for a fishing trip up to Island View 





electric appliance inventory, Mr. Ss. e FEDERAL the g 
Taylor said, “The shortage of appli- 


ances is so great the dealers are 


running out of warehouse space.” SIRENS e HORNS * RE LLS 


Production At High Level 


He pointed out that in anticipation For all industrial applications; shops, 


of shortages, manufacturers speeded yards, warehouses and structures. 
up production as much as they could ‘ 


while they could, and dealers took Heavy-duty, precision-built, weather-proof 
all they could against the day when signals for: 

they thought they would not be able e WARNING 

to get shipments. This was all right, e ALARM 

Mr. Taylor continued, while the pub- e PAGING 


lic was literally scrambling for goods. 
When the panic was over, the deal- @ COME-ON 
ers were still well stocked. and other signalling purposes. 


In view of the existing situation, Get in touch with Federal for reliable 
Mr. Taylor warned that unless the 


selling effort of the nation’s appli- signalling equipment. Federal, the oldest 
ance dealers is once again put on a and largest signal manufacturer, builds 
realistic, aggressive plane, “we are precision signals for longer life 

all headed for trouble.” in heavy duty use. 


Write for Industrial Signal Catalog 
PITTSBURGH — The Electrical 


League of Beaver Valley, affiliated F E n 5 e u | n { 
with the Electrical League of West- E D R A L E T E R P R I ’ 4 
ern Pennsylvania, were co-sponsors Formerly: FEDERAL ELECTRIC COMPANY, INC. a" 
with the commercial section of the 8727 S. STATE STREET +. CHICAGO 19, 


league in staging a “Modern Light- 2 Pa NT OS UNNI AGTH 
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$-0 TYPE 
Solderless 
a 
Lugs 


“Wedge Grip” 
Connector 


S-M TYPE 


Solderless 
Lugs 





S-L TYPE 


Copper 
Ground 
Clamps 








* Reg. U.S. Pat. 


$-t-r-e-t-c-h those all 
important labor hours 
by using these and 
other Sherman Con- 
nectors. 


Every Sherman fitting 
is designed to be in- 
stalled easily and 
quickly, yet provide the 
moximum strength and 
electrical efficiency. 

It's Sherman W bere 
Dependability Counts! 


Sherman 
SPLIT- BOLT 
Connectors 


G F13-B Cast Bronze 
Ground Clamp 


Reversible. Fits 
V4" to %4” pipe 
as well as 4” 
to 1” ground 
rod. Genuine 
bronze. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Michigan 





) ing Magic” show at Beaver, Pa. 
Al Paulus, Westinghouse 

neer, spoke on the wonders of mod- 

| ern lighting for schools, offices, 

| showrooms, factories and homes. His 

presentation was augmented — by 

slides illustrating various lighting in- 


stallations. A Walt Disney cartoon 


was also shown which graphically il- | 


lustrated the difference between 
| good and bad residential lighting. 

\ combined audience of 1700 saw 

the lighting show at Beaver and a 

previous one held in North Pitts- 


burgh. 


MINNEAPOLIS—John H 
former president of the Minnesota 
Electrical Association, is the new 
president of the Midwest Electrical 
| Council, Inc 
| include: Berger A. 
president; F. M. 


W. A. Ritt, secretary. 


New Members Added 





Five new members from the states | 


| of Minneapolis, North Dakota and 


South Dakota were recently added | 


to the electrical contractors’ council. | 


Welcomed into the Midwest Electri- 
| cal Council were: Robbinsdale Elec- 


| tric Co., Minneapolis, Minn.; Claude | 


Aberdeen, South Dakota; 
Bennie’s Electric Service, Tyndall, 
South Dakota; Kehn Electric Co., 
Grand Forks, North Dakota; Gerald 
H. Foat, Bismarck, North Dakota. 


White, 


MILWAUKEE — Retail appliance 


dealers recently joined the Wiscon- 


sin Radio Refrigeration & Appliance 
Association in expressing opposition 
to a bill that would call for the licens- 





engi- 


il 


; 


Engle, | 


Other officers for 1951 | 
Indseth, vice | 
Tripp, treasurer; | 








1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 





ype], Tae) 
FLOODLIGHTS 


Prompt Deliveries 


srike 
LIGHTS 


A complete line for protective 

lighting, service station lighting 

and all outdoor floodlighting — 

available. from stock. Write for 

catalog. 

STONE MANUFACTURING COMPANY 
ELIZABETH 4, NEW JERSEY 


See us act BOOTH 80 
N.A.E.D. CONVENTION 


ATLANTIC CITY, N. J. 


ST-100 
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LIGHTING 


the finest 


from Eogst to coast 


Gibson Mode! 5500 


Installation of Gibson Model 5500 
Southeastern Underwriters 
Association offices 


\ ? 


GIBSON 


: auutarclu ing C1 
® A 


Advertised in TIME 





ing of radio and TV servicemen. This 
proposed bill is being considered by 
a Wisconsin senate committee on 
state and local government. H. L. 
Ashworth, secretary-general man 
ager of the association, led off the 
opposition with a statement to the 
committee that the licensing of serv 
icemen would be impractical and 
unnecessary. It seems that the battle 


of the repairmen is on in Wisconsin 


NEW ORLEANS—tThe Electrical 
(Association of New Orleans recently 
celebrated its 30th anniversary at a 
dinner meeting held here at the St 
Charles Hotel. More than 150 mem 
bers and guests attended the func 
tion. (iuest speaker for the evening 
was George A. Seaman, field repre 
sentative for the 4th District of the 
National Electrical Contractor's As 
sociation. Othet honored guests in 
cluded A. 
sioner of public utilities; Bernard J 


Brown Moore, commis 


McCloskey, safety commissioner; | 
L. Hirsch, the league's first president 
At designated tables were special 
guests honored as “Pioneers of the 
Electrical 


consisted of men identified with the 


Industry.” This group 


electrical industry for 50 vears ort 


more, 


YOUNGSTOWN — C. J]. Wood- 
ward, manager of the Youngstown 
office of the General Electric Supply 
Corporation presented a sound film 
on “The Development, Assembling, 
and Testing of Rocket Projection” 
at a recent meeting of the Electrical 
League of Eastern Ohio. This film 
is used for teaching company groups 
on the use of rocket projection 
and was top secret material until 
about a year ago. 

At another meeting held a week 
earlier, W. J. Plantes of the local 
office of the Westinghouse Electric 
Corporation was narrator for an in 
teresting color film titled “Electric 
Proving Grounds,” a dramatic story 
of 25 years of Westinghouse high- 
power testing. 

At the meeting, member com 
panies were assigned to provide a 
program for the coming weeks. For 
Allis-Chal 
mers Mfg. Co., Ohio Edison Com 
pany, Moock Electric Supply Co., 
and General Electric Co. Lamp De 


the four-week period, 


partment will share the schedule 
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Announcing 


THE ALL NEW 
FRA DE-WIND 
TWIN WHEEL 
300 clm CLIPPER 
VENTILATOR 


Model 1501 is packed with 
features * Sensationally 
priced * Now in production 


Fe DUAL WHEELS 

AF Fits IN 8-INCH JOIST SPACE 

Sy FULL 300 CFM — CERTIFIED 

 —sEXTRA QUIET OPERATION 

= EASIER TO INSTALL 

TD) INTERCHANGEABLE DISCHARGE 
SIMPLIFIED CONSTRUCTION 
STANDARD 31," x 10 

FURNACE DUCT 


For the first time Trade-Wind offers a 
twin wheel ceiling ventilator with in 
terchangeable discharge that develops 
a full, certified 300 CFM, yet is priced 
competitively with ordinary ventilators 
Equally important to you, Model 150! 


now in production and deliveries a 
} 
t 


ready are being made 
Write or wire us toda 
plete story on the bigge 
value in 1951. Mail handy 


Trade-Wind Motorfons, Ine 


5721 S. Main St 
Los Angeles 37, Calif. 


Please rush your Bulletin 625 on rhe 
all new Model 1501 Trade-Wind 
Clipper 


NAME 


ADDRESS 





MORE FACTS 
ON PRODUCTS 


1D Offers a 
Sy 
compete 


oy Sis | se @) 3 
Circuit Breakers—A 12-page publi- 
cation released by the Heinemann , FANS 
Electric Co., Trenton, N. J., gives in- 


[ sa 2% 
ft Ti tt PUTPOst 





formation on the company’s com 

7 ‘tic. non-thermal 
ylete line of magnetic, non-therma 
f A romplete line of Pedestot Well 
Ceiling and Counter Pons of mod: 
ern streamkoed detiga 


circuit breakers for general use, 
auxiliary circuit protection, panel- 
board applications and aircraft de- 
signs. Illustrations show principles 
of operation and detailed diagrams 
of construction. Charts are provided 
to present standard time overloads, 
coil resistance curves and coil con- 
nections. Included also is data on 


ratings, interrupting capacities, and Frigid’ Economy ond Heavy Duty 


Belt Driven Attic & industrial Fans 
Quiet Operation. For Upright or 
laydown Installation. Maximum 
performance. Simple Installation 


maximum voltages for both standard 


and non-standard units 


ARC- RESISTANT TERMINAL BOARDS 
STAINLESS STEEL CONTACT SPRINGS 
POWERFUL, SILENT MAGNETS 
SHALLOW CASE FOR EASY WIRING 


"9 ELECTRICAL WHOLESALING 


Frigid’ Patented Hassock Fan. 
Equipped with Sealed Bearing G.E 
Motor that never needs oiling 
Runs on 3 Quiet Speeds. Hand- 
some golden tan finish. Sturdy and 
Safe. Low Price. 





Longer contact life in 
a magnetic starter 
means less mainte- 


ELECTRICAL 





nance, less shut down 
fime. 


Furnas silver contacts combine low 
contact resistance with the utmost 
in arc-quenching properties. This 
material was selected after ex- 
haustive research and found by 
rigid testing to outlive competitive 
contacts by a favorable margin. 


When your customers call for a 
magnetic starter —— or contactor 
— that must withstand frequent 
OFF-ON switching, sell them a 
Furnas control for dependable and 
economical performance. Catalog 
50 describes the Furnas magnetic 
line. Write Furnas Electric Com- 
pany, 1064 McKee Street, Batavia, 
Illinois. 


Furnas Starters rated 
up to 10 hp. may be 
had with or without 
push-buttons or selector 
switch ... Steel enclo- 
sure 8'/2x6x4'/4 in. Open 
type and weatherproof 
enclosures available. 


FURNAS 
elute 
rept) Mee) bate) 





LINES WANTED 


Manufacturers representative 
with dynamic sales force call- 
ing on electrical wholesalers, 
contractors, engineers, archi- 
tects, and purchasing agents. 
Complete office staff. Ware- 
house space available. 
RA 9663 Electrical Wholesaling 
330 W. 42nd Street 
New York 18, N.Y. 














MR. MANUFACTURER: 
INCREASE NEW YORK SALES 


Leading Metropolitan New York 
Sales Agency seeks additional lines 
sold through wholesalers. 


3 salesmen — 
New York warehouse 
We'll give you complete coverage— 


and a productive and intelligent 
sales effort. 
ELECTRICAL WHOLESALING 
330 W. 42nd St., New York 18, N. Y. 
BOX 9594 








WR24 & WR 30 Electrically revers- 
ible window fen with grili in front 
ond back. Acts as exhaust fan—then 
at the flick of a switch becomes 
an intake fan. Hommertone finish 
Simple Installation 


R20. Electrically Reversible, thin 
streamlined beauty. From an ex- 
hovust fan to an intake fan at the 
mere flick of a switch. Operates at 
3 Quiet Speeds. Adjustable from 
28” to 34” wide. Populer Price 


ry 
Square Frame Heavy Duty Quiet 
Exhoust Fan — 4 Blade Aluminum 


Propeller. Welded Steel Frames. 
G.E. Motors 


Blowers, Spray Booth Fans. Etc. 
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“My Day as an 
Electrical Wholesaler” 
or-“IT’S A SURE SALE 

wth RODALE” 


by (. ’ 
Tom Burns 


“You know, I've been 

recommending the new 

RODALE ‘TURN-TYTE 

Interlocking Devices... 

for several good reasons. Not only are they 
precision-made of the best materials, but 
they’re INTERCHANGEABLE with simi- 
lar makes now in use. They require only a 
slight turn...and they’re all UL-listed. 











“Sure enough, first thing this morning, an in- 
dustrial buyer ordered a large quantity of 
the TURN-TYTE 2-Wire Cord Connector 
Body. It’s made of two 
pieces of molded bake- 
lite, with an armored 
base that has a cord 
clamp. Bronze con- 
tacts mounted on brass 
terminals assure posi- 
tive heat-free conduc- 
tivity, and all metal 
straps and armor have 
rust- and corrosion- 
resistant coating. Avail- 
able in 10-15 amps 
(#2100) cord hole .500, 
dia. 112"; and 20 amps (#2200) cord hole 
625, dia. 134”. 





Cet. No. 2100 











“Soon after, I heard from a contractor who 
needed some TURN- 
TyTeE 2-Wire Arm- 
ored Caps, with cord 
clamps. They’re also 
made of bakelite . .. 
with brass blades and 
terminals. Cord hole 
-625—O.D. 1% 
available in 10- 15 
amps (+1026) and 20 
amps (#1226). 





Cat. No. 1026 











“To round out a big RODALE day, one of my 
regular customers — air- 
craft manufacturer — 
gave me a good order 
for the TuRN-TYTE 
Single Receptacle for 
plugging in portable 
power tools on their as- 
sembly line. Made of 
bakelite, it accommo- 
dates all Polarized and 
Non-Polarized caps and 
standard single outlet 
plates. Available in 10- 
15 amps (+1020) and 20 
amps (#1220). 





Cat. No. 1020 











“Have YOU discovered how RODALE’S new 
TURN-TYTE Interlocking Devices can pay 
you dividends . . . in increased sales and 
profits . . . greater customer satisfaction? 
Write Dept. EW-6for full details.” 


RODALE 


PENNSYLVANIA 





ART SPECIALTY COMPANY 
3245 W. Lake 8t., Chieage 24, III. 


Educational Aids — A illus- 
trated 


notebook-size 


fully 


bulletin listing wall charts; 


lesson folders; tech- 


nical tube manuals; color code 


charts; radio symbol charts; tele 


vision servicing booklets; tube com- 


plement and characteristics bulletins 


for TV picture, radio receiving, radio 


transmitting and subminiature elec- 


tron tubes is available from Sylvania 
Electric Products, Inc. The aids 
listed in the bulletin have been pre- 
both 


pared by Sylvania for use in 


high schools and colleges. Eight pre- 


cision instruments for testing elec- 


tronic equipment are also described 
and illustrated. Address request to: 


Advertising Department, Sylvania 


Electric Products, Inc., Emporium, 


Illinois. 


When writin 


ELECTRICAL WHOLESALING 


mention 


Electrical Tapes—A new eight-page 
brochure released by the Minnesota 
Mfg. Co., St. Paul 
30 uses. 


Mining and 


Minn., describes more than 


at Mey 
. », 





SODERING 
BRAZING 


WELDING 


L. B. ALLEN CO., INC. 


6701 Bryn Mawr Ave. 
Chicago 31, U. S$. A. 





tUght $15.75 
Right $8.05 
Desk Medel 
2 Hight $25.00 Ee 
2 light $28.75 
AC ONLY 


15 watt fluorescent 
tubes extra, 70¢ each 
Prices higher — Denver West 
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COME IN AND 





NAED CONVENTION 


Ambassador Hotel—Atiantic City May 21 to 25 


BOOTH NO. 53A 





° 
i 


COMPANY, INC. — NEW YORK CITY 


MANUFACTURERS OF. SWIVELIER UNIVERSALLY ADJUSTABLE LIGHTING PRODUCTS 











r electrical tapes for construc subjects: home or _ school study 
intenance work. The center; lighting for hand sewing; 
contains 33 photographs laundry lighting; portable lamp 
as the taping of promotions; fixtures and portable 
nunication sys lamps; dining room lighting; 
on equipment, relay dresser lighting for facial make-up; 
changers, connec and booklet holders. Address re- 
otors, and bus bars. quests to Inquiry Bureau, General 
for each tape in- Electric Co., Nela Park, Cleveland 
thickness, tensile 12, Ohio 
ion, adhesion, fu 
strength and con- When writing 
vealeisant: Weuiiis mention ELECTRICAL WHOLESALING 
lectrolytic corrosion 
Power Resistors — “Handbook of 
Power Resistors” is designed to fur- 


thin witting nish the reader with a practical 
mention ELECTRICAL WHOLESALING knowledge of the construction of 
power resistors, and their applica 


Home Lighting — Intended for tion and performance characteristics 
l guidance of electrical service Composed of eight chapters, the 


companies, department, furniture handbook represents the collective 
ppliance, hardware, and_ variety efforts of the engineering and sales 
stores, a loose-leaf publication en- staffs of the Ward Leonard Electric 
titled, “Sketch Book of Home Co. The handbook deals with funda- 
Lighting Display Suggestions” has mental definitions, application of 


been indo by the General Elec- various types of power resistors, 
ri mp Department. The book proper resistor selection, and basic 
eight display sugges definitions. It contains 55 photos 
Selling private phone systems tion 1e on each of the following and line illustrations, 15 graphs and 
can be easy and profitable when 6 
technical advice shows the way. 
That’s why leading wholesalers 
make a habit of calling in the 
“Couch Man” the minute tele- 
phones enter the picture. They 
know from experience that here's 
one representative who is readily QUA LIT Y 
available ...and has all the answers. 
If you are up to your 
ears in a phone problem now LIGHTINGIEQUIPMENT 
— or are expecting to be é 
soon — get in touch with aa BY 
Couch right away. 
Couch Systems available 
for 2 to 50 lines 





TYPE 52 
Wall handset P : de 
with four buttons. “ee PRESENT DAY SPECS. ARE CALLING FOR 


Suitable f i] 
poner caine system.. eee . QUALITY IN NEW INDUSTRIAL CON- 
q STRUCTION. 


Bhs —— THIS MULTI HIGH BAY REFLECTOR 
COSEE SESENSTS .SVeTem MEETS THE DEMANDS OF ENGINEER, 
CONTRACTOR AND USER. 








STEEL, PORCELAIN 

ENAMELED IN WIDE 

SPREAD AND CONCEN- MANY USERS 

‘ TRATED BEAM IN 500 W ™ PREFER THIS 

- +. with . AND 1000 W SIZES, ALSO REFLECTOR WIE 

simplified . HINGED GLASS 
ADE FOR USE WITH COVER AS SHOWN. 


dialin 
9 d MERCURY VAPOR LAMPS GLASS IS HEAT 
30 or SO line systems . . . “one shot” : AND IMPACT RE- 
dialing saves time, eliminates manually 
operated switchboard . . . simple, rugged, se SISTANT. RINGS 
ARE EXTRUDED 


inexpensive. 
ALUMINUM. 


P s 
L—wJitteae fk 
j HEESUCH cO., Ine. 


Dept. 405 No. Quincy 71, Mass. M U LTi ELECTRIC MFG. Inc. 
Private wiseenonee for Home and Office . . . Hospital 4223 W. Lake St., Chicago 24, il. 


Signaling System: Apartment House EE iso and 
Mailbores . " give Alarm Systems for Industrial Plants 
and Public Buildings. 
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Core 





SEND FOR CATALOG No. 10 
Write Dept. BF 


2ualit poielal® 


MANUFACTURED BY 


KNOX PORCELAIN CORP 


KNGKVILLE |, TENNESSEE 


{ 


20 tables. The handbook is available 
at $3.00 per copy. Orders should be 
addressed to Ward Leonard Electric 
Co., Dept. 040, Mount Vernon, N. 


when «ities FLECTRICAL WHOLESALING 


mention 


Electric Planning—Using photo- 
graphs, diagrams and sketches, a 20- 


| page booklet entitled “Electric Plan- 


ning for the Modern Home,” has been 
published by the Westinghouse Elec- 
tric Corp. Designed primarily as a 
guide for electrical contractors and 
builders, the booklet covers planned 
electric kitchens, electric laundries, 
heating, planned lighting, planned 
health features, and adequate wiring. 
Copies may be obtained by writing to 
the Westinghouse Electric Corp., Bet- 
ter Homes Bureau, P.O. Box 868, 
Pittsburgh 30, Pa. 


eer tien” ELECTRICAL WHOLESALING 








Mr. Manufacturer: 
We want to sell for you 


Leading Sales Agency covering 
Indiana, Illinois, lowa, Wiscon- 
sin, seeks additional lines sold 
through wholesalers. 


3 salesmen—Chicago 
warehouse 


We'll give you complete cov- 
erage and a productive and in- 
telligent sales effort. 


Box 9350 El ical Wholesaling 
520 WN. Michigen Ave., Chicago 11, Til. 

















SALES REPRESENTATIVE 
WANTED 


Leading manufacturer of complete line of 
incandescent, fluorescent, slimline and 
louvred ceilings selling only through elec- 
trical wholesalers is redistributing sales 
territories and has openings in choice loca- 
tions. Man applying must be able to read 
blueprints and work with architects. Write 
full details in first letter giving past expe- 
rience. 


NEO-RAY PRODUCTS, INC. 
313 E. 22nd. St., New York 10, N.Y. 
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Seino. 


TOGGLE 
BOLTS 


ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 








UNIVERSAL 


CLAY PRODUCTS co. 
1549 EAST FIRST ST. 


SANDUSKY, 


OHIO 
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SLIPKNOT The pedigreed 
tape. Largest selling brand of 
friction tape. Always dependable. 


" ICING PAPOUND 17h 
P.R. SPL co , PLYMOUTH RUBBER COMPANY. Inc 


splice that can be used on any electrical job. CANTON, MASS 


Sold Only 
Through 
> Recognized 
PLYMOUTH RUBBER COMPANY Ix | Wholesalers 


CANTON, MASS.U. S.A 


¥ 
ad 
Vi 
4 
¢ 
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Z 
Vy 
is 
iM 
0 
y 
7) 
j 
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PLY MIOUTH RUPEE A LO. 


PLYMOUTH PLASTIC ELECTRICAL TAPE 
The outstanding plastic electrical tape — higher 
in dielectric strength. Tough — Neat — Economical. 





Established in 1896 
CANTON, MASSACHUSETTS 





FOOTWORK 


HEADWORK 


WHICH ROUNDS UP 


salesman knows that there is a lot 
The more doorbells 
*"—-But some 


Every 
of truth in the old saw—* 


you ring the more orders you get.” 
is also a heap of difference 
ring—and what 


of us forget there 
between whose doorbell we 
we say after we ring the doorbell. 

“FOOT- 
“HEAD.- 


us which 


So let’s call ringing doorbells, 
WORK” 
WORK.” 


rounds up the most business. 

What's that got to do with selling FUSE- 
TRON dual-element fuses? 

Just this, if, BEFORE every call we take 
“time-out” of “Footwork” to figure out who 
is the key man to see—and what to say to 

him, business will 
come 


and planning our calls 


Then anybody can tell 


a lot easier. 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


BUSS FUSES FOR 
i 4 


THE MOST ORDERS? 


“Footwork” 
**Headwork” 


will get us to the door—but it 


that gets the order. 


Where to get help in planning calls 

Taking full advantage of the bulletins and 
sales helps that manufacturers put out is one 
of the best sources for sales ideas and a neat 


bit of 


For example, when planning calls on Fuse- 


**Headwork”’ too. 


tron fuses, refer to the Fusetron bulletin in 
your binder. It is worked out especially to 
help make easier the selling of Fusetron fuses. 

If the copy you have is soiled or needs re- 
placing, ask your salesmanager or the BUSS 
Fuseman in your territory for a new copy. 


Bussmann Mfg. Co., St. Louis 7, Mo. 
Division McGraw Electric Company 


INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 





